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Milestone Auto 


Stored 33 Days 


Harder Effort Seen 
Needed This Year 


To Clear Inventories 


3 By Robert M. Lienert 
Associate Editor 


— this year’s new-car sale 
No. 4,000,000 is closed in one 


of America’s showrooms next Sat- 
urday (July 23) there may be cause 
for concern as well as for cheering. 

For the 4,000,000th new car of 
1955 was built June 20. This unit, 

therefore, theoretically will have 
been in stock 33 days by the time 
it is sold next Saturday. 

Last year, although new-car sale 
Wo. 4,000,000 did not occur until 
Sept. 18, the 4,000,000th car was 
built on Sept. 16, only two days 
earlier. * * * 

O, THE situation is loaded with 

implications for the nation’s 41,- 

000 dealers. Things will work out 
_happily only for those dealers who 
turn in prodigious sales perform- 
ances in the next 60 to 90 days. For 
some dealers, upcoming months will 
be fairly grim. 

Dealers will quickly remember 
that last year featured one of the 
most orderly cleanups in the his- 
tory of the industry. It could not 
have worked out otherwise—with 
production and sales so closely 
approaching perfect balance. 

This year, with new-car stocks 
Soaring, dealers have no cause to 
gloat over having sold No. 4,000,000 
some 57 days sooner than they did 
in 1954. 

With production running 33 days 
ahead of sales, much weight has 
been added to indications that the 
1955 cleanup will be rugged. Pessi- 
mists say that the scramble in the 

(Continued on Page 6, Col. 1) 





Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 
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RECORDS 


LOW 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


Action on NADA Bills 
Delayed Until 1956 


By William Ullman 

Washington Correspondent 
ASHINGTON.—The House In- 
terstate and Foreign Com- 
merce subcommittee studying 
NADA’s antibootlegging, phantom 
freight and territorial security 
measures, voted in executive ses- 
sion last week to postpone action 


on ‘the measures, thus killing 
chances of passage during this ses- 
sion of Congress. 


Rep. Arthur G. Klein, New 
York Democrat and subcommit- 
tee chairman, said the group 
wants to hear testimony on the 
bills from the Department of Jus- 

(Continued on Page 70, Col. 1) 





Dealer Unionizing Is Given State Boost 


_u Michigan State Labor Medi- 

ation Board made a ruling last 
week that may open the door to 
the attempted unionization of hun- 


Top Cars 


New-car registrations for five 
months: 
1955 Pos. 
1—600,913 
2—593,411 
8—311,805 
4—280,2389 
5—236,781 
6—215,732 
I—142,208 
8—120,985 
9— 70,230 
10— 62,317 
». li— 51,594 
12— 43,700 


Make 
Ford 
Chev. 
Buick 
Plymouth 
Olds 
Pontiac 
Mercury 
Dodge 
Chrysler 
Cadillac 


DeSoto 
Stude. 
Nash 
Packard 
Hudson 
Lincoln 
Willys 


1954 Pos. 
537,807— 2 
545,824— 1 
206,836— 3 
173,652— 4 
150,891— 5 
147,505— 6 
124,484— 7 

64,266— 8 
46,765— 9 
42,077—10 
33,9387—13 
39,798—11 
34,823—12 
19,572—14 
13,373—16 
15,993—15 

1,186—17 


14— 21,453 
15— 18,769 
16— 12,287 
1j— 3,785 
13— 718 Kaiser 3,903—18 
16,979 Misc. 10,789 


Total All Makes 
2,840,532 2,220,081 
Further details on Page 48. 


dreds of auto dealerships in Michi- 
gan and possibly in other states. 


The precedent-setting ruling was 
an order for a strike vote at Walker 
Motors (Ford) in Detroit. Local 376 
of the AFL Auto Salesmens Union 
asked for the _ state - conducted 
| strike vote after the National La- 
| bor Relations Board refused to ac- 
cept jurisdiction. 

In effect, the state ruling de- 
nies the contention of some deal- 
ers and other small businessmen 
that there is a “no man’s land” 
of jurisdiction—an area of labor 
relations that is outside the juris- 
diction of both the NLRB and the 
states. 

George Bowles, chairman of the 
state board, said this ruling will 
permit the organization of small 
plants by furnishing state ma- 
chinery for strike votes. 

* * * 


HE union _ successfully con- | 


tended that authority in labor 
matters was originally delegated 
to the states and now that the 
NLRB refuses to act, jurisdiction 
reverts to the states. 


Labor observers predict that the 





elimination of the “no man’s land” 
in Michigan labor disputes will 
lead to a clamor for similar action 
in other states, although many 
states have no state labor board. 
However, the Michigan situa- 
tion is not completely settled. 
Many feel that the state board 
(Continued on Page 62, Col. 1) 


4 By Bob 


Sheldon 


Associate Editor 


f 
DmsénNT sales efforts at 


the nation’s dealerships have 


suéceeded in chipping about a day’s production from the 
moyftainous supply of unsold new cars, lowering the total 
820,291 units, AUTOMOTIVE NEws’ monthly census dis- 


glosed last week. 
The figure represents new 
cars in the hands of dealers, 


or in transit to dealerships 
from the factories, as of July 1. 
Providing a more comprehensive 
picture, the new-car stocks of non- 
franchised operators are included 
along with those of authorized 
dealers. 

A revised count for June 1 shows 
that this year’s overall inventory 
crested at a record 848,498 new 
cars. The current total, smaller by 
some 28,000 units, takes its place as 
runnerup in the record department. 

* * * 


HE June-to-July decline is the 

first since stocks began to build 
up from the low of 157,607 noted 
last November. 

In July of last year, preparatory 
to the opening of an orderly model- 
cleanup season, dealer stocks stood 
at 508,165 new cars, dropping to 
447,854 in August. 

As far as a ’55 end-of-the-year 
clearance is concerned, some 
dealerships report that they have 


been on a cleanup footing since 
(Continued on Page 6, Col. 3) 


Car Output Rises 
To Near Record 


By Martin L. Whitmyer 
Staff Writer 
c= production returned to near- 
record levels last week as both 
General Motors and its Chevrolet 
and Oldsmobile divisions set new 
alltime weekly marks. 

Last week’s output totaled 168,- 
351 cars, highest outturn in seven 
weeks, and represented 139.3 per- 
cent of Automotive News’ three- 
year index. 

The previous week’s 131.3 per- 
cent on 134,101 cars resulted from 
both a loss of a work day due 
to the July 4 holiday, labor diffi- 


culties at Chrysler Corp. and 
(Continued on Page 69, Col. 3) 


Inside Automotive News... 


@ Automotive Service Industries show called off; 


aftermarket groups 
Francisco. Page 29. 


shift conventions to San 


Lighter side: Forget the heat a moment via a 


nostalgic visit with Ned Jordan. Page 35. 


Down to business: Ford offers seat belts, Page 2. 

Auctioneers look at “bootlegging,” Page 3. Pro- 

posed tire taxes stir hornet’s nest, Page 4. 
Service highlights, Page 29. New-car, truck registrations and 


new-car prices, Page 48. Used-car auctions, Pages 4, 52. 
Production by makes, Page 69. 
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Picture Varied 


On 55 Backlogs 


Here Is Roundup 
Of Leading Cities 


A ROUND-ROBIN survey of new 
and used-car inventories, con- 
ducted last week by AUTOMOTIVE 
News correspondents, found that 
everywhere the situation was the 
same and everywhere it was a lit- 
tle different. 

In nearly all retailing centers, 
the new-car stocks of franchised 
dealers were described as not out 
of line in relation to sales volume. 


But dealers in many areas were 
critical of high volume purchased 
at the cost of low profits. Many 
blamed questionable sales practices 
on factory “overproduction.” 


And each area had dealer prob- 
lems peculiar to itself. Here is a 
rundown of key cities: 

* * a 


Philadelphia 

aaa will be a mortality rate 

of at least 20 percent among 
automobile dealers in this area 
during the next three months,” ac- 
cording to Harold B. Robinson (De- 
soto-Plymouth), Philadelphia. 
However, Robinson is optimistic 
for those who do not “bite the 
dust.” 

Robinson makes his grim pre- - 
diction on the basis of a razzle- 
dazzle drive to unload large in- 
ventories of °55 models. Dealers 
entered the final phase of the 
current model year with the fac- 
tories pushing out more cars 
than were being sold, he said. 
Some Philadelphia dealers blame 
this “pushing” for the prevalence 
of high-pressure advertising, big 
discounts and lean profits. 

Some of the smaller dealers can’t 
keep up with the competition and 


(Continued on Page 60, Col. 1) 


Competition Rages 
For Fleet Sales 


Joseph M. Callahan 
Staff Writer 

yas auto industry is squaring 

away for a typical knock-down, 
drag-out fight that could easily de- 
cide sales leadership for 1955. 

This battle is in the area of 
fleet sales, which last year repre- 
sented more than one of every 


| eight auto sales (719,000) and al- 


most two out of every five truck 
sales (315,000), assuming that a 


(Continued on Page 66, Col. 1) 
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Safety Strap a Newsmaker in Week ... 





Ford Second to Offer Seat Belts 


DETROIT.—Highlighting a flurry| would make them available in 
of safety-belt developments, Ford| July. 


Motor Co. last week announced it 
will make seat belts available as 
dealer - installed accessories on its 
Ford, Mercury, Lincoln and Ford 


truck lines. 
This action followed by two 
weeks a prediction by Auto- 


motive News that the company 


For Increased Safety — 


ee 


A NT RE TT OE 


Ford thus becomes the second 
manufacturer to provide the belts. 
Chrysler Corp. announced its de- 
cision late in April. 

According to Ford, the prices on 
all model cars will be $11.95 per 
belt ($71.70 for six-passenger pro- 
tection) including Federal tax, plus 








An Accident on Purpose— 


The moment of impact is recorded by high-speed camera as a car is deliberately 
driven into a wall at 30 miles per hour at the Ford test track, Dearborn. Engineers 
use the fixed reference scale in the foreground as a measuring device. Instruments 
in the car transmit data to the truck following. Such experiments are used to develop 
and test safety devices. Ford has made seat belts optional equipment on all vehicles. 


———® 


3 Makers Report 
Car Sales Boom 
In June Upsurge 


DETROIT. — Three car produc- 
ers—Chevrolet, Plymouth and Stu- 
debaker—last week reported boom- 
ing retail sales for June. 


Chevrolet said it “virtually 
smashed” all sales records and 
marked up the highest month in 
the company’s history. Sales were 
209,263 new units—170,341 cars and 
38,992 trucks. 


‘First-half records listed by Chev- 
rolet included: An alltime high of 
more than 500,000 new and used 
cars and trucks; cracking the 200,- 
000 mark on new cars and trucks 
in one month (June) for the first 
time; highest 10-day sales; highest 
used-car and truck sales; largest 
new-truck sales month since 1950, 
as an alltime high daily sales 
rate. 


Plymouth reported that retail 
new-car deliveries during June to- 
taled 65,120, an increase of 62 per- 
cent over June, 1954. Deliveries for 
the first six months of 1955 were 
76.30 percent above 1954. 

Studebaker new-car retail de- 
liveries in the last 10-day period of 
June were said to be the highest 
for any 10-day period since April, 
1953—an increase of 79 percent over 
the preceding 10-day period in 
June. 





Cadillac Flips Lid— 


Newest Cadillac accessory is a remote- 
control trunk lock. By pushing a button 
inside the glove box, the motorist starts 
a small electric motor in the trunk which 
opens the lock and allows the lid to open. 
A‘red light on the instrument panel shows 
when the lid is unlocked. The trunk may 
still be opened from the rear in the usual 
way” with the’ pew installation. Price is 
$37.60, including Federal tax. Hotrodders 
have used a similar device for years. 





Division's First Product— 


Ray Hickok, president of Hickok Mfg. 
Co., right, and William Brandt, sales 
vice-president, examine a.car safety belt, 
the first product made by the firm's new 
automotive safety division. 


an installation charge of about $2 
per belt. 

Ford also announced that ap- 
proximately 100 traffic safety spe- 
cialists—including engineers, crash 
injury researchers, doctors and 
state police officers—have been in- 
vited to Dearborn for a national 
safety forum Sept. 7-8. 

Illinois Gov. William G. Strat- 


ton, meanwhile, signed into law a 


bill requiring auto manufactur- 


| ers to design all cars sold in the 


state after June 30, 1956, so that 
they may be equipped with safe- 
ty belts if the owner desires 
them. 

The Saturday Evening Post last 
week published an article on safety 
belts entitled “How to Avoid Sud- 





den Death.” The writer, Steven 
M. Spencer, Post associate editor, 
stated that—properly installed and 
conscientiously worn—safety belts 
could drastically reduce highway 
deaths and injuries by as much as 
50 percent. 

As a personal note, the magazine 
said: “A Post editor put them 
(belts) on the family sedan—and 
he’s glad he did!” 

“The belt . . . may become the 
symbol of a rational revolution 
in American motoring, a com- 
mon-sense preventive against the 
nation’s most destructive ‘epi- 
demic disease,’” the article com- 
mented. 

AuToMOTIVE News, in the issue of 
June 27, 1955, reported, in predict- 
ing Ford’s adoption of the belts: 
“Thus it is apparent that industry 
approval of such equipment is 
gaining momentum.” 

Hickok Mfg. Co., New York, has 
announced that car seat safety 
belts will be the first product pro- 
duced by its new automotive safety 
division. Hickok said that its belts 
were designed by Cornell Aeronau- 
tical Laboratory. 

Engineering Vice-President E. S. 
MacPherson said, in revealing that 
Ford was supplying the belts, that 
studies are continuing on other de- 
vices aimed at minimizing traffic 
accident injuries. 

“These safety advancements also 
will be incorporated in Ford Motor 
Co. products as fast as they can be 
proved effective,” he said. 

A. L. Haynes, Ford assistant 
chief research engineer and head 
of the firm’s safety program, said 

(Continued on Page 69, Col. 1) 





Air-Cooling 


DETROIT. — Packard has intro- 
duced a new air conditioning sys- 
tem which is installed in combina- 
tion with a fresh-air heater. The 
price, including Federal tax, for the 
combination is $652. 


According to Packard, the design 
provides easy installation and the 
unit will be offered for dealer de- 


Miami Car Buyers 
Confused About 


Tubeless Tires 


MIAMI.—Tubeless tires on the 
1955 models are giving new-car 
dealers here some concern. 

At least one dealer in a particu- 
larly “hot” medium-priced line says 
that buyers have complained more 
about tires than any other feature. 


The greatest source of complaint, 
this dealer said, “is that too many 
owners have been led to believe 
every tubeless tire is puncture- 
proof. I don’t know whether na- 
tional advertisements have created 
this impression, or what the cause 
is, but we hear from them.” 

He pointed out that all tubeless 
tires are not of the puncture-proof 
variety, and most of those that are 
standard equipment are not of that 
type. 

“We have reached the point,” he 
said, “where we make it clear to 
the customer that the tires are not 
puncture-proof.” 

This dealer believes that some 
of the trouble stems from the fact 
that service station employes are 
not too familiar with remounting 
the tires and slow leaks result. 


New Accessory Lists for $625... 


by Packard 


livery after production schedules 
reach “target levels.” 

The company said the conditioner 
will cool the inside of a car to a 
comfortable level in 90 seconds, re- 
gardless of the outside tempera- 





Cadillac Demand Soars 


DETROIT. — Public desire for 
air-conditioning units in Cadillacs 
has been increasing rapidly, ac- 
cording to J. M. Roche, general 
sales manager. He said Cadillac 
has sold twice as many air-con- 
ditioned cars this year as last year. 





ture. It is operated by a single 
control located on the instrument 
panel. A magnetic clutch, accord- 
ing to Packard, disengages the 
compressor when the conditioner is 
not in use. 





Time Out for Backstage Chat— 


Members of the House Interstate Commerce subcommittee chat with NADA repre. 
sentatives after hearing their testimony urging laws against bootlegging and phanton| 
freight bills and to establish territorial security for dealers. From left are Frederic 
J. Bell, NADA executive vice-president; Rep. Tom Steed, Oklahoma Democrat; Walter 








B. Cooper, chairman of NADA's national affairs committee; Frank H. Yarnall, NADA 
president; Rep. Arthur G. Klein, New York Democrat, subcommittee chairman; Rep, 
John V. Beamer, Indiana Republican, and Rep. Samuel N. Friedel, Maryland Democrat, 





Chrysler Plans Purchase 
Of Drive-Shaft Firm 


DETROIT. — Universal Products 
Co., Inc. has proposed to sell its 
plants to Chrysler Corp. for about 
$3.5 million. 

Chrysler has accepted the offer 
and the transaction awaits ap- 
proval of Universal’s stockhold- 
ers and the ironing out of details. 
Officers of both firms indicated 

that the transaction should be com- 


First New Ford 
Rolls Tomorrow 


At Mahwah Plant 


EDGEWATER, N. J. — Full pro- 
duction at Ford division’s new as- 
sembly plant at the Mahwah, N. J., 
begins tomorrow (July 19) with a 
loss of only 16 hours production in 
the move from the old plant here. 

The new 177-acre plant on the 
New York-New Jersey border is 26 
miles from the Edgewater plant, 
where the last car came off the 
line last Friday morning. 

The first official car in the new 
plant is scheduled to roll shortly 
after 9 a.m. tomorrow. 

The Mahwah plant is the last of 
three new Ford division assembly 
plants to go into operation this 
year. Its 1.9 million square feet of 
floor space make it slightly larger 
than the 1.5- million - square - foot 
plants opened earlier at Milpitas, 
Calif., and Louisville. 

While designed for two-shift op- 
erations with a productive capacity 
of 1,080 cars and trucks in 16 pro- 
duction hours, Mahwah will start 
with one shift, with trucks and 
cars coming off separate assembly 
lines. 

The old Edgewater plant, built in 
1930, had 975,000 square feet of 
space. A Ford spokesman said it 
had not yet been decided whether 
to dispose of the Edgewater plant 
or move in some other Ford opera- 
tion. 

The Ford plant at Richmond, 
Calif., idled by opening of the Mil- 
pitas facility in February, is for 
sale. It was built in 1930 at a cost 
of $3.5 million. An offer of $1.5 mil- 
lion reportedly has been made by a 
West Coast syndicate. 


Business Barometer 


Auto Production—196,404 cars, 
trucks in week vs. 125,076 year ago. 

Business Failures—204 in week 
vs. 196 year ago. 

Department Store Sales—Up 4 
percent in week from year before. 

Electricity Output—9,759 million 
kilowatt-hours in week vs. 8,185 mil- 
lion year ago. 

Freight Carloadings —696,734 
cars in week, up 12.6 percent from 
year before. 

New-Car Sales — 2,840,532 in 
1955 to date vs. 2,220,081 year before. 

New-Truck Sales—344,108 in 
1955 to date vs. 347,661 year earlier. 

Retail Sales—$15,588 million in 


June, up 6 percent from year earlier. 





Soft-Coal Output—2,175,000 tons 
estimated vs. 1,474,000 tons year be- 
fore. 

Steel Output—92.5 percent of ca- 
pacity estimated vs. 64.3 percent year 
ago. 

Used-Car Prices—$796 in July to 
date vs. $810 in June. 


- 
Common Stocks 
July June 
13 6 

Am. Motors 10% 95% 
Chrysler 875% 83% 
GM 124 127% 
Kaiser 4%, 4, 
S-P 10 10% 


47.17 47.07 


1955 
High 
13% 
89% 

128% 


Low 
9% 
66%, 


5 
15% 


Average 





pleted in three to four months, 
Book value of Universal’s stock is 
about $43 per share. There are 200- 
000 shares of common stock out- 
standing. 

Universal Products manufactures 
automotive drive shafts and their 
components, including universal 
joints. Approximately 85 percent of 
its output goes to Chrysler. 

Sale price of the firm’s lands, 
buildings, equipment and inven- 

tories at the time of the trans- 
action is expected to be between 
$3 million and $3.5 million. This 
includes buildings with a total 
floor space of 300,000 square feet 
on 14 acres of land in Dearborn. 
Operations of Universal’s plants, 

which employ about 1,000 persons, 
will continue without interruption 
in order to maintain a steady flow 
of supplies to Chrysler and other 
customers, officials stated. 


Reo Boosts Sales 
66 Pct. Over 
1954s Last Half 





LANSING.—Reo Motors, Inc.) 





ended its first half-year as a sub- 
sidiary of Bohn Aluminum & Brass 
Corp. with a 37 
Percent increase 
over the first six 
months of 1954, 
according to John 


C. Tooker, Reo 
president. 
However, com- 


pared to the final 
six months of 
1954, sales during 
1955’s first half 
increased 66 per- 
cent, Tooker said, John C. Tooker 
adding that this “more nearly re- 
flects the true performance of Reo’s 
reorganized sales division.” 


Commenting on the future, Took- 
er said: “We are satisfied that we 
have made some progress in 1955. 
We are not satisfied that Reo pres- 
ently occupies its proper position 
in the independent truck manufac- 
turing field.” 

The total sales reflected in the 
percentage figures do not include 
military vehicles, the Reo president 
said. 











Jeep Factory Sales 
Up 75% in Half 

TOLEDO. — Domestic factory 
sales of Willys Jeeps and Jeep 
utility vehicles in the first six 
months of 1955 were 75 percent 
above the first half of 1954, ii 
was announced last week by 
Hickman Price jr., sales vice- 
president. 

Price reported that sales foi 
the six months totaled 14,448 as 
compared with 8,263 a year ago 
Sales of all utility vehicles, in 
cluding export and military ship- 
ments, totaled 41,734 units as 
against 33,100 last year. 
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S A NATURAL thing, perhaps, 
that auto retailing is unusual 
as usual. One could hardly expect 
it to be otherwise. I have observed 
the changes taking place in auto 
retailing since 1909. The total pro- 
duction that year was 123,000 vehi- 
cles and the year wound up with 
312,000 registrations. While I have 
never been an auto dealer I have 
constantly associated with them 
since then. 

It is my extreme pleasure to 
know so many of them person- 
ally. All these years I have been 
sitting in my window far enough 
away to be unprejudiced but close 
enough to observe why many 
retailers have passed out of the 
picture and why so many veteran 
dealers still remain on firm 
ground. 

There have been the vicissitudes 
that always accompany a growing 
industry. We have had to learn by 
trial and error. But there has been 
a constant resiliency that overcame 
all obstacles. I am sure that will 
still be the record when future 
history is written. 

We are much disturbed by price 
cutting. Even before the industry 
was “dry behind the ears” there 
was price cutting. Remember the 
time when bumpers or spare tires 
did not come with the new vehi- 
cles? Dealers often gave a pair of 
bumpers and a spare tire to close 
a deal. They also threw in a lock 
steering wheel. Sometimes they 
presented a customer with a Prest- 


Gilchrist Names 
Committees for 
Washington State 


SEATTLE.—James Gilchrist, 
president of the Washington State 
Automobile Dealers Assn., has 
named committees for the coming 
year. 

V. I. Whitney, Montesano, leads 
the safety committee with Gene 
Brus, Tacoma, and Bart Murray, 
Port Angeles, as members. Other 
committees are: Highway—Leon E. 
Titus, Tacoma, chairman; L. J. 
Gehlen, Ellensburg; D. P. Seaberg, 
Pasco; Robert Crawfored, Bremer- 


/ ton, and Joe Ramsey, Aberdeen. 


Dues revision: Rex Garrison, 
Vancouver, chairman; D. P. Sea- 
berg, Pasco, and Robert B. Dunn, 
Seattle. Advisory: Warren Sim- 
mons, Olympia, chairman; Gordon 
Smith, Centralia, and Henry Back- 
strom, Arlington. 

Membership: Bernard Harring- 
ton, Bothell, chairman; E. E. Green- 
wood, Grandview; Byron Sample, 
Bellingham; W. E. Johnson. Ephra- 
ta, and Bill Lindsey, Chehalis. Leg- 
islative: Arnold Reading, Tacoma, 
chairman; Ed S. Mayes, Centralia; 
Austin B. McCoy, Vancouver; Hen- 
ry Backstrom, Arlington; Wayne 
Madren, Spokane; James Speck 
Sunnyside, and Art H. Pohlman, 
Wenatchee. 
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olite tank as a substitute for acety- 
lene lights. 


* * 


Bootlegging Isn’t New 
TALK about bootlegging. 
Well, we used to have it in a 
more vicious form. Many manufac- 
turers passed out of the picture 
during these years. In fact, there 
have been 50 different makes of 
cars Made in my state of Ohio. All 
are now out of business. There 
were ten makes in Cleveland alone 
— all good cars — which did not 
survive. 


Most of them are not so far 
back in history. There was the 
Chandler, Cleveland, Grant, 
Jordan, Peerless, Rolin, Stearns, 
Templer, the White car and Win- 
ton. Many of the cars made in 
Cleveland as well as other places 
ceased production when auto 
stocks rose. 


These were sold to opportunists 
who shipped them to many cities 
throughout America where they 
were retailed at less than dealer 
prices. While this situation existed 
the market was as much disturbed 
then as it is now. 

Another thing that troubled deal- 
ers in the formative stages of the 
industry was use of proper judg- 
ment in signing with a manufac- 
turer strong enough to survive. It 
was indeed a problem for a dealer 
to find that he had not only stocks 
of cars and parts of a discontinued 
make but at the same time faced 
the necessity of finding a new line. 

* * = 





Future Is More Stable 


Bu: as we all know the trade 
since has gone far. The com- 
plexion of the busines has changed. 
The future is more stable. The 
need for automobiles has grown. 
Car ownership has become indis- 
pensable with most families. We 
sell many more cars in a week 
than were produced in 1909. We 
have sixty million owners to serve 
rather than less than one-third of 
a million owners in 1909. Then we 
depended upon agriculture for the 
major support of our economy. It 
changed to where industrial work- 
ers were the largest number of 
people gainfully employed. Now the 
service trades, of which we are a 
major part, employ the greatest 
number of people. 

Our economy has become more 
balanced. Less than 6 percent of 
our people earn more than $25,000 
a year. People in the great mid- 
dle earning brackets, who buy 
the majority of automobiles, have 
more than doubled in spite of 
our population increases. The au- 
tomobile is contributing and will 
continue to contribute the bal- 
ance in our national economy. 
We started from scratch but now 
one-seventh of all the pay checks 
received by the American people 
come from the auto industry. 

With the change of time we have 
come to realize that development 
of automobile retailing depends 
less upon the manufacturers and 
more upon ourselves. Automobile 
manufacturing has become stabil- 
ized. Automobile manufacturers ex- 
ceed all other manufacturers in 
progressive development of design 
and in the efficiency of manufac- 
turing processes. 

It is now our relationship with 
people in the area we serve, rather 
than the manufacturer from whom 
we buy, that determines our meas- 
ure of success. 

We deal with people rather than 
with things and it is how our busi- 
ness lives in the hearts and minds 
of people that determines its place, 
its profit opportunities and its in- 





fluence. Now, it is how we treat]; 


people and how people understand 
us that is important. We are the 
part of the industry that contacts 
people, that fulfills the needs of 
people. No one but the automobile 
dealer can undertake this contact 
job. 

We will benefit as we carry out 
these responsibilities to the people 
in our home towns. We must carry 

(Continued on Page 69, Col. 4) 





Taking Reins of Chicage Group— 


Clarence J. McCorkle (Ford), second from left, accepts the gavel of office as presi- 
dent of the Chicago Automobile Trade Assn. from Earl T. Zweifel (DeSoto-Plymouth), 
retiring president.. Other new officers, from left, are Don C. Mullery (Ford), vice-presi- 
dent, and Max Evans (Oldsmobile), treasurer. M. F. McCarty (International) was 
reelected secretary. 





Planning Assist to Youth— 


Houston Automobile Assn. members meet with Rotary Activities, Inc., and Variety 
Club officers to work out details of dividing the profits from 1956 automobile show 
planned by the dealers. The service clubs again will split the proceeds and use the 
money for aiding youngsters. From left, standing, are Al Parker, association executive 
committee chairman; Bruce Layer, Les Kamin and Clarence Redford, executive cOmmit- 
tee, and Arthur Derby, show coordinator. Seated are Ralph L. Fowler, association 
general counsel; Floyd Willard, Rotary Activities president; Sam White, association 
president; Mack Howard, Variety Club chief barker; Robert Bailey, executive commit- 
tee, and Clarence Wademan, Rotary secretary. 








Ford Dealer Suit 
Fought by Ark. 


Licensing Board 


Commission Declares 
Rebsamen Fails to 
Reflect Trade Views 


LITTLE ROCK. — The Arkansas 
Motor Vehicle Commission has 
asked dismissal of a suit attacking 
the constitutionality of the 1955 
legislative act under which the 
Commission was created and em- 
powered to police the franchised 
new-car dealerships of the state 
and their suppliers. The Commis- 


|sion made up of seven auto deal- 


ers, assumed Office July 1. 

In an answer filed in Pulaski 
Chancery Court, the Commission 
charged that a suit filed by Rebsa- 
men Motors, Little Rock Ford 
dealership, denotes class legisla- 
tion, and that the firm speaks only 
for itself and not for other fran- 
chised dealers. 

The suit was filed by the Rebsa- 
men organization, with R. W. Mor- 
ris, a Rebsamen salesman, as co- 
plaintiff. 

Chancellor Rodney Parham re- 
cently ordered the Commission to 
set the amount of the Rebsamen 
firm’s license fees, but declined to 


|}impound those of other dealers, 


pending a final ruling. He indi- 
cated informally that he considers 


the new law constitutional. 
* * cd 


‘Anti-Stimulator’ Bill 


Becomes Law in Wis. 

MADISON, Wis.—Gov. Walter 
Kohler has signed into Wisconsin 
law the so-called “anti-stimulator” 
bill, which authorizes the State 
Motor Vehicle Department to re- 
fuse a dealer’s license to an auto 
manufacturer in any community or 
territory where the present dealer 
has complied with the manufactur- 
er’s requirements for adequate rep- 
resentation. 

It is the first anti-stimulator law 
adopted by any state. 


Bootlegging a Stopgap, Marker Says 


INDIANAPOLIS.—“Bootlegging” 
never will become “an accepted 
method of new-car distribution” 
but hinges completely on supply, 
Carl Marker, operator of a Fort 
Wayne (Ind.) auto auction and a 
past president of the old National 
Used Car Dealers Assn., told the 
convention of the National Auc- 
tioneers Assn. here last week. 

Marker said that in 1955 many 
new-car dealers found themselves 
in a jam—their capital was tied up 
in “out-of-hand” inventories and 
they were faced with a crisis. 

“Used-car dealers were the 
safety valve,” declared Marker, 
who entered the auction business 
in 1945. “They took the excess 
new cars off the hands of the 
new-car dealers, helping them 
get back on an even keel.” 

Marker explained to the auction- 
eers that this type of distribution 
was better known as “auto boot- 
legging” and he attributed the 
heavy inventories to General Mo- 
tors’ and Ford Motor Co.’s desire 


to get the “1955 model run out as| 


Bangor Dealers 
Elect Woman 


BANGOR, Me.—Mrs. Doris 
Knight Cunningham, Studebaker 
dealer, has been elected president 
of the Bangor 
Automobile Deal- 
ers Assn. She is 
the first woman 
to achieve this 
position. 

Mrs. Cunning- 
ham is also the 
only woman to 
serve as a direc- 
tor of the Bangor 
Chamber of Com- 

a Le merce and is a 
Mrs. Cunningham charter member 
of the city’s Soroptimist Club. 

Other officers of the association 
are Forest Bean (Chevrolet), vice- 
president; Cornelius J. Sullivan 
(Ford), secretary; Chester Norris 
(Packard), treasurer, and Charles 
McIninch, publicity. 








fast as possible” in fear of labor 
trouble. 

He added: “I might mention here 
that I personally don’t feel it 
(bootlegging) has or ever will 
reach the point of becoming an 
accepted method of new-car distri- 
bution. 

“I have always believed the 
auto makers hold the solution to 
the problem,” he said. “As long 
as supply is abundant, so-called 
‘bootlegging’ will continue. Let 
normal production schedules go 
into effect (and) I think the hue 
and cry about ‘bootlegging’ will 
be a thing of the past.” 

Marker referred to a quote he 
credited to Stanley N. Barnes, an- 
titrust division chief. Barnes had 
said bootlegging is “a healthy form 
of price competition without harm 
to consumers.” 

In interpreting the auto auction 
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On_the House... . 


According to the Utah dealer association, there’s 
a hopeful sign on the horizon: Some recent dealer 


mobiles instead of deals. “One dealer told us an 
interesting story the other day,” says the Utah 
bulletin. “He said a customer actually asked the 
difference between two types of automatic trans- 
missions. Maybe someone along the line actually 
gave him a little information about their prod- 


Factory men tell me that independent garages 
are no longer good prospects for new-car dealer- 
ships; they don’t have the sales abilities and/or 
financial means. One factory official says he’s 
finding his new dealers among used-car dealers and other new-car 
Foster Talbott (Ford) has been reelected Maryland 
NADA director, while Washington State dealers prepare to nom- 
inate successor to late Les Kauffman. . 
meetings smashed all records, with 521 dealers attending seven 


Iowa association’s executive committee meets July 22 in Des 
.. North Carolina group has added four new members, San 
. Washington State’s new limit on use of dealer 
plates does not disturb the privilege of demonstrating a loaded truck 
on dealer plates, provided the dealer or one of his employes is pres- 
ent ... Milwaukee dealers will picnic Aug. 5. 


business to the other auctioneers, 
Marker touched on the following: 

Auto auctions are comparatively 
new, starting, he said, in 1942 as an 
established part of the automobile 
business. 

The National Auto Auction 
Assn. estimates there are in the 
neighborhood of 175 operating 
today, doing approximately $50 
million business weekly. 

Auto auctions are a permanent 
phase of the industry. They are 
“performing a service by opening 
up channels of trade” by allowing 
new-car dealers to “unload excess 
merchandise” and “used-car deal- 
ers can replenish their stocks,” he 
said. 

Successful auctions have many 
of the same consignors and con- 
signees coming week after week, 
which he said denotes stability in 
any business. 













promotion has emphasized auto- 
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—Pete Wemuorr, Editor, 
Automotive News 
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Sports Car Doubles as Hardtop— 





AUTOMOTIVE NEWS, JULY 18, 1955 
Peril to Truckers Cited... 


Proposed Tire Taxes 
Are Blasted Again 


The Triumph TR2 sports car will be available shortly with a detachable hardtop, 


according to Standard-Triumph Motor Co., 


Inc., importers of the car. The one-piece 


black top has a large rear window and sliding side windows. Soft top kits will be 
offered as option equipment with the hardtop model. 





CHICAGO.—The number of new- 
car dealers in Cook County (in- 
cluding Chicago) declined by four 
during the second quarter of 1955. 
A total of 22 dealers dropped fran- 
chises in that period while 18 new 
dealers were appointed. 

Of the 18 new dealers, 14 are lo- 
cated in Chicago and four in the 
suburban area, but of the 22 that 
went out of business, 11 were in 
Chicago and 11 in the suburbs. 

The following is the total num- 
ber of dealerships in Cook County 
by make, followed by first the num- 
ber in business during the second 
quarter of 1955 and then the num- 
ber during the first quarter: 

Buick—34, 38; Cadillac—14, 14; 
Chevrolet—51, 51; Chrysler—34, 
34; DeSoto—32, 38; Dodge—38, 39; 
Ford — 55, 55; Hudson — 20, 20; 
Kaiser - Willys—15, 17; Lincoln- 
Mercury — 33, 338; Nash — 24, 26; 
Oldsmobile—34, 34; Packard—20, 
21; Plymouth—104, 106; Pontiac— 
30, 30; Studebaker—22, 21. 

The total number of outlets for 


Illinois Okays 
Convention Hall 


On Chicago Site 


CHICAGO. — Gov. William G. 
Stratton’s signing of two bills is, 
in effect, a go-ahead signal for a 
$34 million convention hall—a pos- 
sible national auto show site—on 
the location of the Century of 
Progress exposition in 1933-34. 

Other likely spots for giant auto 
shows are New York’s Columbus 
Circle Hall, now being built, and 
Detroit’s Convention Hall—in the 
blueprint stage—being planned as 
part of the Motor City’s mushroom- 
ing Civic Center. 

The Chicago hall will have floor 
space of 600,000 square feet with a 
section of 300,000 square feet with- 
out columns; 60,000 persons will be 
able to use it at one time in simul- 
taneous conventions; it will house 
an arena with 22,500 seats, theaters 
with 5,000 and 1,700 seats and 65 
private show and committee rooms; 
there will be indoor parking for 
2,600 cars and outdoor facilities for 
10,000 more, and it will have seats 
on the lake side of the building for 
use during aquatic events. 


Photo Racket 
On Again 


Dealers report that commercial 
photographers are again working 
a racket by using the name of 
Automotive News in soliciting 
business at dealerships. 

The racket works this way: 
Photographer calls dealer, says 
he’s been asked to take picture of 
dealer for use in Automotive 
News. He shows up a few days 
later with proofs, tries to sell pic- 
tures to dealer at $12.50 or more 
apiece. 

Automotive News does not au- 
thorize any commercial photog- 
raphers to take pictures of deal- 
ers. We prefer to have the dealer 
obtain his own pictures at the 
photographer of his choice—when, 
and if, he so desires. 

Therefore, if any photographer 
contacts you and represents him- 
self as working for Automotive 
News, please advise Automotive 
News at 2666 Penobscot Bldg., 
Detroit 26, Mich., at once. 








Fewer Chicago Dealers 


18 New Appointments Partly Offset Decline of 22 
In Cook County’s Total 


the second quarter was 560 as com- 
pared with 567 for the first quar- 
ter. The actual number of dealer- 
ships is less since some firms han- 
dle more than one make. Total 
dealerships was 449 for the second 
quarter vs. 453 for the first. 


The number of outlets by make 
for the City of Chicago only during 
the second quarter is as follows: 

Buick—21; Cadillac—8; Chevrolet 
— 29; Chrysler — 23; DeSoto — 21; 
Dodge—25; Ford—32; Hudson—11; 
Kaiser-Willys—11; Lincoln-Mercury 
—21; Nash—13; Oldsmobile — 21; 
Packard—10; Plymouth—69; Ponti- 
ac—22; Studebaker—15. 


Cleveland Claims 
4th Spot in Sales; 
Ford Average Tops 


CLEVELAND.—Greater Cleve- 
land’s 22 Ford dealers topped Cuya- 
hoga County dealers during 1954 
with an average of 858 sales, ac- 
cording to a Cleveland Press sur- 
vey that showed this area has 
moved into fourth place among the 
nation’s major markets. 

The average auto dealer sold 
334.7 cars, according to the survey 
that puts this district behind Cook 
County (Chicago); Los Angeles, 
and Wayne County (Detroit), Mich. 

Cuyahoga County’s population 
represented just under one percent 
of the national population, but last 
year’s new car sales, according to 
the survey, accounted for 1.33 per- 
cent of the national total. 

In this area, suburban Cleveland 
Heights, third in number of fam- 
ilies, finished second in sales; Lake- 
wood, second in families, was third 
in sales. 

The breakdown also showed that 
the lowest income group, $3,499 and 
under, purchased 13.8 percent of 
the new cars, while the highest in- 
come group, $4,478 and up, pur- 
chased 39 percent. 








Meeting of Minds— 


San Fernando Valley (Calif.) DeSoto 
dealers meet to form a cooperative or- 


ganization to improve advertising and 
sales promotion activities. From left are 
J. F. Mashak, Mashak Motors, Van Nuys; 
Henry Holiday and Larry Young, Dan Het- 
zel Motors, North Hollywood, and Leonard 
Slee. Northside Motors, San Fernando. 


‘Down to Earth’ Deal 


CHICAGO. — There hag been a 
lot of talk about “crazy deals” but 
here’s one that is really down to 
earth. William Caney last week 
traded in his 1948 airplane on a 
new car at Ferrell-Hicks Chevrolet. 






WASHINGTON. — Further op- 
position has been voiced here to 
proposed special taxes on large 
truck tires to finance an expanded 
highway program. 

New objections to the Fallon 
highway bill have been stated by 
Rep. William Ayres, Ohio Repub- 
lican; William A. Bresnahan, as- 
sistant general manager of the 
American Trucking Assns., Inc.; 
W. S. Richardson, president of 
B. F. Goodrich Co., and George 
J. Burger, vice-president of the 
National Federation of Independ- 
ent Business. 

Ayres, at a hearing of the House 
Public Works Committee, termed 
the proposed tax boost on tires 
“grasping.” 

In his testimony, he said the ad- 
ditional taxes had been advocated 
by the railroads, and that he had 
never seen any railroad proposal 
that was beneficial to truckers. 

Bresnahan told the committee 
that ATA felt that any tax in- 
creases should be “across the 
board” and not levied against the 
trucking industry alone. 

It is “regrettable,” he _ said, 
that truck owners “should be 
singled out for additional taxes 
for so vital a project.” 

“We believe there should be a 
highway program and we are will- 
ing to pay our fair share for it,” 
Bresnahan said. “But at these 
prices it is too high.” 

Richardson, in a statement at 


Ford Executives, 
Dealer Council 
End 3-Day Parley 


DEARBORN.—The National Ford 
Dealer Council has concluded its 
three-day annual conference with 
top Ford executives here. 

Attending the sessions were 14 
dealers from Ford’s seven sales 
regions. They were elected to coun- 
cil posts by 6,600 dealers through- 
out the country. Also present were 
eight representatives from the 1954 
council. 

The dealers conferred with R. S. 
McNamara, Ford division general 
manager; L. W. Smead, division 
general sales manager, and their 
staffs. 

The group discussed recommen- 
dations developed by Ford dealers 
in a series of zone, district and 
regional council sessions held dur- 
ing the past 60 days. Ford officials 
outlined future policies and prod- 
uct and marketing plans. 

Delegates included R. L. Mulli- 
ken, Englewood, N. J.; B. C. Reu- 
ter, Kenmore, N. Y.; W. A. Winter- 
halter, Wilkinsburg, Pa.; John B. 
White, Philadelphia; H. Y. Ingram, 
Greensboro, N. C.; J. E. Parsons 
jr., Chatham, Va.; Hayse Tucker, 
Tuscaloosa, Ala.; A. F. Briggs, De- 
troit; William G. Burgess, Lansing; 
J. M. Norvell, Danville, Ky.; Karl 
F. Goy, Chicago. 

Fred R. Collins, Streator, IIL; 
Evar Swanson, Dixon, IIl.; C. E. 
Wilkinson, Salida, Colo.; Al O’Meara 


jr., Denver; A. H. Roeper, St. Louis; | 


L. H. Ridout jr., Dallas; George 
Bohn jr., New Orleans; A. J. M. 
Oustalet jr. Jennings, La.; Phil 
Johnston, Huntington Park, Calif.; 
George W. Gearhart, Mt. Vernon, 
Wash., and R. C. Uhlmann, Che- 
halis, Wash. 





Army Awards Contracts 


To Studebaker, GMC 


WASHINGTON. — Studebaker 
and GMC have received military 
contracts totaling more than $18, 
500,000. 

Studebaker will build 2%-ton 
military trucks for approximately 
$8 million, and GMC’s contract for 
more than $10% million calls for 
tactical vehicles and replacement 
parts. 








Goodrich headquarters in Akron, 
O., charged that the nation’s entire 
highway safety program would be 
endangered unless the proposed 
truck-tire levy is stricken from the 
highway bill. 


“It is difficult to understand 
the type of reasoning which 
would place taxes on a necessity 
that are much higher than the 
rates on such luxury items as 
furs, jewelry and cosmetics,” he 
said. 

Burger, in his statement, said, 
“If the proposal is finally approved 
by the present Congress, it could 
result in reducing or eliminating 
independent small business in the 
tire servicing field. This would be 
serious if our nation was ever 
again to be placed on a war basis.” 








Starting in Young— 
Raymond E. Rieger, 27, president, signs 
the franchise papers for Rieger Motors, 


Inc., Dayton, O., with a Studebaker rep- 7 


resentative. Seated at right is Albert B. 
Young jr., dealership vice - president. 
Watching are, from left, Gerald Rieger, 
a director, and R. M. Foote, Studebaker 
district sales manager. The average cage 
of all employes in the 18-year-old business 
is 30. 





Present Mergers Termed 
Benefit to Economy 


CHICAGO.—The nation’s current 
boom in business mergers differs 
from previous such waves in at 
least two respects, the Federal Re- 
serve Bank of Chicago has reported. 


First, the volume of mergers— 
which typically rises with business 
activity—is low relative to earlier 
periods of prosperity, the bank said. 
Despite a substantial increase in 
the number of firms in existence, 
the current merger rate is only one- 
third that of the late twenties, it 
said. 

Diversification, rather than mar- 
ket domination, is a major goal of 
corporate mergers today, it added. 

Far from attempting to monopo- 
lize particular industries, most pro- 
moters of mergers either hope to 
stabilize profits by combining with 
firms in dissimilar lines or to im- 
prove their chances of survival in 
an increasingly competitive field, it 
said. 

Other reasons behind the boost 
in business marriages, the Reserve 
bank said include: The economies 
associated with large-scale opera- 
tion, the addition of product lines 
in order to help stabilize produc- 


Air Force Promotes 


Cadillae Distributor 


TRENTON, N. J. — W. S. Johns- 
ton, Cadillac distributor here, has 
been promoted to brigadier general 
in the Air Force Reserve. 

Johnston has been active in the 
Reserve for more than 30 years. 





July 13 


(Sale good and fast. Weather 
warm. Sold 66 percent of the 162 
cars entered.) 

BUICK—’54 Special 2-dr., $1,475*. ‘53 
Super Riviera, $1,265*, $1,240*, $1,- 
130*, $1,025*. '52 Special 2-dr., $930*; 
Super 2-dr., $770* (ps), $680*. ’51 
Super Riviera, $670*, $590*. ’50 Su- 
per 4-dr., $325*. 

CHEVROLET—’54 Bel Air Hard Top, 
$1,350; Two-ten 4-dr., $1,025*. °53 
Bel Air conv., $1,130*, $1,100; se- 
dan, $1,000, $900*, $830*; Two-ten 
2-dr., $910*, $770; One-fifty 2-dr., 
$640. °52 SL Deluxe Bel Air, $655*; 
4-dr., $550*; 2-dr., $485; %-ton pick- 
up, $520. ’51 SL Deluxe 2-dr., $250. 
'49 SL Deluxe sedan, $195. '48 SM 
2-dr., $125. 


CHRYSLER—’53 Windsor sedan, §$1,- 
100* (ps). ’52 Windsor sedan, $600*. 
’51 Windsor sedan, $545*. 

DeSOTO—’51 Custom sedan, $250*. 

DODGE—’53 Coronet coupe, $835*. ‘52 
Coronet Diplomat, $600*; sedan, 
$565; Meadowbrook sedan, $570*. '51 
Coronet conv., $410*; sedan, $365*, 
$360. °50 Custom sedan, $275*. 

FORD—’55 Fairlane (8) conv., $2,160*, 
$2,070*; Custom (8) sedan, $1,535. 
’54 Crest (8) Victoria, $1,545; Cus- 
tom (8) fleet, $570. °53 Main (8) 
station wagon, $1,270, $1,050; Cus- 
tom (8) 2-dr., $1,000; 4-dr., $1,000*, 
$975, $950; Main (6) 4-dr., $780; 2- 
dr., $775. ‘52 Custom (8) 2- dr., 





Used-Car Bulletin from Detroit ... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


tion and employment and the ac- 
quisition of better distribution 
channels. 


The dollar value of merged firms 
has been held down by the fact 
that few new giants have been 
formed. The largest mergers have 
been Olin-Mathieson, involving over 
a half billion in assets, and the 
somewhat smaller organizations 
created by Studebaker-Packard and 
Nash-Hudson. 


Mitchell Promoted 
In Chevrolet Sales 


DETROIT.—Appointment of Ed- 
ward D. Mitchell as assistant sales 
promotion manager for Chevrolet 
has been an- 
nounced by W. E. 
Fish, general 
sales manager. 

Mitchell, for- 
merly regional 
sales promotion 
manager at Kan- 
- sas City, joined 
. Chevrolet in May, 

te, 4 1937, as a clerk 

in the Memphis 

ae i zone. 

E. D. Mitchell Returning from 
war service he was made an as- 
sistant parts and accessories mer- 
chandising manager, in the same 
office in 1946. Two years later he 
was appointed Memphis sales pro- 
motion manager. He went to Kan- 
sas City in January, 1954. 





$775*. '51 Custom (8) Victoria, $650. 
’50 Custom (6) 2-dr., $250; Custom 
(8) 2-dr., $235. ’49 Custom (8) 2-dr., 
$160. 

HUDSON—’52 Wasp 2-dr., $400; 4-dr., 

MERCURY — ’55 Monterey 4-dr., 
165*. ’54 Monterey conv., $1,820*. 
Custom 4-dr., $1,080*. ’52 Monterey 
Hardtop, $1,025*, $840*; 2-dr., $780. 
’51 Custom sedan, $430. 
$370*. 

NASH—'53 Statesman Hard Top, $860. 
‘52 Ambassador 2-dr., $500. ’51 Ram- 

« bler station wagon, $405; conv., $325. 

OLDSMOBILE—’54 (98) Holiday, §$2,- 
200* (ps). °53 (98) 4-dr., $1,340*, 
$825*. '51 (88) Holiday, $735*; 4-dr., 
$715*. °49 (88) 4-dr., $175. 

PACKARD—’53 Clipper 4-dr., $1,025*, 
$975*. '52 2-dr., $580. 

PLYMOUTH—’54 Savoy station wagon, 
$1,300; Belvedere conv., $1,365* (ps); 
4-dr., $1,050*, $990. ‘53 Cambridge 
station wagon, $1,015, $970; 4-dr., 
$530, $510; 2-dr., $450. '50 Deluxe 
2-dr., $205; 4-dr., $150. °49 Special 
Deluxe 4-dr., $205. 

PONTIAC—’55 Chieftain (8) Catalina, 
$2,400* (ps). °54 Chieftain (8) conv., 
$1,635* (ps). °53 Chieftain (8) Cata- 
lina, $1,225*, $1,200*; 2-dr., $1,025*; 
4-dr., $935. '52 Chieftain (8) Cata- 
lina, $850*, $845*, ’51 Silver Streak 
(8) 4-dr., $585*, $565*. °50 Silver 
Streak (8) Catalina, $400*. 

STUDEBAKER—’53 Commander 4-dr., 
$880*. ’52 Champion 4-dr., $400. '51 
Champion 2-dr., $185. 

WILLYS—’53 2-dr., $500. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 52, 53, 57 
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@@P would say that we can attribute about a 25% life insurance and the ladies think the towing 
I increase in sales to our use of COMMERCIAL and road service feature is important. We get 
Crepit Pian. By having quick financing avail- excellent service from folks at the local 


able, we can close sales faster and the entire 
deal is completed at the same time without any 
leg work. Our customers like the credit group 


COMMERCIAL CREDIT DEALERS ARE Successf ul DEALERS 


CoMMERCIAL CREDIT office. From our experience 
I would say that CommerciAL CREDIT is more 
liberal with dealers and has better reserves.” 


A letter or call to your nearest COMMERCIAL CREDIT PLAN office will get you prompt and expert help 


with your financing problems. Why not call today? 





iad Pe aad 
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COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore . .. 
Capital and Surplus over $175,000,000 
... Offices in principal cities of the United 
States and Canada. 
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Milestone Auto a ‘Month Old’... 


4, Millionth Car Sale 


Begins Big 


Cleanup 


(Continued from Page 1) 


next two or three months will make 
the 1953 blitz, in retrospect, resem- 
ble hopscotch at a church picnic. 

+ + * 


HE tide, however is beginning 

to run in the dealers’ favor for 
the first time in many a month, 
with sales now topping production. 
The sales advantage will become 
even more pronounced in upcoming 
weeks as more makers taper off ’55 
production or shut down entirely to 
change over to ’56 models. 

Sheer momentum generated by 
the fierce sales surge of the past 
four months may be enough to 


DeSoto Sets Goal 
For 1956: 20% 
More Than 1955 


SAN FRANCISCO.—DeSoto’s '55- 
model sales momentum—75 percent 
above last year’s—will push regis- 
trations a mini- 
mum of 20 per- 
cent more on 
1956 models, A. B. 
Nielsen, general 
sales manager, 
has predicted. 

Speaking at the 
award dinner of 
the local region’s 
“shower of sil- 
ver” contest, Niel- 
sen said: “In 1956, os 
we will be shoot- A. B. Nielsen 
ing for sales of more than 145,000 
—and we'll make it!” 

He said that sales in the western 
regions of San Francisco and Seat- 
tle were above the DeSoto national 
average. Nielsen said the percent- 
age increases over the first six 
months of 1954 were 97 percent for 
San Francisco and 89 for Seattle 
and “among DeSoto’s highest for 
the first half of this banner year.” 

“The pace has been so great that 
we anticipate no slackening,” he 
said, adding that Chrysler Corp. di- 
visions had very nearly attained 
the goal of 20 percent of the na- 
tional market. “Now we are going 
out after the really deserved share 
of the market our product com- 
mands.” 

The “shower of silver” contest 
had been held from Apr. 25 to June 
30 


Plymouth Boosts 


Landon in Service 


DETROIT.—Appointment of Wil- 
liam Landon as assistant director 
of service for Plymouth is an- 

nounced by G. J. 
Cutler, director 
of service. Lan- 
don, author of 
several books on 
auto mechanics, 
has been in the 
auto service busi- 
ness for 30 years. 
He joined the 
Chrysler Corp. 
central service di- 
vision in 1935. 

William Landon In 1946, Landon 
was assigned to Plymouth as tech- 
nical service manager. In 1948, he 
was appointed promotional service 
manager: 


Goodrich Tests Copy 


Of Natural Rubber 


AKRON.—B. F. Goodrich has 
placed in service truck tires made 
of a new synthetic rubber which 
is chemically identical with tree 
rubber, William S. Richardson, 
president, has revealed. 

Developed by Goodrich - Gulf 
Chemicals, Inc., the new rubber 
will make the U. S. independent 
of foreign crude rubber suppliers 
if it passes all tests, Richardson 
stated 


He added that the synthetic is 
expected’ to compete pricewise 
with crude rubber. 


get dealers over the hump of 
cleaning up. 

Estimates of June sales show 
that month to be the fourth in a 
row in which new-car registrations 
topped 600,000 units. 

History has been nothing like this 
before. In 1950, the banner year, 
registrations topped 600,000 three 
months in a row—July, August and 
September. 

- + 
L only other month in all time 
in which registrations topped 
600,000 was last December. 

The current sales rate of 24,000 
units daily will put July in the ex- 
clusive class, too, if the rate holds 
through the rest of the month. 

Official figures for May, tabu- 
lated only last week, show 661,304 
as the final registration count. 
This, of course, was a new record 
for the month. It bettered by 22.3 
percent the previous record of 
540,575 units registered in 1953. 

Preliminary estimates of June 
registration totals show that month 
also is in the record - clobbering 
class. 

* * * 
1. overall average price of used 
cars sold at wholesale auction 
last week declined $9 to $796, ac- 
cording to Automotive News’ index. 

The break was the sharpest re- 
corded since the index skidded $20 
in the week of June 6. Remarkable 
steadiness in price had been indi- 
cated late in June and early in July. 

Two models bucked the trend 
last week, with ’55s jumping $16 
to $2,159 and ’50s gaining $2 to 
wind up at $353. 

All other models declined, as fol- 
lows: '51s, down $4 to $470; '49s, 
down $4 to $245; '52s, down $12 to 
$657; °48s, down $13 to $172; ’54s, 
down $23 to $1,355, and ’53s, down 
$34 to $959. 

Record lows were set by reduc- 
tions in the prices of ’53s, 52s and 
51s. 


Kentucky Dealers 
Slate Richards 


LOUISVILLE.—An address by 
Karl M. Richards, manager of the 
field services department of the 
Automobile Manufacturers Assn., 
has been added to the Aug. 28-30 
convention schedule of the Ken- 
tucky Automobile Dealers Assn. 

Richards will discuss “Produc- 
tion Forecasts” at an Aug. 29 busi- 
ness session at the Kenlake Hotel, 
Hardin. 

Previously announced speakers 
include Frederick J. Bell, executive 
vice-president of NADA; Frederick 
M. Sutter, chairman of NADA’s in- 
dustry relations committee, and 
Don Costa, field representative of 
the Inter-Industry Highway Safety 
Committee. 
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Packer Pontiac Spreads to Miami— 


W. M. Packer, president of Packer Pontiac, center, checks an advertisement an- 
nouncing his purchase of Trail Pontiac, Miami. Packer owns Pontiac dealerships in 
Detroit and Flint. With Packer are his son, W. M. Packer jr., left, and Dennis Whalen, 
general manager of Packer Pontiac of Miami, as the new dealership is called. 
Whalen started as a salesman with the Detroit dealership and rose to become assist- 
ant general manager before taking over his duties in Miami. Packer had been a 
General Motors executive and then general sales manager for Packard before form- 


ing Packer Pontiac in Detroit. 


Dealer Stocks 





of *35 Cars 


Level Off at 820,000 


(Continued from Page 1) 


last month. Others say that the 
current high-volume, low-profit 
period has turned their business 
into a continuous “cleanup.” 


Anti-factory sentiment is rising. 
In Cleveland and in Philadelphia, 
heavy dealer mortality is predicted. 
It has again become the fashion to 
denounce “overproduction.” 

* *~ a 


Loe deals in large numbers are 
keeping many Big Three deal- 
ers in the black, but smaller deal- 
ers are worried. Those selling new 
cars with limited market appeal are 
relying on used-car profits to buoy 
them up. 

Buffalo dealers say they are re- 
sisting factory pressure to order 
more cars. 

But the rule of thumb as to 
what constitutes a proper supply 
of new cars is changing. A 30- 
day stock used to be regarded as 
the optimum. Now many dealers 
say it takes a 45-day pool to sat- 
isfy option and color-conscious 
buyers. 

Dealers in northeast Massachu- 
setts consider themselves fortunate. 
Industry in their area, after some 
slow going, has been strengthened 
through diversification. Residents 
are better-heeled and fair game for 
the heavier new-car stocks existing. 

* * * 


Pot.owinae a good June, At- 
lanta dealers are looking for- 
ward to continued brisk demand. 


New ‘Brain’s’ First Job... 


How Many Buicks Alike? 


FLINT. — For years Buick en- 
gineers have been guessing at the 
number of cars the company could 
— without producing any two 

e. 


They will soon have an exact 
answer, for Buick is installing a 
new “electronic engineer” capa- 
ble of figuring almost anything— 
from the flight path of a guided 
missile to the number of paper 
clips in a carton. 


The machine is a computer that 
can “memorize” 20,000 digits as tiny 
magnetized spots on the surface of 
a drum. All that information is in- 
stantly available to solve problems 
fed into the machine on punched 
cards. 

One of the first problems it will 
receive will be figuring the number 
of variations possible with the 
color, trim and accessory options 
available to Buick buyers. 


One engineer has_ estimated 
that Buick could go on making 


cars at the present rate of 700,- | 


000 a year for more than three 
years and never make two alike. 


The machine’s primary job will 


be aiding the purchasing and} 
scheduling departments. They re- |; 


ceive all new car orders from 
every dealer. The purchasing de- 
partment must compile the mate- 
rial needed to build the cars and 
the scheduling department must 


arrange production to fill the or-|; 


ders. 
Their problem is made even more 
complex by the fact that material 


needs and production § schedules |» 
must be prepared for eight differ- : 


ent assembly lines. 

The smaller computers used at 
the present time run a total of 
115 hours to do the job. The new 
one will handle the same work in 
only 12 hours. 

The installation at Buick will be 
the first to compute production and 
purchasing schedules in the auto 
industry. 





Despite booming sales, Seattle deal- 
ers feel they must turn an eagle 
eye on profits. 

Dallas dealers say they are un- 
troubled by surplus cars. In San 
Antonio, price cutting is a major 
problem. Comfortable used-car 
stocks are helping Denverites main- 
tain an even keel. 


Inventories are heavy in San 
Francisco, and shoppers are turn- 
ing their backs on used cars 
while they search out “deals” on 
new cars. 


In Chicago, where dealer indig- 
nation has been flaring, an AUTOMo- 
TIVE NEWS correspondent set out to 
talk to dealers. He didn’t find 
many in. On top of everything 
else, he said, it was too hot. 


New-Car Stocks 
In Field, In Transit 


(Complied by Automotive News) 
Dealers 
Total 
Potential 
Inventory 
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.. 251,754 
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ss 102,700 1 
+ 755,498 93 *848,498 
.. 743,291 77, 820,291 
t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 
* Revised. 
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Kaiser Purchases 


Oakland Acreage 
For World HQ 


OAKLAND, Calif. — Industria'ist 
Henry J. Kaiser has purchased 
property here for a multi-million 
dollar development to house head- 
quarters for his far-flung enter- 
| prises. 

Kaiser has purchased a location 
for $2,560,000 in what is described 
as the largest transaction for un- 
developed property in Alameda 
County history. A girl’s college on 
the property is to close within 18 
months. 

To be known as Kaiser Center 


Inc., it will be the world headquar- ( 
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& 
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ters for Kaiser-managed companies, — 


said to include 96 plants and facil- 
ities in 14 states and territories and 
16 foreign countries. 

Kaiser said the center will bring 


under one roof the hundreds of ex- ~ 


ecutives and office personnel who ~ 


cannot be accommodated in the 11- 
story Kaiser Building now used 
here. 


Dodge Promotes 
Todd and Dugan 


DETROIT.—Appointments of 
David F. Todd as manager of ad- 
ministrative services and Floyd J. 


Dugan as Charlotte regional sales © 


manager have been announced by 
Dodge. 
Todd has held the post of staff 


assistant to the general manager of — 


Dodge during the past year. Before © 


D. F. Todd F. J. Dugan 


joining the firm in August, 1951, he | 


was assistant to the general man- 
ager of the Chrysler jet engine 
plant. 

Dugan has been retail promotion 


manager in Dodge’s central zone | 


since September, 1954. 


Chrysler Installs 


Galer in New Post 


DETROIT.—C. B. Thomas, pres- 
ident of the export division of 
Chrysler Corp., has announced the 

appointment of C. 
N. Galer to the 
newly created 
post of director 
of forward plan- 
ning. 

Galer entered 
the auto business 
in Vancouver, 
B. C., following 
World War I. He 
joined Chrysler 
export early in 

Cc. N, Galer 1948 as executive 
regional manager for Europe and 
the Near East. In May, 1952, he 


036} became sales manager of the ex- 


port division. 


3| Sales Executives at Opening— 


William J. Bird, Plymouth sales vice 
president, cuts the ribbon at the opening 
of H. B. Robinson DeSoto-Plymouth show 
room, 6600 N. Broad St., Philadelphia 
Joining in the ceremony are J. B. Wag 
staff, DeSoto vice-president, left, and 
Harold B. Robinson, owner. 
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Here’s a question car buyers are asking. And Plymouth salesmen are cashing in on the answer. 


“WHY PAY UP TO 
S500 MORE FOR 
CARS SMALLER 
THAN PLYMOUTH?’ 


Maybe you, as a dealer, have thought the so-called medium-price 
cars were bigger than a Plymouth, because model for model they 
cost so much more. They’re not! In fact, Plymouth is longer 
than medium-price cars costing up to $500 more. (Plymouth is 
as much as a foot longer than other cars in the low-price 3.) 
One more reason why this year, more than ever before, Plymouth 
is the car to see and sell. 


PLYMOUTH 


A Great Car to Sell... A Great Car to Buy 















































SOME DEALERS HAVE 100% ABSORPTION FIGURES! 


{National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor , . eliminate non-productive and unapplied time . . . and increase 
your profits. 
For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars... and get away from single-item repair orders, 
If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. iia 
1112s. W Ave., e 
Flash-A-Call Service Control 3N36i, “Gia. “5°” unesis 
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PORTABLE BAKING PANELS 


Increase profits 
with 
less cost Whether your plans 
for a new paint shop 
are in the blue print stage or just a “pipe dream”, 
it will pay you to consider this: You can turn out 
twice as mach work right in your present shop, with 
no increase in space, personnel or overhead. 
How? With a single Dry Quick Infra-red Paint 
| Baking Panel. Your profits will double immediately 
and you will deliver jobs that will increase customer 
| good will and increase your business. 


YOU CAN LEASE IT FOR JUST A 
FEW CENTS A DAY! 


Fill out the coupon below for a demonstration in your shop, 
or for information about our new leasing plan. 





DRY CLIME 
LAMP CORP. 





! Dry Clime Lamp Corp., Dep't A, Greensburg, Ind. 
| (-] ! would like a demonstration on (date)................. 
: () Please send me more information on the driQuick leasing plan. 
SE ae ae ae 
| iia reer ee ae snag aa tea the saben ke sos ees 
CE On cae bd GES bs 60 4b a weber wee bes bob aceeie 
| Cie... 2. ct eeeeeeeeees i dunae se KS oes sakes 
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Parking Group 
Adopts 7-Point 
Code of Ethics 


WASHINGTON. — The National 
Parking Assn., representing more 
than 95 percent of the nation’s 
parking facilities, has adopted a 
seven-point code of ethics. 

The code states that its mem- 
bers “must constantly advance 
standards of conduct, encourage re- 


search ‘to develop new building} 


techniques and improve methods of 
financing so that customers may 
get the greatest possible value for 
the money spent on parking.” The 
code contains these promises: 

“1, I will keep the welfare and 
well-being of the public first in my 
mind. 

“2. I will offer only the highest 
quality service to my customers. 
Honesty shall be my guiding busi- 
ness policy. 

“3. I will offer facilities that are 
always clean and attractive and 


personnel. 

“4, I will see that my services are 
well illuminated, my prices clearly 
posted. 

‘5. I will participate in the civic 


‘|}programs of my community, and 


will support worthy welfare activ- 
ities. 

“6. I will, with all my capabilities, 
defend the principle of free enter- 
prise, without compromise. 

“7, I will always seek to improve 
myself, to increase my efficiency 
and better my services.” 


AC Adds to Line 
Of Valve Lifters 


FLINT.—A full line of one-piece 
hydraulic valve lifters, made possi- 
ble by the addition of three new 
types, is now being offered to the 
automotive market by AC Spark 
Plug division, according to E. H. 
Francois, sales manager, replace- 
ment products. 

The three new lifters provide re- 
placement coverage in the Chrys- 
ler, DeSoto, Dodge, Hudson, Lin- 
coln, Nash, Packard and Plymouth 
lines. Previously AC offered lifters 
as replacements for only Chevrolet, 
Buick, Pontiac, Oldsmobile and 
Cadillac. 

Francois said that one-piece hy- 
draulic lifters are used on better 
than 96 percent of all cars and 
trucks using lifters. The other 4 
percent of the car and truck mar- 
ket using lifters are equipped with 
tappet assemblies. 


Sales Gimmick 
Dealer Offers Free Lube 


For Life of Car 


BURLINGTON, Vt. — In an ef- 
fort to boost sales, a used-car dealer 
here is offering free lubrication for 
the life of every car he sells. 

Harry A. Berk, president of Co- 
lonial Motors, Inc., said he believes 
the offer will prove invaluable in 
maintaining relatively frequent 
contacts with customers, and that 
it will engender goodwill through 
the implication that the dealer 
continues to be interested in the 
cars he sells. 


Chamber Names 
Transport Group 


WASHINGTON — Forty-four 
business and civic leaders have 
been appointed to the transpor- 
tation and communications com- 
mittee of the U. S. Chamber of 
Commerce. 

Among those appointed were 
Thomas A. Ballantine, Louisville 
Taxicab & Transfer Co., Louisville; 
Walter F. Carey, Automobile Car- 
riers, Inc., Flint; Paul J. Coughlin, 
National Carloading Corp., New 
York; Leland James, Consolidated 
Freightways, Inc., Portland, Ore.; 
L. E. Judd, Goodyear Tire & Rub- 
ber Co., Akron; and William W. 
Ward, Ward Trucking Corp., Al- 
toona, Pa. 


Distributor Named 


COLUMBUS, O. — Motor Parts 
Warehouse here has been named 
warehouse distributor for Dura- 
Bond Engine Parts Co.’s camshaft 
bearings and cylinder sleeves. It 
will cover Ohio and West Virginia, 
with O. C. Dunkin in charge of 
sales and distribution. 








| 


serviced by competent, courteous |. 
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Z-car owners- 


of the people (15 years and older) in households owning 
two or more cars, in New York City and suburbs 


are News readers- 


... and you'll find other astonishing information 
about the buying habits of the readers of all 
New York newspapers, first time available in 


Profile of the millions 


. ..a survey based on 10,349 personal interviews, 
made by W. R. Simmons & Associates Research, Inc. 
in the Fall of 1954. Shown in visual presentation, by 
appointment only. Inquire any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 





Scotch drinkers-38 7 


of the adults in New York City & suburbs 
who served Scotch whisky in the past month 


are News readers- 
... and News readers also happen to be majority 
customers for luxuries as well as necessities, in 
every classification. If you sell anything in 

New York, you should know the content of the 


Profile of the millions 


which shows the share of the New York market 
that each New York newspaper delivers. See it! 


(Copyright 1955 by News Syndicate Co., Inc.) 


~emawuneussusanusa® 


Bed linen buyers- 39% 


of the women living in New York City & 
suburbs, who bought bed linen within the last year 


are News readers- 


The News has 2,290,000 women readers daily, is a 
favorite of women in every category—in top income 
and educational classifications, owned homes, 

charge accounts, and families with children. Don’t miss 
this comprehensive and significant readership study 


Profile of the millions 


if you do business in the New York market, and want 
to know how to make your advertising make more sales! 


(Copyright 1955 by News Syndicate Co., Inc.) 
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With Hearings Over, 
NADA Awaits Verdict 


By William Ullman 
Washington Correspondent 
F PERCHANCE you should be one of those uninformed 
persons who think the House of Representatives doesn’t 
need another office building, you should have been present 
at the recent hearings on the NADA-sponsored anti-boot- 
legging, phantom freight and territory security bills. It was 


a tight squeeze. The hearin 
room was so small and so 


crowded it was like going on 
an all-day trip with 12 friends in 
a five-passenger car. No wonder 
Arthur Klein, committee chairman, 
maneuvered to finish up in one 
day! 

There was no working table for 
the newsmen. They draped them- 
selves about the place the best they 
could, while the NADA staff and 
most of the witnesses were lined 
up along the walls and out into 
the corridor. There were some 
chairs, of course, 
but not enough, 
so all had to take 
pot luck in get- 
ting placed. 

The Interstate 
and Foreign Com- 
merce Committee 
really had a 
larger and better 
equipped room, 
but that was be- 
ing used at the 
time by the full 
committee while the Klein subcom- 
mittee held the auto bills hearings. 
So it was that or no hearings. 
Hence, little complaint was heard 
from those especially interested. 
Fortunately, the session was held 
in the air-conditioned new House 
Office Building. 

~ 





William Ullman 


* * 


ESPITE the inconveniences of 

the occasion, the hearings 
moved along with good timing, im- 
pressively, and with more good hu- 
mor than otherwise. 

The NADA witnesses all appeared 
to be well chosen and obviously 
made good impressions with their 
testimony. Each apparently was 
brought in with a special angle to 
lay before the congressmen and 
each, it was generally agreed, did 
a good job. 

Walter Cooper left a deep and 
favorable impression. Ray Wilson 
astounded his hearers to some ex- 
tent, while Buick Dealer S. I. 
Bryant from Cleveland, Tenn., pro- 
vided much laughter as well as 
wisdom. 

Throughout the day, Dr. Row- 
land Kirks, NADA legislative 
counsel, sat close to the witness 
chair, while General Counsel Jim 
Moore and his assistant, Steve 
Simmerman, hovered nearby. 

NADA President Frank Yarnall 

and Fred Bell, executive vice-presi- 
dent, both of whom made general 
statements, were on the coaching 
lines all the while, observing every 
move and clocking every line of 
comment. 

The Government, represented by 
the Justice Department, the Fed- 
eral Trade Commission, the Com- 
merce Department and the Budget 
Bureau, presented its disapproval 
in letters to Chairman Klien. 

It unquestionably was a full day 
in that crowded little hearing room 
and everyone seemed to have a fair 
chance to speak his piece, for or 
against. Now for the verdict: 

* + * 


Decentralized Government 


| A formal 90,000-word report to) 
President Eisenhower, the Com- 








mission on Intergovernmental Re- 
lations recommended: Less govern- | 
ment from Washington, better state 
and local government, remuneration 
to localities for taxes on Federal | 
property, pay-as-you-go for high- 
ways and Federal command of 
civil defense against enemy attack. 
The President has sent the re- 
port on to Congress. 

Concerning roads construction, | 
the commission recommended an | 
expanded highway program to 
be financed substantially on 
% pay-as-you-go basis with an | 
increased motor fuel tax instead | 





of the Administration proposal 


for a highway program financed 
through bonds, with a reduction 
of Federal supervision of the 
roads programs. 

Headed by Meyer Kestnbaum, 
Chicago manufacturer, the 25-man 
commission made the first official 
study of the relationship of the 


national state and local govern- 
ments since the Constitutional 
Convention of 1787. 


Kestnbaum is president of Hart, 
Schaffner & Marx and a leading 








spirit in the Committee for Eco- 
nomic Development, which he also 
heads. 


* * * 


Dry Toll Roads 


—™ interested in the pro- 
motion of toll roads got added 
support last week from the Meth- 
odist Board of Temperance. 

“You’re Safer Driving on a Toll 
Road” reads a headline in the Clip- 
sheet, weekly news letter of the 
temperance society. Why? A basic 
reason given is because toll roads 
are unanimously “dry.” 


Says the Clipsheet editor: 


“Kentucky Gov. Lawrence 
Wetherby’s recent approval of a 
plan to prohibit sale of liquor or 
beer, as a safety measure, in any 
restuarants to be built along that 
State’s new toll road brings new 
emphasis to a little known fact— 
you can’t buy a drink on any toll 
road now in operation anywhere 
in the country. 


“What’s more, turnpike author- 
ities in states where toll roads are 
still on the planning boards or in 
the construction stage already have 
made it clear that this policy will 
be the practice on their highways.” 

The Clipsheet cites the Pennsyl- 
vania Turnpike, New York’s Thru- 








Signing with Pontiac— 

Frederick P. Behle, president of B.P.B. 
Pontiac, Inc., Ferguson, Mo., signs a fac- 
tory agreement for his dealership as T. 
L. Meriweather, Pontiac St. Louis zone 
manager, watches. Looking on are Frank 
J. Pursley, dealership vice-president, left, 


and Robert J. Burns, secretary-treasurer. 


way linking New York City and 
Buffalo and numerous other noted 
toll roads in other states as pro- 
hibiting the sale of alcoholic drinks. 

“Engineers can build safety into 





super-highways and into super- 
automobiles, but all to no avail 
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Dealers Return Money 


To St. Paul Buyers 


ST. PAUL. — A “Get Your 
Money Back” contest has been 
held by dealers on the east side 
of this city. Contestants submit- 
ted written statements on why 
they bought their cars from east 
side dealers. 

Sponsors of the contest were 
Merit Chevrolet Co., East Side 
Ford and Kemper Motors (Chrys- 
ler-Plymouth). There were two 
winners of the contest, each of 
whom got his money back for a 
car he recently purchased from 
one of the dealers. 





if drivers insist on drinking,” the 
Clipsheet says. 
+ * 


Chile Closed to Cars 


CCORDING to consular advices 

to the Department of Com- 
merce, automobiles no longer may 
be shipped to Chile. The only ex- 
ception to this prohibition, it was 
stated, allows tmportation of cars 
by foreign diplomats accredited in 
Chile and by Chilean officials re- 
turning to the country” under lim- 
itations stated in tariff items 1901 
and 1902.” 





to win and hold time business! 


time business! 


Before they can say “I'll think it over”... 
and then arrange wrong financing elsewhere... 


Take a moment with every car shopper to 
pre-sell smart time buying. 


Hold on to good 


Contrast the advantages and protections of 
thrifty terms...with the costly jokers in the 
careless use of “easy terms”! 


And show why “it pays to finance where 
you buy your car”. You can prove it, when 
you use the GMAC Thrift-Guard Plan. Its 
full values and extra benefits safeguard time 
buyers’ interests from purchase to ownership. 


GMAC serves you better, too. You gain 
(1) Control of the whole transaction. 
(2) Gross from time contracts. 
(3) Extra business from satisfied customers. 
(4) Repeat sales from GMAC service. 


The GMAC 
Thrift-Guard Plan 
available to General Motors Dealers in 
CHEVROLET @ PONTIAC @ OLDSMOBILE 
BUICK e CADILLAC 


new cars, and used cars 
of all makes 
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Torsion-Level suspension was 
exhaustively tested over every 
conceivable type of road at 
the Packard Proving Grounds. 
Since then, it has been proved 
by millions of miles of owner- 
travel over the roads of 
America. Owner satisfaction 
is increasing with every mile 
traveled, and it is becoming 
increasingly apparent that 
Packard’s exclusive Torsion- 
Level Ride has made all other 
types of automotive suspen- 
sion comparatively obsolete. 


a ead 








-Smooths the Road to Sales 


| 


' 


ACKARD’S EXCLUSIVE TORSION-LEVEL RIDE is the 
wom talked-about feature in recent auto- 
motive history. It has captured the imagination 
of the public with its complete elimination of 
conventional coil and leaf springs and the 
amazing manner in which its torsion action 
absorbs the twisting forces, created by up-and- 
down wheel movement, before they can reach 
either frame or passengers. A product of the 
creative engineering for which Packard is famous, 
Torsion-Level Ride has smoothed a broad road 


straight into the consciousness of the American 
motorist. 

There’s a multitude of other engineering features 
in the new Packard, and many of them are as 
impressive as the ride. The mighty Packard V-8 
delivers more driving force to the rear wheels 
(torque) than any other American passenger car 
engine and develops 275 horsepower in the 
Caribbean, 260 in all other models. The Packard 
Twin Ultramatic transmission (actually two-in- 
one) combines the ultra-smoothness of a torque 


converter with the chain lightning reaction of 
the geared start. And there’s the striking exterior 
beauty and the luxurious interiors which help 
define Packard as the truly fine car. 

Packard has a merchandising philosophy that 
is as modern as its creative engineering. This phi- 
losophy revolves around the strong belief that 
a dealer is entitled to make a living and do some 
living at the same time. When this sort of attitude 
is combined with a highly salable product, the 
dealer has an unbeatable combination. 


Wherever you find the Packard name you find 


A New Era in Dealer- Factory Relations 


PACKARD DIVISION ¢ STUDEBAKER-PACKARD CORPORATION @ DETROIT 32, MICH. 
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Consumer Interest Paramount 


In Dealer Bill Study 


Sharply underscored by the House subcommittee hearing 
on NADA’s legislative package was a rule-of-thumb in the 
automotive industry—“the consumer is king.” 

Both members of Congress and the automobile industry 
are completely dependent on Mr. and Mrs. John Q. Public 
—the former for political life and the latter for business 
success. For either group to flout the public interest would 
court disaster. 

Whether the three bills advocated by NADA leaders 
serve to promote or injure the public interest developed 
into a matter of heated debate during the course of the 
hearing. The NADA witnesses maintained that the public 
would benefit, while a spokesman for the newly-renamed 
NIADA (non - franchised association) took the opposite 
position. 

Witnesses before the Klein subcommittee made the fol- 
lowing comments on the impact of the various bills on 
consumers : 

1. BOOTLEGGING—“To permit it (the automobile) to be 
sold with a ‘new-car guarantee’ under conditions that are 
false and misleading is as harmful to the public as if laws 
allowed proprietary drugs and medicines to be sold by other 
than registered pharmacists or druggists,” said NADA Ex- 
ecutive Vice-President Frederick J. Bell. 

““We feel that the American public has a right to buy its 
automobiles, new or used, from whatever dealer the public 
believes offers the best deal,” declared NIADA General 
Counsel Raymond R. Dickey. 

“Long accepted by the public as a normal part of a deal- 
er’s operations, the conditioning and testing of a new car 
is so vitally necessary that to deny it to a consumer would 
expose the public to highway hazards that are unthinkable,” 
said NADA National Affairs Chairman Walter B. Cooper. 

2. PHANTOM FREIGHT—“We are all interested as dealers in 
giving the car to our customer as economically as possible 
and, in my opinion, this saving should be passed on to the 
customer,” declared W. F. Duckworth, mayor of Norfolk, Va. 

3. Territorial security —“I am not suggesting that a 
prospective purchaser cannot buy a new car wherever he 
please from whomever he chooses. Such freedom of choice 
would in no way be impaired,” said NADA Regional Vice- 
President Alton M. Costley. 

The’ benefits from any new law or change in factory- 
dealer relations are directly related to the end implications 
for the man who buys the product. 








Events 


Dealer Conventions 


Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky. i 

Sept. 9-11 — Maine Automobile Dealers 
con iation, Samoset Hotel, Rocklane, 

aine. 
. 14—Vermont Automobile Dealers 
n., Equinox House, Manchester, Ver- 


mont, 
a 16— 24th Annual State Convention, 
nsas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kensas, 
Sept. 16 — Nebraska New Car 
Association, Paxton Hotel, Omaha. 
ee 16—O regon Automobile Dealers 
sn., Multnomah Hotel, Portland, Ore. 
Sept. 18-19 — South Dakota Automobile 
ealers Assn., Sioux Falls, S, D. 
Sept. 18-20 — ‘32nd Annual Convention, 
lew York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 
Sept. 19-20—Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


lis. 
Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Iii. 
Sept. 19-20—Wisconsin Automotive Trades 
ssn.. Schroeder Hotel, Milwaukee, Wis. 
Sept. 23-24 — New Mexico Automotive 
saa se La Fonda Hotel, Santa 
— 25-27—Tennessee Automotive Assn., 
o a Vista Hotel, Biloxi, Miss. 


. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 


Texas. 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept, 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa. 

Sept. 28-30—37th Annual Convention, New 
ers Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 

ity, N. J. 

Oct. 9-10 — New Ham 
Dealers Assn., Mt. 
Bretton Woods, N. H. 

Oct. 9-10— Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


Ga, 

Oct, 9-l11—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 

Oct, 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs. Ark. 

Oct, 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla, 

Oct. 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
vention, Hotel William Penn, Pitts- 


3 
Oct. 23-25 — Florida Automobile Dealers 
=, Sans Souci Hotel, Miami Beach, 


a. 
Nov. |— Connecticut Automotive Trades 
Association, 34th Annual ion, 
Hotel Statler, Hartford, Conn. 
jov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 

Nov, [3-14 — Annual Convention 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham. 

Nov, 13-15 — Ohio Automobile Dealers 
a Netherland Plaza Hotel, Cincin- 
nati le 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah. 

Jan. 28-Feb, 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 

¢$ ¢ 8 


Dealer Auto Shows 

Nov. 12-20—Portland (Ore.) Show. 

Jan.—Columbus Automobile Show, Veter- 
ans Memorial Bldg., Columbus, Ohio. 

Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 

Jan. 7-1S—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, 

Jan. 7-15— Houston Auto Show, Houston 
Coliseum, Houston, Texas. 

Jan, 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis, 

Jan, eee Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh, 

dep. ree -Siiend Auto Show, Cleve- 
and, 

Jan. 28-Feb. 4 — Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

*s 28 «& 


ire Automobile 
ashington Hotel, 


General 


July 21-22 — Truck Trailers Manufacturers 
Association Convention, Shératon-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17—National Machine Tool Build- 
ers Association Show, Chicago, Ill. 
(See CALENDAR, Page 20, Col. 3) 


20 Years Ago... 
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MAKING "SAFE DRIVERS- 


‘Bonus Brickbat ...... 





THE LESSON FOR TODAY 
- OR ANY DAY 


2 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


No attention given to unsigned 


letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Keep It Confidential? 


I read with much resentment and 
disgust the article on front page 
of July 4 issue, concerning the 
“Bonus” or “Incentive” Plan that 
Ford Motor Co. has offered the 
dealers on our cleanup program. 

These programs were mailed to 
the dealers, marked “Personal” and 
“Confidential.” It was not the in- 
tent, I am sure, that such informa- 
tion become public news and in- 
formation to be passed on to the 
high-jacking public. 

We all know that the dealers 
are paying through the nose for 
everything they purchase. The pub- 
lic is chiseling us out of every cent 
of profit they possibly can. The 
middle man, the dealer, is being 
worked upon from both ends. 

This article in AuTomMoTiveE News 
is only adding to every dealer’s 
headache by letting the public 
know that we have a few more dol- 
lars that it can chisel out of us. 
Do not overlook the fact that most 


The Big Stories 


On July 9, 1935, exactly 26 years after the first Hudson car came 
off the production line, number 2,262,810 was built at the modern 
Hudson plant covering 77 acres in Detroit. 


Gasoline solidified to look like a piece of green cheese and used to 
run an ordinary internal combustion engine was announced by the 
Guggenheim School of Aeronautics of New York University. 


A disregard of profits in retailing means a loss of outlets for manu- 
facturers, said D. S. Eddins, president of Plymouth Motors Corp., in 
an address before the Texas Automotive Dealers Assn. 

Sweeping changes in body manufacturing methods, changes that 
depart as radically from the conventional as the Airflow design itself, 
have been brought to the automobile industry through Airflow cars, 


according to DeSoto. 


—From the files of Automotive News. 








used-car dealers and bootleggers 
subscribe to or have access to your 
publication also and will use it to 
rob us of our refunds of factory 
overcharges. 

There have been, in the past, 
several articles that had this same 
effect on dealers, and I think it 
high time for your staff to refrain 
from publishing articles that di- 
rectly affect the auto dealers pres- 
ently slim chances of survival so 
adversely.—W. B. Jackson, Jackson 
Motors,, Inc. (Lincoln - Mercury) 
Monroe, La. * * + 


A Boost to Morale 


Your article “Fuel Injection Due 
on ’57 Cars,” which appeared in the 
May 30, 1955, issue of AUTOMOTIVE 
News, was of considerable interest 
to two of us here at Penn State, 
who are in the final stages of work 
on a thesis concerned with the con- 
tinuous flow aspect of gasoline in- 
jection. 

Although, we were aware that 
industry was vitally interested in 
this matter of injection, we did not 
realize that they were so close to 
production. Needless to say, your 
article was quite a boost to our 
morale and ego.—E. C. Lentz and 
E. E. Dopson, research assistants, 


Penn State College. 
* * * 


Wants U. C. Group 


It is indeed true, as AuToMoTIvE 
News has pointed out, that chang- 
ing the name of the NUCDA to 
NIADA leaves unrepresented by 2 
national association the true used- 
car dealer who steers clear of 
brand-new merchandise. As a vet- 
eran used-car merchant, I call on 
my brethren to organize into a 
group that will more nearly reflec 
our basic interests than a loose 
knit body of so-called “independ 
ents.” Los ANGELES UseEp-Ca! 
DEALER. 
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Your only one-stop 
Shopping center 
for Pontiac parts! 





¥ How valuable is your time? Could time make the difference 
“between a profit or a loss on a particular job? The Pontiac 
dealer in your locality saves you valuable time by stocking a 
complete (and complete in every respect) selection of factory- 
engineered Pontiac parts. There’s no need for you to scurry 
about town picking up a part here and another there when 
Pontiac dealers offer you a complete one-stop shopping center 
for Pontiac parts. Take advantage of this service . . . save time 
and profit from the savings. 


7. tlis . Nearest 
Planned fagip.,, 1M sistance a4, Vite 
Pontiac Engineered Parts Assure "Hes are ay Sa Factory. 
Service, 


Pontiac Engineered Performance! 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Columbus, O. 


June registrations of new cars in 
Franklin County (Columbus), O., 
were approximately 4 percent great- 
er than in the previous month. The 
total was 2,967, compared with 2,847 
in May. 


Registrations by makes were: 
Chevrolet, 739; Ford, 683; Plym- 
outh, 287; Buick, 256; Pontiac, 
217; Oldsmobile, 198; Mercury, 
157; Dodge, 132; DeSoto, 53; 
Chrysler, 52; Studebaker, 52; Cad- 
illac, 41; Packard, 28; Hudson, 24; 
Nash, 20; Lincoln, 10; Willys, 7; 
Imperial, 6; Volkswagen, 3; Jag- 
uar, 1, and Renault, 1. 

Tax-paid used-car transactions 
in June totaled 6,686, compared with 
6,493 in the previous month. The 
used-truck turnover was 333, com- 
pared with 276 in May. 


New-truck reg:strations amounted 











| to 298, compared with 277 in May. | 
By make, registrations were: Chev- 
rolet, 86; Ford, 75; Dodge, 55; In- 
ternational, 31; Divco, 23; GMC, 16; 
White, 5; Mack, 3; Reo, 2; Willys, 
1, and miscellaneous, 1.— (Bert 
Strang.) 


* * * 


Rapid City, S. D. 

A total of 45 new trucks were 
registered during May in Penning- 
ton County (Rapid City), S. D., ac- 
cording to the South Dakota Auto- 
| mobile Dealers Assn. 

Titles by makes were: Chevrolet, 
17; GMC, 14; Ford, 9; International, 
3; Diamond T, 1, and Willys, 1.— 
(Donald M. Lyons.) 


* * * 

Miami 
The Miami used-car market is 
running between “poor and aver- 








age” and better for the buyer than 


| dealers are inclined to blame “long 
|trading” on the part of new-car 
dealers. 


| car are finding they can have a 


are known as “hurricane” months, 


the seller, according to most deal- 
ers. 

They also concede that the nor- | 
mal seasonal surge has failed to| 
materialize. Most of all, used-car | 





Franchised dealers, it is 
claimed, are cutting their profits 
to the extent that buyers who 
normally would purchase a used 


new one for little or additional 
downpayment. 

Despite this, dealers agree that 
values of used cars remain fairly 
constant and that inventories re- 
main at a moderately high level. 

The showdown will come this | 
month and next, for September and | 
October are notoriously bad months | 
for selling cars, new or used. These 
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although Miami hasn’t had a hur- 
ricane for four years.—(G. S. Con- 


nell.) 
+ 


Rochester, N. Y. 


New-car sales in Rochester, N. Y., 
during May showed a gain of 3 
percent over the previous month 


and an increase of 27 percent over | 
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BURGH PLATE GLASS COMPANY 


AUTO GLASS 


ip 


Use this 


lettering, 


your shop or service department. 
Double-faced, enameled, it meas- 
ures 24” x 18”. Supporting bracket 
is included. Bold white and yellow 


sign at the entrance to 





black background. 


@ Like many other auto glass re- 
placement shops have done, you, too, 
can give a boost to your business by 
identifying your place as- “head- 
quarters” for Solex Heat-Absorbing 
Glass. More and more car owners are 
demanding this glass because they 
know what it means in reduced solar 
heat and glare, in less driving fatigue, 
in more enjoyable motoring. 

We have made this matter of iden- 
tification easy for you. All you do is 
enlist the help of the two signs shown 
here. One is designed for the exterior 
of your shop; the other is an illumi- 
nated counter piece. Both have 
proved themselves real business get- 
ters. Why not order them today from 


SOLEX Satety Glass...the best glass under the sun!" 







PAINTS - 





. IN CANADA: 


GLASS - 


i a ee ae 


your local Pittsburgh Safety Glass 
distributor? 

When you handle Solex, it’s im- 
portant for you to remember that you 
are freed of any inventory “head- 
aches.” And with the many curved 
and wrap-around shapes of today, 
that’s an important consideration. 
The efficient service on replacement 
parts near you, backed by auto glass 
depots that carry all parts in stock, is 
your assurance that your orders will 
be filled promptly and efficiently. 

For complete details, get in touch 
with your Pittsburgh branch or dis- 
tributor, or write to Pittsburgh Plate 
Glass Company, Room 5324, 632 Fort 
Duquesne Blvd., Pittsburgh 22, Pa. 


CHEMICALS BRUSHES 


Treats 





CANADIAN PITTSBURGH 


An illuminated counter displayer. 
Here is a ready reminder that you 
sell and install Solex. 
yellow, and black on a green back- 
ground. Size: 11” x 12”. 


FIBER GLASS 
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INDUSTRIES LIMITED 
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SAFETY GLASS 





In_ white, 










the corresponding month a yeer 


ago. 
| Automobile sales topped the pos _- 
war peak of July, 1950, for the se: - 
|ond straight month, apparently tI > 
result of aggressive selling. 
(George E. Toles.) 
* * 


* 


Tacoma, Wash. 

Registrations of new vehicles in 
Pierce County (Tacoma), Wash., 
dropped off during June, totaling 
796 cars and trucks, compared with 
876 in May. 

Chevrolet took first place for the 
| second consecutive month, the first 
| time this year that it has been abie 
|to do so. Ford has -accomplished 
the feat only once. 

Plymouth moved back into third 
|place and Buick dropped to sixth. 
| Battling with Plymouth for third 
were Oldsmobile and Pontiac. 
| dune new-car registrations 
| were: Chevrolet, 155; Ford, 119; 

Plymouth, 66; Oldsmobile, 62; 

Pontiac, 50; Buick, 47; Dodge, 

37; Mercury, 33; Nash, 28; Stu- 

debaker, 27; DeSoto, 18; Chrysler, 
| 15; Hudson, 13; Packard, 10; Cad- 

illac, 9; Volkswagen, 7; Willys, 7; 

Imperial, 3; Kaiser, 1; Lincoln, 1, 

and Austin-Healey, 1. 

Truck registrations were. Chev- 
rolet, 45; Ford, 14; Dodge, 8; GMC, 
8; International, 3; Willys, 3, and 
Studebaker, 1—(R. E. Sconce.) 

* ok * 


Sioux Falls, S. D. 

| New-truck registrations in Min- 
| nehaha County (Sioux Falls), S. D., 
|4n May totaled 40, according to fig- 
|ures released by the South Dakota 
Automobile Dealers Assn. 

A breakdown shows the follow- 
ing: Chevrolet, 15; Ford, 9; Inter- 
national, 6; Dodge, 4; GMC, 3; Dia- 
mond T, 1; White, 1, and miscel- 


1aneous, 1—(Donald M. Lyons.) 
* a2 


* 
St. Paul 

A total of 1,544 new cars was 
registered in Ramsey County (St. 
Paul), Minn., in June, according 
to the St. Paul Legal Ledger. 

Leading the list was Ford, with 
351 sales. 

Following were: Chevrolet, 264; 
Buick, 224; Oldsmobile, 166; 
Plymouth, 142; Pontiac, 110; Mer- 
cury, 67; Dodge, 53; DeSoto, 39; 
Cnrysler, 38; Cadillac, 32; Nash, 
21; Packard, 17; Hudson, 8; Stu- 
debaker, 6; Lincoln, 4, and mis- 
cetianeous, 2. 

‘Truck sales were Ford, 86; Chev- 
rolet, 48; International, 19; Dodge, 
10; Diveo, 5; GMC, 4, and Willys, 
1, for a total of 173.—(Donald M. 
Luyons.) 








* * + 


Sioux City, Ia. 

A 15 percent increase in new-car 
registrations marked the June auto 
performance in Woodbury County, 
«sioux City), Ia. 

A total of 454 cars were regis- 
tered during the month, compared 
with 394 in May. There were 47 
June truck registrations, compared 
with 49 in the previous month. 

Ford, which topped Chevrolet 
for first-place honors in May by 
only three units, was also on top 
in June—again by three units, 
108 to 105. 

Plymouth passed Buick to take 
over third, 50 units to 46. Oldsmo- 
bile was close behind with 42. 

Other registrations were: Mer- 
cury, 22; Pontiac, 21; Dodge, 19; 
Studebaker, 9; Cadillac, 8; Nash, 7; 
Chrysler, 5; Hudson, 4; Lincoln, 3; 
Packard, 3; DeSoto, 1 and Willys, 1. 

Truck registrations were: Chev- 
rolet, 18; International, 11; Ford, 
10; GMC, 4; Dodge, 3, and Divco, 1. 

x * + 


Ottawa 

New-car sales in this capital in- 
creased 35 to 40 percent during 
June over the same month of 1954, 
and some dealers report the gain 
would have been even greater had 
they been able to get the models 
they wanted. 

Despite the June push, most deal- 
ers expect July sales to be about 
the same as last year. 

One dealer is putting his sales- 
men to work in July to push the 
“two-car-per-family” idea as much 
as possible. When sales were 
made earlier this year, his sales- 
men kept a careful record of the 
size of families, economic back- 
ground and other pertinent facts 
which might indicate if custom- 
ers were ripe for two cars in fam- 
ily, though at the time no effort 
at all was made to push such 
double sales. 

(Continued on Page 15, Col. 1) 
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Auto Markets 


(Continued from Page 14) 


“We're going to get them inter- | 
ested in the two-car idea after we've | 
studied this information carefully 
put we’re going to do it slowly and 
without pressure,” he said, adding 
that the wife gets the main at- 
tention for such sales—(M. L. 


Schwartz.) 
* + of 


Minneapolis 
New-Car registrations in Henne- 
pin County (Minneapolis), Minn., 


during June totaled 3,455, accord- 
ing to Finance & Commerce, Min- 
neapolis business newspaper. 

Chevrolet and Ford ran virtually 
neck and neck, with Chevrolet 
ahead for the month, 810 to 806. 

Other registrations were: Buick, 
311; Plymouth, 286; Oldsmobile, 
278; Pontiac, 231; Mercury, 195; 
Dodge, 141; Chrysler, 70; Cadillac, 
65; Studebaker, 62; DeSoto, 52; 
Nash, 50; Hudson, 44; Packard, 
32; Lincoln, 8; Willys, 1, and mis- 
cellaneous, 13. 

Truck registrations, totaling 279, 
were shared as follows: Chevrolet, 
88; Ford, 77; International, 55; 
Dodge, 23; GMC, 21; Willys, 5; 
White, 3; Divco, 2; Mack, 2; Stu- 
debaker, 1, and miscellaneous, 2. 

(Donald M. Lyons.) 


* * * 





Indianapolis 
New-car registrations in Marion 
County (Indianapolis), Ind., dur- 


ing June totaled 4,660, an increase 
of 9 percent over May, when 4,287 
deliveries were registered. 
New trucks totaled 350, a sharp | 
drop from May’s 399. 
New-car registrations by make | 
were: Chevrolet, 1,377; Ford, 849; | 
Buick, 514; Pontiac, 382; Plym- | 
outh, 375; Oldsmobile, 350; Dodge, | 
171; Mercury, 137; Studebaker, | 
104; DeSoto, 102; Chrysler, 97; | 
Cadillac, 72; Nash, 38; Packard, | 
25; Hudson, 21; Lincoln, 15; 
Willys, 13; Volkswagen, 11; Jag- | 
uar, 2; MG, 2; Porsche, 2, and | 
Austin, 1. 
Truck registrations were: Chev- | 
rolet, 129; Ford, 75; International, | 
66; Dodge, 23; GMC, 23; White, 16; | 
Diveo, 7; Reo, 3; Studebaker, 3; | 
Willys, 2; Autocar, 1; Mack, 1, and| 
miscellaneous, 1.—(C. L. Kern.) 
aa + * | 
| 


Baltimore 

New-car registrations in Balti-| 
more during May totaled 3,616, a) 
5 percent increase over the 3,440 | 
titled in April. May truck registra- 
tions were 331, compared with 345 | 
in the previous month. | 

Car registrations by make | 
were: Chevrolet, 893; Ford, 870; | 
Plymouth, 422; Buick, 343; Olds- | 
mobile, 292; Pontiac, 185; Dodge, | 
157; Mercury, 151; DeSoto, 70; 
Chrysler, 59; Cadillac, 56; Stude- | 
baker, 44; Packard, 25; Hudson, | 
16; Nash, 13; Lincoln, 10; Willys, | 
4, and miscellaneous, 10. | 
Truck registrations were: Chev-| 
rolet, 128; Ford, 93; International, 
45; GMC, 39; Dodge, 12; Willys, 5; 
Mack, 3; White, 3; Brockway, 1; 
Reo, 1, and miscellaneous, 1.—(Kate 
Savage.) 

* * * 
Clevelan 

Clevelanders bought more cars 
during the first six months of this 
year than in any comparable period 
in history, according to figures 
from the office of Clerk of Courts 
Leonard Fuerst. 

New-car sales of 47,578 for Jan- 


Celebration | 


Mercury Dealer Ties 


Sale to Peace 


DAYTON, O. — Walker Motor | 
Sales (Mercury) capitalized on the | 
Peaceful settlement of Ford Motor | 
Co.’s labor negotiations by launch- | 
ing a Celebration Sale. 

The dealership offered a used car | 
as a door prize and announced in| 
a full-page ad: 

“Yippee, no strike. Now we can| 
really deal. We’re mighty happy | 
about the settlement of the Ford | 
Strike. We want to celebrate and | 
we want you to celebrate with us. | 

“What better way than a Cele-| 
bration Sale with terrific deals for | 
our friends on the extra Mercurys 
We bought last month against the 
slight possibility of a production- | 
Stopping strike?” 








uary through June were 23.3 per- 
cent over the same period a year 
ago, and 20 percent over the previ- 
ous record high period in 1953. Ti- 
tles to used cars were up 9,336, or 
22.3. percent over a year ago. The 
current six-month figure is well 
over 51,000. 

The Federal Reserve Bank, not- 
ing the high turnover, called the 


| weekly sales of used cars “a rec- 


ord for the past several years.” 

Irv Rubin, president of the Cleve- 
land Used Car Dealers Assn., cited 
continued high employment, need 
for a second car and a high de- 
mand for late model clean vehicles 
as the key stimulants for the con- 
tinued volume turnover in the used- 
car field—(Sanford Markey.) 


+. * * 
Washington, D. C. 

New-car registrations dropped 
sharply in the District of Columbia 
during June, settling at 2,471 after 
2,897 units had been titled in the 
previous month. 

Truck registrations in June were 





by Kelsey-Hayes 





Skill and Style 


184, compared with 287 in May. 

Car registrations by make 
were: Chevrolet, 539; Ford, 418; 
Plymouth, 303; Buick, 268; Olds- 
mobile, 244; Pontiac, 227; Mer- 
cury, 98; Dodge, 85; Chrysler, 62; 
DeSoto, 54; Cadillac, 46; Nash, 
32; Packard, 26; Studebaker, 19; 
Hudson, 9; Lincoln, 7; Willys, 4; 
Kaiser, 1, and miscellaneous, 29. 

Truck registrations were: Ford, 
68; Chevrolet, 61; Dodge, 16; Inter- 
national, 16; GMC, 14; Reo, 3; 
White, 3; Mack, 1, and miscellane- 
ous, 2.—(William Ullman.) 

* * * 


Pittsburgh 
Business in the Pittsburgh dis- 
trict for the wek ended July 2 fell 
to 173.9 percent of the 1935-39 aver- 


age, according to the Bureau of | 


Business Research of the Univer- 
sity of Pittsburgh. 

Blamed were the combination 
of a holiday weekend and a brief 
steel strike. 

The Pittsburgh Automobile Deal- 
ers Assn., meanwhile, released May 
registration figures for new cars, 
showing the following market 
shares: 

Chevrolet, 1,024; Ford, 875; Plym- 
outh, 771; Buick, 662; Oldsmobile, 
454; Pontiac, 449; Mercury, 282; 


Dodge, 280; Chrysler, 148; DeSoto, 


Today’s automobiles are masterpieces of 


functional beauty. Sweeping lines express sweeping 
power. Wheels by Kelsey-Hayes have kept pace— 


—in style and performance—with modern 


automotive design and engineering. That is why 
most of the cars on the road today ride on wheels by 
Kelsey-Hayes Wheel Company, Detroit 32, Michigan. 


KELSEY 


World’s Largest Producer of Automotive Wheels 


Wheels, Brakes, Brake Drums, Special Parts for all Industry 
McKeesport, Pa....Los Angeles ... Windsor, Ont., Canada... Davenport, Ia. (French & Hecht Farm implement and Wheel Div.) 


15 





Circus Hero Goes in Style— 


Emmett Kelley, famous clown, rides in style in the Ringling Brothers and Barnum 
& Bailey Circus parade in Burlington, Vt. The 1916 Maxwell was supplied by Colonial 


Motors, Inc., Burlington Chrysler-Plymouth dealership. 


119; Cadillac, 88; Studebaker, 77;| Lincoln, 17; Willys, 3, and miscel- 
Nash, 58; Packard, 52; Hudson, 27; |laneous, 25.—(L. M. Leffingwell.) 
















9 Plants — Detroit and Jackson, Mich.... 
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GET ON THE BANDWAGON 


fig Badly lig! 


RAMBLER—SOLD AND SERVICED BY HUDSON 


epee peenerrmeeernrns 


An American Motors franchise is today’s most 


attractive automotive opportunity. With 





a broad line of cars that’s tops in resale value 





and with the revolutionary Dealer Volume 


Investment Fund assuring extra profits, 


in the saddle. You too can cash in. Why not 
get on the bandwagon now? Your 
nearest Hudson or Nash Zone Office 


the American Motors dealer is really | 
will be glad to give you full information. 


é 


s 





| & 

LOW-Priced vars 

ME 'werywhere 
: 


In The U.S.A. 


Official N.A.D.A. Figures 

show that Rambler— the Car that 
costs least to buy... brings most 
when you sell! 




















RAMBLER SALES UP 212 TIMES 
Read the June, 1955 edition of the National Automobile | No wonder Rambler is breaking every sales record in the 
Dealers Association Used Car Guide. It proves Rambler book... maintaining a sizzling pace 2/4 times that of any 
ranks highest among all low-priced automobiles in resale _ previous year. It’s the bellwether car of a great line of 


value. It shows Rambler trade-in value is from $114 American Motors automobiles—the broadest line in the 
to $220 above other low-price 4-Door Sedans... Rambler _industry covering every price range and market—that 


returns up to 11% more of its original cost. dealers are profitably selling in record numbers. 


Here’s the region-by-region proof—Rambler is Ist in resale! 


Make of C REGION REGION REGION REGION REGION REGION U.S. 
ake of var A & C D t x Composite 


RAMBLER $1,415 ; $1,435 $1,360 $1,395 $1,423 
FORD y , ‘ 1,340 1,280 1,265 1,328 


STUDEBAKER ’ ' ' 1,225 1,170 1,210 1,228 





CHEVROLET ’ ’ ' 1,225 1,265 


PLYMOUTH ’ ' 1,215 


AVERAGE OF 4 caan 
COMPETITIVE MAKES : ‘ ' ’ ’ 


N.B.—Figures based on lowest-priced 1954 4-Door Sedans. 





HERE’S PROOF THAT AMERICAN 
MOTORS MEANS MORE FOR AMERICANS 





| 


| DEALERS AND Ml@4& DEALERS COAST TO COAST 


> 
a 2 
Orati? 











L. A. Dealer Triples Service Space— 


Y. M. Posthuma, DeSoto regional manager, congratulates J. F. Mashak, Mashak 
Motors, Los Angeles, left, and Jack Livingston upon completion of their new service 





facilities. The firm tripled its service space by adding 4,000 square feet. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD | 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? | 
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Building Through Human Relations .. . 


Teamwork in the Dealer Shop 


Eprror’s Note: One of a series 
of letters to inspire team spirit 
to be utilized by a service 
manager or dealer orally in 
staff meetings, by letter sent 
to the employe’s home or 
posted on dealer’s bulletin 
board. 


By John O. Munn 


Dear Fellow Worker: 

ONE WOULDN'T think 
that 10 cents was much to 
worry about, times being 
what they are. 


No.7 You cannot buy 
Aan hamburger or 
SERIES 


a hot dog for 
that sum today. But the 
loss of 10 cents can ruin a 
business. 

Today it requires $10 
worth of sales to put 10 





cents into the treasury of 
an automobile dealer. Care- 
fully kept records in our 
field today prove that the 
average dealer makes bare- 
ly one cent on every dollar 
of sales. 

This fact is especially sig- 
nificant when considered in 
terms of wasted labor, time 
or material. Unnecessary ex- 
pense often makes the differ- 
ence between profit and loss. 


Waste of little things 


Hugus Takes 3rd Place 


CUMBERLAND, Md.—J. Edward 
Hugus, an auto dealer of South 
Hills, Pa., near Pittsburgh, finished 
third in a race for junior sports 





ear drivers which qualifies him | 
now as a senior driver. Hugus| 


drove a Mercedes-Benz 300 SL. 





COLONEL DRAKE 
would be amazed! 


When Colonel Drake drilled the world’s 
first successful commercial oil well in 
Pennsylvania back in 1859, he could not 
possibly have realized that he had found 
in abundance a crude oil of such rare 
quality. Many thousands of oil wells have 
been drilled all over the world since then, 
but still no crude oil has been discovered 


equal to that from Pennsylvania oil fields. 


Today, with the exacting needs of modern motors, 
and with the chemical additives that are being 
used to help motor oils meet their special require- 
ments, it is more important than ever to stress 


this plain truth to all your oil customers... 


Today’s BEST Oils 


start with 


Nature’s BEST Crude 
ee-and that means PENNSYL VANIA 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 





Millions of Magazine read 


rs are gettin 


PENN 


these leadi 


% 
ON 


ra Q 
/o PURE @ 


Nin OIL I, 


Dit ASSO% 





9 to know Pere 


, Our Oil D 
acter, throy "oP Char. 


gh the Pages of 





"9 Publications. 


Oll City, Pennsyivania 


like nuts, bolts, etc.; lost 
tools; careless handling of 
| oils, paint and other mate- 
rials; “free service” that 
is not necessary; bad jobs 
| that have to be done over; 
| unnecessary travel in our 
trucks and cars; even a lit- 
tle thing like forgetting to 
switch off a light — these 
can pile up to where they 
eat up the profit on a busy 
| day’s work. 
uccess in business 
comes from getting the 
business into the place and 
taking the right kind of 
care of the opportunity to 
make a profit. In other 
words, it takes thoughtful 
care from all of us to keep 
| this outfit healthy. 
Sincerely yours, 
CAR DEALER & 
COMPANY 
Manager 


'‘Dupy and Lape 
Promoted at 
United Motors 


DETROIT.—Vernon A. Dupy and 
|Edward L. Lape have been pro- 








V. A. Dupy 


| moted in the United Motors Service 
| division of General Motors. 

| Dupy, general sales manager, has 
| been appointed director of procure- 
|ment, scheduling and general mer- 
chandise of UMS. 

Lape, assistant general] sales 
manager, will succeed Dupy as 
general sales manager. Lape joined 
GM in 1920 and served 26 years 
with Chevrolet before transferring 
to the GM service section. He 
joined UMS in 1952 as assistant 
general merchandising manager. 

Dupy joined United Motors in 
1919. He served as merchandising 
manager for eight years prior to 
his appointment as general sales 
manager. 


3 Veteran Chrysler 
Engineers Retire 


DETROIT.—Retirement of three 
veteran Chrysler Corp. automotive 
engineers has been announced by 
James C. Zeder, vice-president. They 
are F. W. Slack, chassis design sec- 
tion executive engineer; C. E. Davy, 
engineering operations section di- 
rector, and N. F. Hadley, chief res- 
ident engineer. 

Slack joined Chrysler in 1933 as 
an engineer after working for 
Peerless Motor Car Co. and Gen- 
eral Motors Export division. Davy 
joined Chrysler in 1922 as super- 
visor of engineering planning. He 
started in 1913 as machine shop 
foreman at Ford. Hadley’s career 
began with Studebaker in 1918, and 
he was hired by Walter P. Chrysler 
in 1920. 

4. Mont. Dealers Named 
To NADA Councils 

BOZEMAN, Mont.—(UTPS)—Ap- 
pointment of Montana dealers to 
NADA councils were announced by 
Dean Chaffin, NADA regional vice- 
president. Chaffin made the follow- 
ing council designations: 

Robert Mulvaney, of Billing:. 
|laws and regulations; R. J. McCa'l 
|of Missoula, business management : 
George B. Schotte of Butte, per- 
sonnel relations; Roy L. Sorrells of 
Billings, public relations; and Harry 
| Ettinger, sales and merchandisin; 


E. L. Lape 
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He’s going places... 


With the car that’s 
“going great guns”! 


Today, thousands of Chrysler Dealers all over the country are riding the crest of a 
tremendous wave of Chrysler popularity that’s unlike anything they've ever known before! 
Sales records are being broken, and broken again, as the motoring public continues to 
show its wholehearted approval of the power and beauty of Chrysler’s dramatic 
“100-Million-Dollar Look.” 


New production facilities are now being completed — further assurance of Forward Look 
success in months and years ahead. Meanwhile, the biggest advertising, merchandising 
and public relations campaign in Chrysler history is convincing more and more new 


prospects that the power of leadership is theirs in a Chrysler! 


For Chrysler and Chrysler dealers, 1955 has already proved to be a year of 
inspiring achievement .. . and it is a harbinger of even greater things to come 


that will keep Chrysler “going great guns” for many, many years! 


YS] FR DIVISION OF CHRYSLER CORPORATION 
12200 East Jefferson Avenue « Detroit 31, Michigan } 
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| what do you want in (Collins & Aikman 


Puts Emphasis on 


| New Products 
, | NEW YORK.—Collins & Aikman 
| Corp. has set up a new department 


to specialize in a long-range pro- 









gram of new product development. 


i Cl adjustability C) practicability ? The new department will also 


assist in product diversification, High-priced cars a 39% 


according to Donald F. McCul- 





nom & lough, executi 1 vice-presi- ‘ ‘ 
O ruggedness Cj eco Y jan. xe pigpiiirans . of all the people (15 years or older) in households owning 
McCullough said that K. B. Jack- high priced cars, in New York City and suburbs 
; son, formerly of Deering-Milliken 
i Co., fabric manufacturer, and Alec nde 
| 33 ©) /° HW  @ ei G ti % Stewart, who was transferred from are News re rs- 
C&A’s automotive division, have The 4,780,000 News readers buy the most, and the 
been appointed joint heads of the . 
new department. best of everything! You can now find out how much 
During the past three years, market every New York City newspaper has—from the 


C & A has entered the manufacture most significant market-media study ever available . . . 
of nylon carpet, tufted carpeting, 
foam-rubber backed carpeting and e 
fabrics, and a woven fur-like fabric e oe 
of Dynel and Orlon. It also has € 10ns 
become a major producer of Orlon 


gives you eo hi 4 aad then some! yarns for the knitting trades. ... W. R. Simmons & Associates Research, Inc. made 


As part of its expansion and the 10,349 personal interviews on which it is based. 
No other shelving can be erected as speedily as Borroughs Unitized flexi Steel Shelv- oe ‘San tn =, ee For the present, shown only in visual presentation, 


ing. No other shelving offers quicker shelf adjustment. Each individual unit is com- . : . 
plete in itself...no part depends on unit next to it...any unit or shelf can be insane duns near Aikeninate' tt by appointment. Inquire any New York News office. 


\ moved independently. Borroughs Shelving is rugged .. its heavy gauge rolled shaped- 
post gives extra strength and greater rigidity. Borroughs Shelving is more than posts 

and shelves ... it is engineered shelving—built to last. Whether your storage require- F. ord Opens F arm 

ments specify open, closed, bin-type or door units, you can bank on Borroughs for 

dependable service, speedy erection, and economy. Re search Center 
BIRMINGHAM, Mich. — Ford 





(Copyright 1955 by News Syndicate Co., Inc.) 











Motor Co. held the formal opening 
of its Farm Machinery Research 
and Engineering Center here. 
The new facility, a major step in 
Ford’s expansion in the farm 
: machinery business, is in a build- 
; ing connected with the Tractor and 
a we . Implement division. 
i 2 oy Marking the event last week was 
af 3 1 a theater party for the division’s 
: 4 1,100 employes, a tour by the Ford % 
aan ay nay board of directors, a tour and din- SAT Pa a 4 
\I ner for 300 civic and business lead- 
4 /\ ee eee ie yeeree by yl ~—— DD. * 
i ee : on cooley, chairman of the ouse V cati -40 
: - | Gasemnlites on Agriculture, and an a oners Fo 
open house for suppliers and resi- i York City & 
dente of the community. of the people (15 years and over) in New Yor y 
—_—__——__—_—_—_—_- suburbs, who took a vacation in the last twelve months 
' I 
ne weno nee c are News readers- 
of eek d _ P — ” Daily News readers are the largest buyers in the New 
BATA ol oe ae » a York market of new homes, automobiles, groceries, 
tardi, sales Seeimuaae hes Eieeaiee stocks and bonds, women’s dresses, suits, stockings, 
Motors, Inc., recently sold a new children’s clothes, cigars, liquors and air conditioning 
case tee aasneten eo > ie units. No advertiser can afford to miss the significant 
away at a field day. new data on newspaper readership in the survey 
And to help the firemen, At- " 
tardi took a book of tickets on t +h ahs 
= Profile of the millions 
“I can sell cars, but not tick- ; i x 
ets,” he said, so he bought the 11 presented visually by appointment to advertisers 
tickets himself. and agencies. Inquire any New York News office. 
The new car was won by—you 
know who—Attardi. He’s puzzled | 
because he just bought for him- 
self a new car two weeks ago. 


(Copyright 1955 by News Syndicate Co., Inc.) 








Calendar 


(Continued from Page 12) 


General 


Sept. 6-17 — Production Engineering Show, 

Navy Pier, Chicago. 

| Sept. 617—Machine Tool Show, National 

| Machine Tool Builders Assn., Interna- 

tional Amphitheater, Chicago. 

| Sept. 21-22 — Federation of Automobile 

jealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sep?. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich. 

Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Oct. 6-16—Paris Auto Show, Paris, France. 

Oct. 10-12—8th Annual Convention and 
maw, Suet aoey ose Ea, fm. 
nc., Morrison Hotel, icago, Ill, 

LEDGE & DOOR UNIT Oct. 1415 — Annual’ convention of the 

Western Engine Rebuilders Association, 

Fairmont Hotel, San Francisco. 


Oct, 19-29 — 40th International Motor 
Show, Earls Court, London, England. are News rea ers- 
send for Catalog Oct. 26-28—l0th Annual Technical Con- 
vention, American Society of Body En- 
gineers, Rackham Memorial Building, 





of the women in New York City & suburbs 
who served frozen vegetables in the last month 








Women readers of the Daily News total 2,290,000! 





Detroit. —S 
cut installation and change-over Oct. 28 — Automobile Old, Timers 16th ...are the majority customers for bread, cereals, 
Anni - Astori s : 
ti ith B hs flexi Bi aaa coffee, tea, soft drinks, ice cream, canned & frozen 
me wi orroughs exi Bins Nov. 6&7—Texas Independent Automobile ll find out f th 
There are features in Borroughs Bins that you should know Deoters oe. ae 11m Ansuol a meats, detergents . . . a8 you oe 
tion, rock Hotel, Housto ; Seg 
* about first hand .. features that will absolutely save you Dec. 45 — Astometive, Affiliated ‘fepre- most authoritative study oer made of New York 
time and money. Are you interested? Then before you centaitess, Seieome Westag, Shesten newspaper readers and their market influence . . . 
buy, investigate Borroughs .. Best Buy in Bins. Dec. 6—A semativ’ Affiliated Represent- 





atives, Boe od a Directors Meeting, Prot it attic 
eraton Hotel, icago, ot 
Dec. 7-8—A.S.i. Booth Contevense Navy ~ ome ions 


BORROUGHS MANUFACTURING COMPANY | __ fitz, chiceoc-Sponored by M.EW.A. 








.E.M.A, and NLS.RA, Raney. Shown in visual presentation, by appointment 
A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT ene tee only. Don’t miss! Ask any New York News office 
; Municipel Auditorium, Miami Beach, . ; a as 
: ight 1955 icate Co., Inc. 
‘ 3002 NORTH BURDICK an KALAMAZOO, MICHIGAN Feb. 21-22—MEMA, NSPA and MEWA a oe 
E s Notional Conventions, San Francisco, 
alif, 
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Record System Streamlined... . 


Dealer Simplifies Paper Work 


By George E. Toles 
Staff Correspondent 


BINGHAMTON, N. Y.—A coor- 
dinated record system for handling 
the receipt, inventory, processing 
and sale of new and used cars has 
been adopted by Botnick Motor 
Corp. (Chevrolet). 


Botnick says it has eliminated 
numerous repetitive entries former- 
ly required and has streamlined 
the record system. 


In the past, when a car was 
received at this 33-year-old deal- 
ership it was set up on the car 
inventory control. A memo had 
to be written and sent to the sales 
manager. From that an invoice 
was prepared with a copy for the 
customer and a copy for the nu- 
merical file. 


Costs and profits were prepared 
on another form. An alphabetical 
card was prepared for rewriting fi- 
nance company payments. Finally, 
a typed listing was made for fig- 
uring each salesman’s commission. 


The new system was developed 
with the assistance of Robert J. 
Ryan, Binghamton, a systems spe- 
cialist with Moore Business Forms, 
Inc., manufacturer of the forms 
now used. 


When a new car is received from 
the factory, or a used car is ac- 
quired, an invoice is prepared. This 
is a four-part form with the sec- 
ond part printed on card stock. A 
block-out area on Part 3 prevents 
cost and selling data from being 
recorded on this part. 


All necessary information perti- 
nent to the receipt and inventory of 
the car is entered in the spaces 
provided. The set is then filed, in- 
_ numerically in the inventory 

e. 


In the case of a new car, a 
seven-part form is filled out and 
sent, intact, to the sales manager. 
(Procedure for processing this is 
described later.) 

When the new or used car is sold, 
the invoice set is removed from the 
file and the balance of the form 
is filled in. The costs and selling 
price are figured and entered on 
the right-hand voucher part of the 
form. (On new cars this is secured 
from the new car delivery order. 
On used cars it is taken from the 
parts requisition and used-car re- 
conditioning order.) 

The top part of the right-hand 
stub provides for the cost of new 
cars and below it is space for en- 
tering costs of reconditioning used 
cars. The right-hand voucher 
Serves the primary purpose of 
aligning the information which ap- 
Pears as a carbon impression on 
the second and fourth copies, and 
it is detached and discarded after 
completion. 

Parts are distributed as follows: 

Part 1 is the customer’s copy of 
the invoice. Part 2 is the permanent 
car record and is filed alphabeti- 
cally by customer’s name. Part 8 is 
the salesman’s commission copy. 
This is attached with similar copies 
to the salesman’s check and serves 
as his follow-up copy. Part 4 is the 
sales manager’s copy. 

The new-car delivery order, 
which is prepared and sent to the 
sales manager, as described pre- 
viously, is his record that the car 
described is in stock. 

Upon the sale of the car he adds 
the extra equipment and accesso- 
ries to be installed, detaches the 
stubs, and retains Part 8 as his 
record of the sale. The balance of 
the set is used to record processing 
of the car as follows: 

Part 1 is the shop order and pay- 
roll copy, which authorizes the work 
to be done. Part 2, the material req- 
uisition (internal) is used to order 
equipment and accessories listed 
out of stock. Part 4 is the mechan- 
ics copy of work to be done. Part 
5 is the gasoline requistion. Part 6 
is the shop copy for wash rack and 
lubrication instructions. Part 7 is 
the polishing room instruction 
copy. 

Parts 1, 2, 5, 6 and 7 are sent to 
the accounting department, where 
costs are figured and transferred 
to the new-car invoice. Parts 2, 
5, 6 and 7 make use of block-outs 
tc clearly indicate the service to be 
done in the departments concerned. 
Before this new seven-part form 











was adopted it was necessary to 
type out separate forms for each 
of the above operations. 

Other forms used in the system 
are: 

1. Repair Order—A six-part form 
for work on new and used cars for 
anything not concerned in the sale 
of the car. Parts 1 and 2 have nar- 
row, perforated, numbered vouch- 
ers and Parts 3, 4 and 5 are pasted 
in a separate stub to keep them in- 
tact for later entries. Part 6 is 
printed on card stock for shop use. 
The parts are as follows: Part 1— 
Pay Receipt. Part 2—Payroll copy. 








Part 3—Office copy. Part 4—In- 
voice. Part 5—Control copy. Part 6 
—Shop copy. 

2. Reconditioning Repair Order 
—This is a three-part form used 
for the reconditioning of used 
cars only. Part 1, the office copy, 
is used as a work sheet for cost- 
ing the reconditioning job. These 
costs are then recorded on the 
car invoice set. Part 2 is the nu- 
merical file copy and Part 3 is 
the shop copy. 

3. Money Receipt—This is a three- 
part continuous register form 
written on a register. Parts 2 and 


3 are automatically refolded into 
the locked compartment of the reg- 
ister at the time Part 1 is ejected 
from the machine. Part 1 is the 
customer’s copy; Part 2 the office 
copy used for auditing and posting, 
and Part 3 is attached to the check 
when remitting to the finance com- 
pany concerned. The use of parts 
for remittance advice eliminates 
separate listing of accounts col- 
lected. 


4. Parts Requisition—This is a 
two-part continuous register form. 
It is used to order parts out of 
stock for conditioning or repairing 
used cars. Part 1 is the repair ord- 
er copy and Part 2 is the file copy. 


5. Purchase Order—This is a 
three-part manifold book form used 
to purchase parts from outside 
sources for both new and used cars. 
Part 1 is the vendor’s copy. Part 2 
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is attached to the repair order. 
Part 3 is the accounting depart- 
ment copy. 

The chief advantages of the sys- 
tem are the saving of time, form 
costs and the elimination of errors 
through the combination of related 
individual forms. 

All of the forms as a system pro- 
vide control of the entire operation 
at one focal point—the office. 

Complete information on all fac- 
tors relative to the car transaction 
appears on the permanent car rec- 
ord part of the invoice. 





Montreal Dealers Appoint 


MONTREAL. — Raymond Lague 
has been appointed secretary-man- 
ager of the Montreal Automobile 
Trade Assn., it is announced by 
Roger Langlois, president. 


TOP PERFORMERS 


COMBINED IN THE SAME 
REPLACEMENT RING SET! 








Oo The Hastings torsional is a compression ring that seats 
right now. Its torsional action brings it into a quick seat and 
perfect wall bearing in any cylinder—tapered, out-of-round or 
re-bored, 

@ The Hastings Steel-Vent is an oil ring that stops oil- 
pumping immediately. It’s a soft pressure ring with the light 
inner-spring developed by Hastings. It delivers the extra lubri- 


cation that older engines must have—and with complete oil 
control and economy. 

Here are two top performers in the same “Motor Engineered” 
set . . . built by replacement ring specialists. 

You don’t get come-backs due to cylinder scuffing and slow- 
seating when you install Hastings Steel-Vent sets. You get 
positive, quick performance that makes car owners happy. 


HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN - HASTINGS LTD., TORONTO 
Piston Rings, Casite, Oil Filters, Spark Plugs, Wear Reducer 


NU 


* Tough on oil-pumping ... Gentle on cylinder walls 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


Dealer Columnist 
E of the best-read ads in the 
Philadelphia Bulletin takes the 
form of a feature column penned 
by M. H. Bury, president of Wilkie 
Buick Corp. 

Bury’s column, headed “Rolling 
Wheels,” usually touches on the 
offbeat facets of the auto industry, 
and is definitely low-pressure by 
usual selling standards. 

a ~ 4. 


Royal Used Car 

| mega gatos having trouble moving 
used cars might be interested 

in this classified ad for a pedigreed 

piece. 

Published in The Antique Auto- 
mobile by Vintage Bentley Service, 
Yorkshire, England, the ad said: 

“Bentley 1926 Standard 6%- 
litre. First owner was late Duke 
of Kent, who, according to Bent- 
ley Drivers Club records, sold it to 
his brother, the Duke of Windsor 

(then Prince of Wales) after 


Works modifications in 1928 to 
latest specifications. 

“Fitted 1945 with reconditioned 
Speed Six engine and 1939 style 
craftsman-built saloon body. Car is 
one of only two Bentleys owned by 
British Royal Family. Full docu- 
mentary confirmation of history 
available. In very good order 
throughout. 

“Offers invited...” 


* * a 


Dealer Newspaper 

AN AD resembling a newspaper 
+% within a newspaper was pub- 
lished in the Pittsburgh Press by 
Sanford Motor Co., (Dodge-Plym- 
‘outh) to kick off a “deal-o-rama” 
sale. 

The ad was illustrated by a 
piece of high-class cheesecake, 
with the accompanying caption: 
“All the beauties aren’t on the 
beach. It’s not difficult to recog- 
nize a good deal when you see 
it says Sanford.” 

Emphasized also was Sanford’s 


volume operation and the dealer- 
ship's policy to top-rate service. 
+ * * 


On the Air 


LACED in the forecourt of Co- 

lumbia Broadcasting System in 
Hollywood for 10 days, a Buick 
Four-Door Century Riviera at- 
tracted the attention and inspection 
of over 50,000 visitors to radio sta- 
tion KNX. 

Sponsored by the Los Angeles 
Metropolitan Buick Dealers Assn., 
the display was in conjunction with 
their sponsorship of the nightly 
newscast, 10 O’Clock Wire. 


* * * 


40—F orty—XL 


..". is the key number for 
B. J. Linthicum’s Sons, Inc., 
Cambridge, Md., celebrating its 40th 
year as a Chevrolet dealer. 

In a fullpage ad, Linthicum’s 
says, “Once in 40 years you will 
see specials like these.” 

All specials are tagged at prices 
ending in 40 cents. Among them 
are a 1947 Chevrolet at $10.40, a 
1947 Ford at $140.40 and a 1946 
Chevrolet at 40 cents. 


* * * 


Comparison Test 


Plymouth’s “Dare to Compare” 
promotion was one of the most 
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‘This Is Your Life’ 
Tiein Ups Cole Sales 


CHICAGO.—lIrwin H. Cole 
(Mercury) has estimated that his 
sales have increased 25 percent 
through his gift of 40 Mercurys 
since October, 1953, on Ralph Ed- 
ward’s “This Is Your Life” TV 
show. 

One odd fact in this connec- 
tion is that one winner assumed 
that she was to get lifetime serv- 
ice on her car and is still for- 
warding the oil, lube and service 
bills to Cole. He said he hasn’t 
the heart not to take care of 
them. 





successful ever staged in Minne- 
apolis-St. Paul, according to Har- 
old Barnett, president of the Twin 
«City Plymouth Dealers Assn. 
Buyers were invited to com- 
pare all three makes of low- 
priced cars before deciding on a 
purchase. Barnett said Plymouth 
volume increased 48 percent dur- 
ing the first two weeks of the 
promotion. 


Merci, Folks! 
ATES CHEVROLET, Spring- 
field, Ill., used a display ad in 


* 


one valve lifter line provides 
complete coverage of the 
new car market! 





TODAY, AC MAKES VALVE LIFTERS 
AVAILABLE FOR REPLACEMENT IN ALL 
VALVE-LIFTER-EQUIPPED NEW CARS! 


This is news, great news! Now, there is one source for 
all your new car valve lifter needs . . . and for the vast 
majority of older valve-lifter-equipped cars on the road. 
And, there lies opportunity! Your share of this huge 
market is virtually yours for the asking with valve 
lifters engineered and built by GM — distributed by 


AC for replacement. 


One more point: To assure customer satisfaction, 
always replace im sets. 


PRODUCED BY GENERAL MOTORS 


Precision-engineered to the specific requirements of 
the individual engine, these valve lifters are built to 
the highest standards of General Motors quality. They 
are packed in cartons under the car manufacturer's 


name and number. 


AC SPARK PLUG DIVISION 





GM 


MARKET GROWS 50,000,000 
At present production rates in 


UNITS PER YEAR 


the automotive in- 


dustry, more than 50,000,000 valve lifters go on 
current car production. And, today, there is a more 
than 100,000,000-unit valve lifter replacement market 
for cars built by General Motors alone. 


OBTAINABLE 
PROMPTLY 


YOUR 





SUPPLIER 


GENERAL MOTORS CORPORATION «+ FLINT, MICHIGAN 


color to say “thank you” to cis- 
tomers who bought 530 new and 
566 used vehicles during May a .d 
June. 

“Because our pacemaker can - 
paign was so successful,” the al 
went on, “we are continuing ou~ 
record-breaking sales pace fo 
15 additional days—through July 
20.” 

Bates offered 150 new cars and 
trucks for the 15-day period. 


Price Plot Denied 
By Dealers in 
Oklahoma City 


OKLAHOMA CIT Y.— Clarence 
Gier, president of the Oklahoma 
City Automobile Dealers Assn., has 
declared that the warning of Stan- 
ley Barnes, assistant attorney gen- 
eral in charge of the antitrust di- 
vision, 





relating to conspiracy of | 


dealer associations to fix or pack | 


prices, does not apply here. 

“If there is a more competitive 
new-car field anywhere in the U. S. 
than in Oklahoma City,” Gier said, 
“I would like to know about it.” 

He added that every dealer in 
the association operates his busi- 


ness under the code of ethics | 


adopted by the NADA last year. 

Barnes, in Washington, had 
warned that local dealer associa- 
tions who “engaged in conspiracies 
to fix or pack prices for new auto- 
mobiles” faced possible criminal 
prosecution. 

“Our customers,” said Gier, “do 
not have to buy anything on a car 
that they do not want. In other 
words, the cars are not loaded 
with extras the purchaser does not 
want.” 


Auto-Lite Post 
Filled by Blank 


TOLEDO. — Election of W. E. 
Blank as vice-president of replace- 
ment sales has been announced by 
Electric Auto- 
Lite Co. 

In his newly 
created post, 
Blank will direct 
and coordinate 
the activities of 
the replacement 
sales divisions for 
batteries, spark 
plugs and other 
automotive elec- 
trical parts. 

He joined Auto- 
Lite in 1932 as a district sales rep- 
resentative for the battery division. 
Since 1935, he has been sales man- 
ager of the division. 


Less Expensive? 
Rambler Mile Cost Put 


At 2.8 Cents 


DETROIT. — American Motors’ 
Ramblers are 20 percent less ex- 
Pensive to operate than the average 
of other low-priced cars, according 
to a survey made by Refrigeration 
Discount Corp., Detroit. 

The average for Ramblers 
amounts to 2.8 cents a mile, the 
firm reported. An independent study 
places the average cost for light 
cars at 3.5 cents a mile. Variable 
expenses included in the studies 
were for gasoline, oil, lubrication 
and mechanical and tire repairs. 

Ramblers operated in Dallas, 
Philadelphia, Memphis and Detroit 
posted an average of 20.9 miles a 
gallon, with one averaging 23.6, the 
report showed. Average mileage of 
the cars amounted to 48,544 miles, 
with one having traveled 71,494 
miles. 


Don Allen Sales Reach 
$29 Million in 6 Months 


NEW YORK.—Don Allen (Chev- 
rolet) last week announced that in 
the first six months of this year 
his dealerships sold a record 18,915 
new and used units, representing 
a dollar volume of $29 million and 
a 63 percent gain over the corre- 
sponding period of last year. 

Allen said that his new-car sales 
rose from 1 percent to 1% percen: 
of all Chevrolet sales in the U.S. 
He has dealerships in New York, 
Buffalo, Albany, Pittsburgh an < 
Miami. 

Regarding his sales methods, h: 
said: “It’s simple arithmetic. Wé« 
sell more cars for less money.” 





W. E. Blank 
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Koundup from State Capitals... 





Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
TO WIDESPREAD early action is in sight in state capitals 
toward revision of state unemployment compensation 
laws, where necessary, to gear them to guaranteed wage 
plans of the type negotiated by the UAW with auto workers. 
Unofficial surveys indicate that workers paid guaranteed 
wage plan benefits during? ees 


layoffs would lose all unem- 
ployment benefits in at least 


five states under present laws and 
get only partial state jobless bene- 
fits in more than a score of others. 
However, an accurate listing of 
what changes will be needed in 
which states will have to await of- 
ficial interpretations. 

This will consume varying 
amounts of time, depending upon 
whether state agencies and officials 
take the initiative in obtaining such 
interpretations or let the issue 
hang until individual cases are 
brought up for determination. 

* . +. 


Legislatures Adjourned 


POSSIBLY more significant 

roadblock to integration of 
state jobless benefit laws with guar- 
anteed annual wage plans is the 
fact that most current-year legis- 
lative sessions have already ad- 
journed. Legislatures of more than 
half the states are not scheduled to 
convene again until 1957. 

The only state lawmills still 
grinding are working toward ad- 
journment. Only in Massachusetts 
was a proposal pending for the en- 
actment of legis- 
lation to assure 
that unemploy- 
ment compensa- 
tion laws would 
not conflict with 
guaranteed wage 
plans. 

New Jersey’s 
Legislature is 
scheduled to re- 
convene Aug. 8 
, after a recess, 

Bethune Jones = with the Wiscon- 
sin Legislature slated to similarly 
reconvene Oct. 3. 

Regular or budget legislative 
sessions are scheduled next year 
only in Arizona, California, Colo- 
rado, Georgia, Kansas, Kentucky, 
Louisiana, Maryland, Massachu- 
setts, Michigan, Mississippi, New 
Jersey, New York, Rhode Island, 
South Carolina, Virginia and 
West Virginia. 

While the issue could be brought 
up at special sessions, there is no 
immediate indication of inclination 
on the part of lawmakers to follow 
such a course. It appears the mat- 
ter, for the most part, will not be 
acted upon until next year and 1957. 
Meanwhile, the problem will be the 
subject of interim studies and ad- 
ministrative and legal rulings. 

* * x 


Ohio Vote Fails 


QA is the only state in which 
@ proposal for unemployment 
compensation law revision has 
reached a vote. It was rejected and 
referred to interim study. 


When the issue was before the 
Ohio Legislature, the State Cham- 
ber of Commerce called for thor- 
ough and complete review of any 
such proposal and asserted that 
“this state dare not risk hasty and 
poorly studied amendments over- 
night to accommodate a new type 
of labor contract that has come 
into our economic picture.” 

A clearer indication that GAW 
implementation proposals will 
run into legislative opposition was 
given in Indiana, when Speaker 
George S. Diener, of the House, 
strongly opposed a movement for 
& special state legislative session 
to act on the matter. 


Diener said: “This is not a sim- 
ple agreement written between the 
big automobile companies and their 
workers. It is socialistic because it 
involves both the Federal and state 
governments and hinges on action 
by them before it can become ef- 
tective. 


“It means that government must 





put this labor contract into effect 
by changing state laws, and possi- 
bly Federal laws. 

“This makes government a party 
to the agreement and if this prin- 
ciple is established, then the state 
of Indiana will have the right to 
sit in on all negotiations of this 
kind in the future.” 

Indiana’s present law provides 
that if an unemployed person has 
income equal to or exceeding the 





ONLY SOCONY MOBIL OFFERS ALL THREE: 


@ America’s Favorites — Mobilgas and Mobiloil. 


state allotment, he is ineligible to 


receive more from the state. 
* + a 


Picture Elsewhere 


oo GAW developments in 
state capitals include an inter- 
pretation announced by Georgia 
State Labor Commissioner Ben T. 
Huiet that workers in that state 
won't receive full state unemploy- 
ment compensation benefits during 
layoffs under the wage plans of the 
Ford and GM contract types. 

Maryland State Attorney Gen- 
eral C. Ferdinand Sybert asked the 
State Legislative Council, an inter- 
im study agency, to study what 
“impact” guaranteed annual wage 
plans would have on state unem- 
ployment benefits. 

Michigan Gov. G. Mennen Wil- 
liams said he would “have no 


Scores of training centers coast-to-coast — plus a staff of 
experienced instructors and salesmen to train your men 
on the job — make Socony Mobil’s lubrication training 
program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 
emphasis on the make of car you sell .. . teaches them to 
point out the need for parts and services to your custom- 
ers. Result: your service departments get extra business, 
your customers are satisfied, you and your lubrication 
men gain an outstanding reputation for quality work. 


@ World’s Greatest Lubrication Experience. 


@Exclusive “On-The-Job” Training. 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP 



















hesitancy” in seeking a change 
in that state’s law to implement 
the guaranteed annual wage plan 
“if confronted with the need.” 
He suggested, however, that an 
opinion by the state attorney gen- 
eral might hold the plan compat- 
ible with the state’s present job- 
less benefit law. Such an opinion, 
unless upset by the courts, would 
be binding on state agencies. 


That Michigan may be one of the 
first states to integrate unemploy- 
ment compensation laws with GAW 
plans was further indicated when 
the Michigan Republican State 
Central Committee formally re- 
quested the Legislature to enact 
whatever changes may be found 
necessary for that purpose. 

Although doubt exists as to how 
soon and to what extent other 
states will act, the trend toward 
liberalization of unemployment 





Chicago Prepares— 
Ralph M. Buzard, International truck 
benefits is continuing through to sales manager, left, delivers six Civil De- 


fense rescue trucks to Chicago's Mayor 
Richard J. Daley. Built to CD specifica- 
tions, 26 additional units have been pur- 
chased by the Federal Government for 
distribution to key areas. The trucks have 
standard International R-182 chassis with 
154-inch wheelbase and gross vehicle 
weight of 20,000 pounds. 


the end of current-year legislative 
sessions. 

At least 28 states have enacted 
such legislation this year, with the 
latest including California, Con- 
necticut, Michigan, New Jersey, 


(Continued on Page 68, Col, 3) 


































RIGHT UNDER 
HIS NOSE | 


... but does he see it? 













Socony Mobil will help train your °* 








lubrication men to find extra business °% 





























for your other service departments! _,*" 
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WHEELS! 


but nobody dreams of 


SOFAS 
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We think you'll like 
THE GOODYEAR TELEVISION PLAYHOUSE 








every other Sunday—NBC TV Network 


THE WORLOES FINEST 








Airfoam —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 





Old-fashioned girls, in old-fashioned sur- 
roundings, made old-fashioned beaux twirl 
their mustaches. But today’s car-buying set 
just doesn’t go for seating that smacks of 
Victorian parlors! 


There’s no room for it in their lives — and 
certainly no room for it in today’s lower and 
lower styled beauties, where every inch saved 
can be another sale made. 

That's why leading automobile manufacturers, 
working with AIRFOAM Development Engi- 
neers, have achieved seating that combines 


o” GOODFYEAR 


MOST PIODERN CUSHIONING 





more room with better style—and a better ride! 


These new seat-units include complete AIRFOAM 
cushions — molded one-piece! They eliminate 
useless bulk. They add modern beauty, style, 
glamour, superlative comfort—and, seemingly 
magically, much more room for PEOPLE! 


Your best selling models may already have 
these newest AIRFOAM seat-units. If not, your 
manufacturer may even now be giving the 
word to start production. Wouldn’t you like to 
sell style PLUS roomy comfort? Goodyear, 
Automotive Products Dept., Akron 16, Ohio. 
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interiors roomier 


AIRFOAM makes 


remolded AIRFOAM replaces expe 


handwork 


Exciting new seating ideas 


become practical with AIRFOAM 


AIRFOAM can be you 


sales-aid in 
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Auto World in Brief 


AMARILLO, Tex.—General Sales, 
Inc., 110 W. Fourth St., has been 
franchised as a Parker Appliance 


Co. tube-fitting distributor. 
os & * 


Parker Selects Outlet 

CLEVELAND. — Appointment of 
Southern Engineering Service, Inc., 
International Airport, Miami 48, 
Fla., as authorized distributor of 
Parker o-rings is announced by 
D. W. Holmes, sales vice-president 
of Parker Appliance Co. 


* * * 


Guns Pilfered 
STANFORD, Ky.—Shotguns, pis- 
tols and rifles valued at $1,200 to 
$2,000 were stolen by burglars from 
Thompson-Gordon Motor Co. here. 
2 * * } 
New Finance Office 
ST. LOUIS. — Securities Invest- | 





"Fashions on the Go'— 

Seattle Plymouth dealers join with Rhodes, a leading Seattle department store, in 
@ promotion entitled “Fashions on the Go." Among the features were a car display | 
in the store, tie-in displays at the dealerships, a store fashion show and o motorcade | 


sumer goods. 
| * 
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office in Tulsa, Okla. The office will 
provide financing services for auto, 
appliance and other dealers in con- 


* * 


Fights Fumes 

OTTAWA.—John Charlton, mem- 
ber of Parliament for Brant-Haldi- 
man, wants the Canadian Govern- 
ment to take steps to render 
nonpoisonous the exhaust fumes of 
all gasoline vehicles, according to 
resolution presented to Parliament. 





erson Foundation, charitable c -- 
ganizations financed by Inland 
Steel Co., have announced final e:!- 
ucational grants of $77,000, maki: g 
a total of $128,000 donated in ths 
field during the year. 

* * ° 


24-Year Depreciation: $3 

PHILADELPHIA. Martin 
Keenan, of Berry Bros. (Buick) 
has reported auctioning a 1931 Ford 
Model A business coupe for $525. it 
sold new for $528. 


* * 


Hoze-lok Distributor 
CLEVELAND.—Whitehead Metal 
Products Co., 303 10th St, New 
York 14, N. Y., has been announced 
as distributor for Hoze-lok fittings 





through the city's business district. ment Co. has established o finance 


With the compact DeVilbiss EGA 
spray gun, and a simple shield, it 
is possible to save masking time and 
materials on many touch-up jobs. 





DeVilbiss touch-up outfit lets you 
do many paint jobs without masking! 





e For faster, better, lower cost painting, 


supplier—order your DeVilbiss touch-up outfit today! 
The DEVILBISS COMPANY, Toledo, Ohio 


DeVilbiss touch-up outfit includes: pre- 
cision EGA spray gun, suction-feed cup 
attachment, six extra 6-oz. glass cups 
with covers, 4” x 15’ braid-covered air 
hose with connections. 


Santa Clara, Calif. ° Barrie, Ontario 


FOR BETTER SERVICE, BUY 


Branch offices and Distrib- 
utors in principal cities 
throughout the United 
States, Canada and the 
world. 


SPRAY GUNS e AIR COMPRESSORS e HOSE AND CONNECTIONS e TRANSFORMERS 


re 


SPRAY 


Now save time — and cut costs — on fussy touch-up, trim, and 
spot work with a versatile DeVilbiss touch-up outfit! 

Lightweight, precision spray gun is specially designed for 
intricate spray jobs—is easy to handle in cramped quarters, and 
ruggedly built for hard, continuous use! Adjustable spray pat- 
tern, from round to fan, makes it ideal for soft blending, 
spotting and feathering of repaired areas. Applies all sprayable 
materials; lets you paint around door jambs and moldings, 
using a simple shield instead of tape masking! Interchangeable 
see-thru glass cups permit swift, easy color changes. 


DeEVILBISS 





* ” * 
Champion Picks Levin’s 
MERIDEN, Conn.—Levin’s Auto 
Supply Co., San Francisco, has been 
appointed master warehouse distri- 
butors for Champion Laboratories, 
Inc., manufacturer of automotive 


oil filters and refills. 
* + + 


Inland Steel Grants 


CHICAGO. — The Inland Steel 
Foundation and the Joseph T. Ry- 


and hydraulic hose assemblies by 

D. A. Cameron, sales manager of 

Parker Appliance Co., Cleveland. 
* * * 


Colonial Builds in Miami 


MIAMI. — A $450,000 building is 
under construction for Colonial 
Pontiac at Ejighty-third St. and 
N. W. Seventh Ave. 

* * 


Spot News 


PROVIDENCE. — (UTPS) — 
Francis E. Kenney, used-car dealer 
here, has painted his car to match 
his dog, Skipper, a Dalmatian. The 
|dog is white with black spots. 

* * * 


Ryan Cadillac Moves 


SEATTLE. — Ryan Cadillac Co. 
has opened its new building here 
jand the function was attended by 
|James M. Roche, Cadillac general 
sales manager, Detroit. The build- 
|ing houses showrooms and service 
|shop, the roof provides customer 
| parking. 

* + + 

Wilson Motor Quits 
| BATON ROUGE, La—Wilson 
|Motor Co. (DeSoto - Plymouth), 
Jonesboro, La., has filed a notice 
of intention to quit business with 
the secretary of state’s office here. 

+ + a” 


| Anderson Co. Razed by Fire 

PADUCAH, Tex.—Fire has com- 

| pletely destroyed Anderson Motor 

Co. with a loss estimated at $100,- 

000. Eight vehicles were burned. 
a” + od 


GMAC Buys Site 


CHARLESTON, S. C.— General 
Motors Acceptance Corp. has au- 
thorized purchase of a $33,000 site 
here for a 6,000 square-foot office 
building. 


| 





* * * 


Fire Damages Crestview 


CRESTVIEW, Fla.—Fire, be- 
lieved to have been deliberately 
started, damaged the Crestview 
Motors building on North Main 
Street here June 11. Approximately 
$25,000 damage was done, according 
to J. W. Hawkins, owner-manager 
of the automobile firm. 

a2 7 2 
Stiff Penalty 

CAPE TOWN, S. Africa.—Penal- 
ty for drunken driving in South 
Africa runs up to a $2,800 fine or 
10 years in prison, or both. 

* * * 


Castino Reelected Mayor 


HAWTHORNE, Fla.—Alex G. 
Castino, local auto dealer, has been 
reelected mayor. 

& 7 * 


Permatex Joins NSPA 


BROOKLYN.—Permatex Co., 
Inc. producer of sealants and 
chemicals, has joined the National 
Standard Parts Assn. 

? 


Ostendorf Elected 


BUFFALO.—George C. Osten- 
dorf, president of Ostendorf Motors 
(Packard), has been elected second 
vice-president of the Main Street 
Assn. of Buffalo. 

* 


* . 
Usry Closes Buick Firm 
AIKEN, S. C.—Robert Usery has 
closed his firm, West Motor Sales 
(Buick). and has leased the build- 
ing to Firestone Service Co. 
~ * 7 





call your DeVilbiss 


° London, England 


Pearson Plans to Build 


MILLEN, Ga.—Plans for con- 
struction of a new building for 
Pearson Chevrolet Co., have been 
announced by Edward E. Pearson 
sr., president. Cost is estimated at 
$35,000 to $50,000. 

. * 7” 
Ringer Moves Up 

ST. PETERSBURG, Fla.—c. E. 

Ringer has been appointed general 


BOOTHS e ACCESSORIES 


(Continued on Page 27, Col. 1) 
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manager of Ruebel & Smith Motor 
Co. (Dodge-Plymouth), St. Peters- 
burg. He formerly was truck man- 


er 
ag * * * 


U. S. Tin Consumption Shows 


11 Percent Rise in Quarter 


WASHINGTON. — Industries in 
the U.S. consumed almost 11 per- 
cent more tin in the first three 
months of this year than in the 
corresponding period of 1954, re- 
ports the Malayan Tin Bureau. 

The three-month total this year 
was 14,430 long tons, an increase of 
1,420 over the figure for the 1954 


Providence, also was robbed of 
$491 by two gunmen who fled in 


a stolen car. 
= 


Hertz Predicts Good Year 


CHICAGO.—Walter L. Jacobs, 
president, Hertz Corp., told stock- 
holders that the company’s gross 
revenues will total about $35 mil- 
lion in 1955. Gross revenue five 
years ago was $13% million and 
last year $21 million. 


* * * 


Entries Break Record 
In Fisher Contest 


DETROIT. — Judges have begun 


scholarship winners will be selected 
Aug. 2 at the Guild’s annual con- 
vention here. 

* * * 


Bailey Picked to Direct 


New Gar Wood Division 

WAYNE, Mich.—Gar Wood In- 
dustries, Inc., has created a new 
chemical structural division with 
W. Russell Bailey as research di- 
rector, according to E., F. Fisher, 
president. 

Bailey was recently employed by 
the U.S. Bureau of Standards as 
a general experimental engineer. 
Before that, he was president of 
the Allied Plastics Corp., Washing- 
ton, D.C. 

* * * 


New Trico Wiper Fits 


Wraparound Windshield 
BUFFALO. — Trico Products 

Corp. has introduced a new vac- 

uum wiper system for wrap- 





ment market, it is expected to 
reach the replacement market in 
a year. 
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tain their autos in safe mechanical 
condition, has announced that it is 
making available for public show- 
ing a sound and color movie de- 
picting operations of Pennsylvania’s 
pioneer vehicle inspection law. 

The company said that the film 
has been viewed by more than 150,- 
000 persons. Arrangements for use 
of the film may be made by writing 
Thompson Products, Inc., 2209 Ash- 
land Road, Cleveland 3, O. 


* * * 
Car Insurance Rates Cut 
For Washington Drivers 


OLYMPIA, Wash.—Reductions 
in passenger car insurance rates 
totaling some $2 million annually 
have been announced by William 
A. Sullivan, state insurance com- 
missioner. 

Comprehensive coverage and 
collision will be reduced 12.7 per- 
cent on all types of cars. Liabil- 


period. Most important consumers 
were the tin-plate manufacturers 
with 8,125 tons, 6 percent more 


ity will be cut about 10 percent k 
with three exceptions: Those in 


sifting through a record number 
of dream cars entered in the 1955 
Fisher Body Craftsman’s Guild 


around windshields said to give = +. ® 
280 wipes per minute. The sys- | Th i 
tem features a “Panoramic Rain- ompson Produces Film 


a a 


SS 


than a year ago, and solder manu- 
facturers with 2,584 tons, 18 per- 
cent more. ‘ ‘ 


Million Delco Batteries 


ANAHEIM, Calif——General Mo- 
tors’ Delco-Remy plant here has 
produced its one millionth automo- 
tive storage battery since produc- 


tion started one year ago. 
* * * 


Gardner Heads Tire Dealers 
LOS ANGELES.— The Los An-| 
geles branch of the National Assn. 
of Independent Tire Dealers has 
elected Art Gardner president. He 
succeeds Gordon Helmick. | 
* * * | 


Curved Zipper Seals 
Convertible Window 


AKRON. — Curved, water-tight 
zippers with rubber protective 
“lips” seal the rear windows of 
Ford and Mercury convertibles, 
according to B. F. Goodrich Co. 

The firm said the zipper was 
developed by B. F. Goodrich Co.’s 
industrial products division and 
was adapted for automotive use by 
Ford Motor Co.’s engineering staff. 

+ * 





Burglars Steal $2,000 


CINCINNATI. — Burglars stole 
$2,000 in cash from a safe in 
Edward Wissel Motors, Inc., here. 
The firm reported the yeggs also 
tossed $11,000 in checks into an 
ash can. 

* * * 
Books on Management 


Listed in Publication 


NEW YORK. — Controllership 
Foundation, Inc., research arm of 
the Controllers Inst. of America, 
has issued an indexed and anno- 
tated bibliography entitled ‘“Man- 
agement Planning and Control.” 
The 178-page volume lists 721 
separate books, monographs and 
magazine articles on various as- 
pects of the subject. 

Copies are obtainable from the 
foundation’s headquarters at 1 E. 
42nd St, New York 17, N. Y.,, 
priced at $5 to members of Con- 
trollers Inst., $6.50 to all others. 

* a * 


Hall-Scott Motors Enters 
Electronics Field 


BURBANK, Calif.—Laurance H. 


Cooper, president of MHall-Scott 
Motors Co., has announced another 
step in his firm’s diversification 
policy with acquisition here of Bar- 
well & McAllister. The new divi- 
sion enables the firm to enter the 
electronics field. 
* * s 


40 Receive Service Pins 
TOLEDO. — Forty employes of 


the new L-O-F Glass Fibers Co. | 


received service award pins from 


R. H. Barnard, president, at the} 


company’s first annual award din- 
ner. All had attained their service 


records as employes of either | 


L-O-F Glass Fibers Co. or Glass 
Fibers, Inc. The two firms merged 
last March. 


x * ® 


Thieves Steal New Car 


To Move Dealer’s Safe 

PROVIDENCE. — (UTPS) — 
Thieves broke into Ferncrest Mo- 
tors, Inc., North Providence, stole 
a safe containing $1,000 in cash 
and bonds and drove off in a 
new car taken from the show- 
room floor. 


The Trinity Auto Finance Co., 


| 





model car competition. 


At stake are cash awards and 


scholarships valued at $90,000. State 
and regional winners will be an- 
nounced 


in July and the eight 


bow” blade designed to go around 
the sharp side curvature of wrap- 
around windshields. While initial 
use of the Trico development will 
be confined to the original equip- 


te bec 


On Motor Inspection Law 
CLEVELAND.—Thompson Prod- 
ucts, Inc., which has expressed the 
opinion that the nation’s death toll 
can be reduced if motorists main- 


the Seattle-Renton-Tacoma area, 
on cars owned or principally 
operated by unmarried persons 
under 25, and for those in five 
communities near Spokane. 





IT TAKES‘MORE THAN BEARINGS 
TO MAKE UP A BEARING LINE! 


ENGINE — 


Next time you open a Federal-Mogul package 
and take out the bearing . . . think of its back- 
ground. Federal-Mogul engine bearings are 
products of specialized skills and sciences. Our 
research, design, metallurgy and precision manu- 


for New Power... 


FEDERAL-MOGUL 


Oil-Control Bearings 


RESEARCH e 


DESIGN e 


METALLURGY 
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facturing aim for just one goal—the very finest in 
engine bearings for all your replacement needs. 
Whatever your engine bearing needs— you will 
find the best answer in the red-and-black Federal- 
Mogul package. Ask your Federal-Mogul jobber! 
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By Leo T. Parker 


Attorney at Law 


DEALER in Miami, Fla., asks: 

“I sold a demonstrator as a 
new car. Can the purchaser sue me 
for damages? If I set back the 
speedometer does this make it bad 
for me? I have read of your writ- 
ings in Automotive News, but I 
hope you can give me details with 
some court decisions to give my 
lawyer, as I misplaced my copies 
on this law.” 

After reviewing the law on the 
involved subject my opinion is, as 
follows: If the purchaser can prove 
that you represented the used au- 
tomobile to be new, he can recover 
from you damages equal to the 
difference between the actual val- 
ue of the car and the price which 
he paid. 

Also, if he can prove that the 
speedometer was set back with- 
out his knowledge he may recov- 


Lawsuits Affecting Dealers ... 
Court Decisions 
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er punitive damages, amounting 
to $300 to $1,000. 


It is well known, of course, that 
@ purchaser may sue and recover 
damages from a seller who fraudu- 
lently induced a contract of sale. 
Also, the purchaser may recover 
“punitive” damages in addition to 
the ordinary financial losses he 
sustained as a result of the seller’s 
fraud. 


Punitive damages are awarded 
as additional compensation to the 
purchaser and incidentally these 
additional compensations are in- 
tended to act as “punishment” to 
deter sellers from defrauding pur- 
chasers in a like manner. 

* + * 


Additional Cases 


For example, in District Motor 
v. Rod, 88 Atl. (2d) 489, it was 
shown that a purchaser purchased 
a motor truck whose speedometer 





registered 50 miles. Later, the pur- 
chaser learned that the speedom- 
eter had been “set back.” 


In subsequent litigation the high- 
er court held that the purchaser 
could recover from the seller all 
ordinary damages he incurred plus 
$400 exemplary damages. 


For comparison, see Ader Motor 
Co. v. Zimmer 71 S. E. (2d) 270. 
Here it was shown that an automo- 
bile dealer sold to one Zimmer a 
1948 model motor automobile which 
was in fact verbally represented 
by the dealer to be a 1949 model. 
The bill of sale stated that it was 
a 1949 model. 


In later litigation, although the 
actual difference in the trade-in 
value of the 1948 and 1949 models 
was only $200, the higher court 
awarded Zimmer $1,000 damages, 
saying that punitive damages 
were justified. 


For further comparison refer 
your lawyer to the case of Saber 
v. G.J.C., 60 N. E. (2d) 224. Here 
the testimony showed facts, as fol- 
lows: A man named Saber pur- 
chased a thoroughly worthless re- 
conditioned appliance believ- 
ing that it was new. Saber sued 
the seller for the price paid for the 








“It was driven by an elderly 
driver who always came in last!” 





merchandise, plus $5,000 exemplary 
damages. 

During the trial Saber testified 
that the seller’s representative had 
stated that the machine was new. 
However, the salesman denied that 
he so stated. But Saber proved that 








"LOOK HERE, MR. FINSLIP! HEIL BODIES AND HOISTS 
TAKE A LOT LESS UPKEEP!” 


RUGGED ‘‘NO-SAG"’ BODY CONSTRUC- 
TION—interlocked, welded sub-structure 


integrally welded to body floor; 
flanges on top rail and rub rail; V-section 
side braces; one-piece sides; box braced 


tailgate. 


**LOW-MAINTENANCE"’ HOISTS — inde- 
pendently mounted Perma Pump lines up 
directly with power toke-off for short, 
straight shaft installation, with less fric- 
tion power loss and less wear on the 
universal joint. Only 8 weor points, all 
lubricated, on lifting assembly. 





extra 


long life with big pay load. Here are just a few: 


Always 


THE 


@ Low maintenance costs can be your best sales pitch, too, and the 
easiest to prove because of the many Heil exclusive features that combine 


“No-Sag” body construction — floor can’t sag—sides can’t bulge. 
Steel plate hoist frame reinforced with box-section cross members at 
front and rear. Simple toggle-principle arm assembly eliminates many 
troublesome parts. Screwed cylinder head permits easy access to piston, 
packing and other cylinder components. Lightweight design assures 
bigger pay load. 

Your Heil distributor will be glad to tell you about the many other 
sales-clinching features, too. 


ail yl 
HEIL co. 


DEPT. 5975, 3059 W. MONTANA ST., MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N., J. — Lancaster, Pa. 


Heil Sales Offices: New York, Union, N. J., Lancaster, Pa., Atlanta, Cleveland, 
Milwaukee, Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle 
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the seller consistently advertised 
that he sold only “quality” mer- 
chandise. 

The jury refused to allow Saber 
$5,000 exemplary damages, but the 
Supreme Court reversed its verdict 
and held that the jury should have 
decided from the testimony that 
the seller was guilty of deceit, fraud 
and malice, because he knew or 
should have known that his rep- 
resentative had practiced fraud. 

* * + 


Employer Guilt 


| YHUS, in this case, although the 
| jury decided that the seller 
could not recover $5,000 punitive or 
exemplary damages, the Supreme 
Court reversed the decision. This 
court quoted law, as follows: 


“The fact that an employer re- 
tains an employe, after knowledge 
of the latter’s wilful and malicious 
conduct, tends to prove ratification 
of the employe’s act sufficient to 
support a verdict against the em- 
ployer for punitive damages .. .” 


Therefore, it is quite apparent 
that the courts take the view that 
the subsequent retention or promo- 
tion of an employe guilty of a legal 
wrong is “ratification” by the em- 
ployer of the deceitful or fraudu- 
lent acts previously committed by 
the employe. 


Of course, a seller never is lia- 
ble for a previously honest sales- 
man who acts fraudulently with- 
out authorization or knowledge 
of the seller, his employer. 


In the case of Tracy v. Athens 
& Pomeroy, 152 N. E. 641, the high- 
er court said: 

“A principal, therefore, though 
of course, liable to make compen- 
sation for injuries done by his 
agent within the scope of his em- 
ployment, cannot be held liable for 
exemplary or punitive damages 
merely by reason of wanton, ap- 
pressive, or malicious intent on the 
part of the agent. 


The employer cannot be punished 
for the personal guilt of his serv- 
ant or agent, unless the employer 
authorized, ratified, or participated 
in the wrongdoing.” 

om * * 


Arkansas Rules Minor 


May Rescind Contract 


The Arkansas Supreme Court has 
ruled that a minor can rescind a 
contract for purchase of an auto- 
mobile and that, if he is younger 
than 18, he may be relieved of re- 
sponsibility to reimburse the seller 
for any loss incurred. 


The decision reversed a lower 
court ruling in the case of L. D. 
Robertson, a minor, who purchased 
a light truck on an installment 
sales contract. The truck burned 
and an insurance firm which 
learned that he was a minor re- 
fused to deal with him. The dealer 
filed action to recover on the truck 
and won in the lower court. How- 
ever, the high court ruled the con- 
tract illegal and ordered that the 
dealer pay the youth $350 of the 
$723.85 originally allowed on his 
tradein. 





*® * * 


Court Throws Out Ban 


On Gas Price-War Signs 


BALTIMORE. — A 1948 city or- 
dinance prohibiting gasoline price 
signs larger than eight by 10 inches 
has been ruled invalid by Judge 
Joseph R. Byrnes. 

Finding the ordinance “an arbi- 
trary exercise of police power,” the 
judge acquitted the owners of 
Savon Gas Station. The defendants 
had argued that the law prevented 
independent dealers from inform- 
ing the public that they sold gaso- 
line at cheaper prices. 

- * 7” 


Kansas Supreme Court 
OK’s 2 Taxes on Cars 


The Kansas Supreme Court has 
ruled that automobiles owned by 
out-of-state firms but housed at the 
residences of employes who live in 
Kansas are subject to personal 
| property taxes in the state. 

“It is not unconstitutional for 
more that one state to tax personal 
property,” the high court ruled. 
| The ruling affirmed a lower 
court decision disallowing three 





Missouri firms’ applications for tax 
rebate on their cars stationed in 
Kansas. 
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7 I attended the graduating 
exercises of the Ford-L-M 
group of boys, who had success- 
fully come through their vocation- 
al school training and the Ford- 
L-M elimination examination, I got 
quite a bang out of two simple il- 
lustrations Mr. McGrath of the De- 
troit public school system used to 
point out the opportunities ahead 
of these embryo mechanics if they 
applied themselves in their work. 

Seems to me that they could well 
apply to all of us these days of 
hurly-burly haste and waste. 

McGrath used as one illustra- 

tion the stone in the path of 

progress of all of us. To many of 
us it is a stumbling stone that 
hinders our progress and may 
even throw many of us off course. 

To others, it is a stepping stone 

that enables the traveller to 
jump to greater heights. 

Then he used the analogy of the 
short bar of steel that in its ingot 
form was possibly worth around 
$3.00. When made into bolts and 
nuts, it could be possibly worth $30, 
but when made into needles it 
could bring as much as $5,000. But 
when this same bar of steel was 
made into balance wheels for fine 
watches, it would be worth a quar- 
ter of a million dollars. 

The difference of course in both 
illustrations is how the maker used 


the tools he was provided with. 
* * * 


Applied to Endeavor 


I AM wondering if the quality of 
the workmanship in our dealer 
shops and the employe-dealer rela- 
tions in those shops wouldn’t be 
raised to a new level if dealers took 
the trouble to call their shopmen 
together for a dinner once in awhile 
and talked to them along the same 
line—and then followed through 
with the proper appreciation in the 
pay envelopes of those mechanics 
who showed that they sincerely 
were trying to work for the best 
interest of both customer and 
dealer. 

I am a great believer in the in- 
centive system, especially when it 
is applied to endeavor and attitude 
rather than just to superior skill. 
Some men have the natural ability 


to do certain work faster than} 
others. Speed in itself, however, is, 


not the principle objective to work 
toward in a retail automobile serv- 


ice shop. The flat rate timing is set 
(Continued on Page 30, Col. 1) 
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ASIS Dies; West Gets Show 


8 big Automotive Service In- | 


dustries Show will not be held 


| this year and may never take place | 


|}as such again. The three after- 
| market associations will not meet 
|in Chicago for their annual con- 
ventions as planned, but have 
moved their conventions to San 
Francisco Feb. 21-22. 


Unless present thinking changes 
materially in the next few 
months, the biggest and most 
extravagant show in the automo- 
bile business definitely will be 
no more. 


Last month 
decided by the men behind the 
sponsoring of the big parts and 
equipment show that the break 
would be made this fall and in- 
stead of the three associations— 
Motor and Equipment Manufactur- 
ers Assn., Motor and Equipment 
Wholesalers Assn. and the National 
Standard Parts Assn. holding 
their annual meetings in Chicago 
during December as planned, they 
would move to San Francisco. 

* *~ * 

ee plans now call for 

the annual conventions of the 
three associations who sponsor the 
ASIS to take place in San Fran- 
cisco on the two days prior to the 
opening of the Pacific Automotive 
Show. 

This action seemingly sets the 
pattern for the future. It is under- 
stood that in 1957 the three associ- 
ations will meet in Boston just 
prior to the regional show that is 
scheduled to be held there if the 
proper provisions can be made for 
space and rooms. 

The decision to do away with 
the ASIS and a single big jobber 
show run by the Joint Operating 
Committee representing the three 
sponsoring associations is stated 
to be a part of a plan whereby 
the associations’ conventions will 
be held in various locations 
throughout the country where 
adequate facilities are available. 

The groups hope that by thus 
rotating the location of the annual 
conventions, preferably in conjunc- 
tion with an outstanding regional 
show, it will make their conven- 
tions more accessible to more mem- 
bers over at least a three-year 
period. 

This decision could have been a 
momentous one if it were not for 
the fact that the ASIS had gotten 
so large, and so expensive for many 
exhibitors for the “play” they got 
out of the show that for several 
years many influential executives 
in the trade had come to think 
of it as a “white elephant.” 

* * * 


XHIBITORS felt that a show 
of this size and importance 
should be open to the trade. These 
exhibitors wished to exhibit their 
products to the retail service out- 


it was definitely | - 


tomers. 

Like the national automobile 
shows held by the automobile man- 
ufacturers, the ASIS had outlived 
| its original purpose, that of being 
|a show and meeting place where 
the manufacturer could meet and 
show his full line to a large num- 
ber of jobbers and get new jobber 
| outlets. 

In the early days of the na- 
tional automobile shows the car 
makers showed their new crea- 
tions with the idea of signing up 
dealers but as the number of 


lets, which after all are their cus- | 


makers dwindled, this prime mo- 
tivation became less and less 
important. 

The same is true in a great 
measure with the ASIS. 

Except for the smaller and newer 
makers of replacement parts, shop 
|equipment and _ accessories, the 
manufacturers today have their 
outlets well established and again 
except for these smaller makers, 
the show had become a place where 
the jobbers came in to talk with 
the “brass” of their suppliers and 
partake of the suppliers’ hospital- 
| ity. 














Convenient NADA Exhibit— 


The exhibition floor for the Truck and Shop Equipment Exhibition, held in connecy 


tion with the annual NADA convention, is 





directly under the main ballroom of Wash- 


ington's Sheraton Park Hotel, where all meetings and clinics for this year’s convention 
will’ be held. Two entrances lead from the ballroom to the show area, making it 


easy for those attending ballroom meetings 
* 


HE next National Automobile 

Dealers Equipment Exposition, 
which will be held in connection 
with the annual NADA convention, 
will provide over 40,000 square feet 
of exhibit space in the Sheraton- 
Park Hotel, one of the two official 
headquarters hotels in Washington. 


Now that the new exhibition area 
is completed it is possible to show 
how the main part of the show will 
be held on the floor directly below 
the ballroom of the hotel, where 
the meetings will be held, and in an 
annex floor of the adjoining garage. 
| An enclosed entrance leads from 





Repeaters Boost Shop Profit 


By Sanford Markey 
Staff Correspondent 
((LEVELAND. — An outstanding 

4 record in establishing a service 
department business has been re- 
corded by Lou Meliska Pontiac, 
Inc., after seven years, a compara- 
tively short time in the retail auto- 
mobile business. 

William Manley, Pontiac zone 
service manager, said “we don’t 
know how he does it, but in a few 
years the dealership has built a 
service business that—for its small 
shop — exceeds that of any other 
Pontiac dealer in the Cleveland 
area.” 

Meliska maintains that “repeat 
sales and repeat service business 





is the most profitable kind for 
the dealer since it costs less to 
keep an old customer than to 
sell a new one.” 

With O. L. Peterson, service 
manager and formerly with the 
Pontiac retail store, Meliska has 


built a new building to house the | 


service department. 
* * * 


MELISKA is a great believer in | 


advertising and followup and 
started a definite program to 


NEW PRODUCTS 


Page 44 





|} achieve a creditable service pro- 
| gram by mailing 5,000 monthly cir- 
culars to selected Pontiac owners 
in his area. 

He also established the “sales 
builder owner-control system” for 
followup and employed an outside 
company to aid in building a re- 
|turn business. 

In the first seven months of 
1954, Meliska averaged $17,448 in 
total labor per month as pro- 
duced by 15 mechanics, plus four 
regular polishers or about $920 in 
| labor charges per man. 
| Furthermore, mechanics on flat 
rate percentage earn more than 
average wages paid in other deal- 

(Continued on Page 31, Col. 1) 





to get to the hom. 
. « 


NADA to Stage Convention, 
Exhibit Under One Roof 


the main exhibition room directly 
to the annex. 

Two stairways lead from the 
ballroom down to the exhibition 
making it convenient for the 
dealers who attend the various 
convention meetings to get to 
the exhibition. 

While the exhibition will be 
shortened to four days, Jan. 28- 
Feb. 1, it still will be open Satur- 
day and Sunday so that area deal- 
ers will be able to bring in their 
service and truck managers to see 
the various exhibits without inter- 
fering with normal workday sched- 
ules. It also is planned to keep the 
show open three nights until ap- 
proximately 9 p.m. for the conven- 
ience of the area managers as well 
as those dealers who find it diffi- 
cult to get into the show during 
the day. 





* * 


C IS claimed by NADA officials 
that advance régistrations for 
the coming convention are greater 
than ever before this far in ad- 
vance of the convention. 

In addition to enabling dealers to 
visit Washington and see the na- 
tion’s Capital, the show also will 
feature President Eisenhower as 
one of the speakers. Special films, 
giving the highlights of Washing- 
ton’s attractions, are being pre- 
pared and will be sent to the vari- 

(Continued on Page 35, Col. 1) 





Little, if any, business was done 
by the larger makers that wouldn’t 
have been done by the makers’ 
field men in the course of their 
regular travels. 

* * * 

ECAUSE of the rules that had 

prevailed up to last year, no 

small maker: could show at the 
ASIS unless he also belonged to 
one of the sponsoring associations. 

Under the new arrangement the 
manufacturers will have nothing 
to do with the running of the show 
in any way. That will be left en- 
tirely up to the “area” jobbers who 
sponsor each regional show. 

The Automotive Show Co-ordi- 
nation Board, representing the 
three former sponsoring associa- 
tions, the Automotive Engine 
Rebuilders Assn., and the Tool 
and Equipment Institute, will 
work with the regional show 
committee to make certain that 
there are enough hotel rooms 
and enough exhibit space to take 
care of the manufacturers who 
wish to attend and exhibit. 

It takes from 2,500 to 3,000 rooms 
to house adequately the jobbers 
and manufacturers and their staffs 
who usually attend an ASIS. It is 
expected that, in most instances, 
it will take approximately the same 
facilities to take care of those who 
will want to exhibit in the regional 
show that is selected as the con- 
vention spot for the associations. 

* ok ik 
pais, this new form of handling 
the annual big parts show elim- 
inates a number of “festers” and 
provides several] distinct advan- 
tages over the old ASIS. These are: 

1. Any manufacturer can exhibit 
in the show whether he is a mem- 
ber of one of the three associations 

or not. 

2. Any jobber can attend the 
show as long as he is a legitimate 
established wholesaler without be- 
longing to the associations. 

3. On the days the show is 
open to the trade, any established 
retail merchant can attend the 
show whether he is a car or 
truck dealer or super-service 
station operator or has an oil 

(Continued on Page 32, Col. 3) 


Ford, L-M Train 


Young Mechanics. 
For Detroit Shops 


ETROIT-AREA Ford and Lin- 
coln-Mercury dealers for five 
years now have been proving that 








dealers can develop their own | 


young mechanics. 


Each year, in cooperation with ~ 
the high school vocational training © 
program of the Detroit public © 
schools they have held a contest | 
for students graduating with high- © 


; i 
ics from each of the city’s voca- | 


est honors in automotive mechan- 


tional high schools. 

These top graduates are given 
a week’s intensive schooling and 
examination. Those who come 
through this test with flying col- 
ors are not only given a diploma 
and prizes but those who indicate 
that they wish to work are given 
a job by a dealer as near to 
home as possible. 

This year ten students were grad- 
uated from the Ford-L-M program, 
five of them with marks so nearly 
perfect that the committee had 


difficulty in determining the first | 


three winners. 
* * 1” 
THE graduating exercises were 


held in the Ford Technical Cen- 
(Continued on Page 34, Col. 3) 
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to take care of the slowest of able 
mechanics. 

But the tuneup boy who turns 
out a tuneup job in 15 or 20 min- 
utes just breeds trouble for every- 
one including the customer. 

The lubrication man who lubri- 
cates a car, including refilling the 
shock absorbers and repacking 
the universal joints—as one tick- 
et I know of claimed—in 55 min- 
utes does more harm to customer 
following than thousands of dol- 
lars of advertising can repair. 


Of course, it is natural for any 
mechanic to get as much “lettuce” 
in his pay envelope as possible, but 
I know dealers who have been very 
successful in selling their mechan- 
ics on the value of doing the work 
so carefully and right that they not 
only retain customers but add new 
ones—something that seems to be 
a rare quality these days. 

One dealer gives his mechanics 
the finest and fastest tools he can 


purchase. This dealer is constantly 
studying his shop to see how each 
standard operation can be speeded 
up properly—that is, cut the time 
of doing the job but also retain or 
increase the quality of the job be- 


ing done. 
+ * * 


Cards for Mechanics 


O CHANGE is made just to gain 

speed. If in any way the qual- 
ity of the work is lowered by the 
faster method, it is never put into 
effect until additional study and 
experimentation can get the speed 
aimed for without any sacrifice in 
quality of workmanship. 

This dealer always has a long list 
of applications from top mechanics 
who want to come to work for him. 
The reason is simple—his brake 
man, for instance, averages 55 to 60 
hours pay on his flate rate work 
for every 40 hours he puts in on 
the job. And with the tools the 
dealer has provided, the mechanic 


Crem ERS Es 
to these questions ! 


does not have to work as hard as 
the average brake man who has to 
break his back to get out 40 hours 
of pay each week. 


Another dealer puts signs over 
each mechanics stall, not only 
designating the type of work done 
in that stall but the name of the 
mechanic. He also has business 
cards for each mechanic with his 
name on them and encourages 
his mechanics to drop these cards 
into the cars of their make that 
the mechanic may pass on the 
street or at a gathering. 


The dealer claims that approxi- 
mately one-third of his customers, 
new and old, come in asking for a 
certain man to do their work. If 
the work is of a nature not nor- 
mally done by that mechanic, the 
customer is told that the man 
named will get full credit for the 
job, but would they allow the man- 
ager to assign their car to a man 
who specializes in the type of work 
needed ? 

The dealer finds this works out 
beautifully. In some cases the cus- 
tomer wants to ask the mechanic 
he asked for if it is alright with 
him, and in these cases the order 
writer takes the customer down to 
that mechanic’s stall just so that 


he can be convinced that the me- 
chanic won’t mind. 
* * * 


Fast Drying Enamel 


ALSO attended a demonstration 

of a new type of enamel the 
other day. It won’t be announced 
for another month yet since the 
manufacturer is up to his ears 
building up sufficient stock in the 
many colors so that his outlets will 
be supplied before the product is 
announced. 

But it’s my guess that this prod- 
uct is going to get a “happy re- 
ception” in the shops of many 
dealers — especially those volume 
boys who have plenty of head- 
aches giving new two-toning to 
new cars and fast painting of 
used cars and trucks. This prod- 
uct is a twenty-minute air-drying 
enamel that is guaranteed not to 
chip and to give the quality of 
an ordinary quality paint job. 

I saw it practically eliminate the 
orange peel that is nearly a trade- 
mark for one popular priced car, 
the stuff flows so smoothly and 
evenly. 


ASIS in Tent 


ELL, this will be interesting 
news to you boys who now in- 


* * 


ACen erm eee ete 


tend to exhibit your wares in tl > 
new version of the ASIS. The r 
gional show in San Francisco w 
be in a tent show most likely. TI e 
Civic Auditorium in the Bay city 
isn’t big enough to hold the norm: | 
regional show, and they will have 
to put up a tent outside the buildin». 
I understand that this year, in ant - 
cipation of a much bigger exhibiter 
list, Leonard Gibson, the show man- 
ager, has received permission from 
the city fathers to close Grove Si. 
entirely so that they can more than 
double the length of the largest 
tent they have ever needed for the 
regional. 

Last month in my Backshop co!- 
umn I stuck my neck out a mile 
with a “beef” because I had to buy 
a spotlight every time I got a new 
car in order to get a rear view 
mirror that swiveled and could be 
operated from inside the car. I 
wear glasses and the reflection from 
the headlights of cars coming up 
from behind me practically blind 
me, and I want to be able to “tune 
these light rays out” when nec- 
essary. 

I found out, as I do every once 
in awhile, that I have readers, 
especially among some of my 
business friends, and that I am 
not as well acquainted with what 
is available in this industry as I 
am supposed to be. 

Bill Bottle, one of my good Boost- 
er Club manufacturer reps, quickly 
wrote me that one of his accounts, 
Unity Mfg. Co., makes a beautiful 
model of an inside control pano- 
ramic rear view mirror and to shut 
my big mouth about the laxity of 
the mirror designers—just call him 
when I get another new car. Now 
I am going to pose the question, 
“will it mount so that you can see 
it without squinting through a nar- 
row wind vent on the modern wrap 
around windows?” I expect I'll get 
a rise to that, too. 

Well, I like trout fishing and love 
to see a rise to the proper fly if 
you present it right. How about it, 
Bill? 


* * * 


Penance for JW 


1: to really show how dumb 
I am (at times?), along comes 
Bob Emerick of the Pontiac public 
relations staff telling me that Pon- 
tiac dealers have had such a mir- 
ror in their accessory line in 1953 
and 1954 and sending along a photo- 
graph of the 1955 model—and Pon- 
tiac really has wrap arounds. 


That should surely be enough 
to put me in my place and show 
me that I should be a little more 
observant, but no—my good 
friend, Ed Hutchinson, formerly 
sales manager of the Sparton Au- 
tomotive division but now retired 
by a skip-beat ticker, comes up 
to remind me that some four or 
five years ago he personally dem- 
onstrated a then new Polarvision 
mirror that completely eliminated 
the blinding rays that so annoy 
me. 


That caps it all—when a guy who 
is retired to a rocking chair status 
continues to read this paper and 
my column just so he can flaunt 
my failing memory in my face, it 
is about time I give up any idea— 
if I ever had one—of writing a 
book about the early days in the 
industry. What a mess I’d make of 
such a book if I can’t remember 
back five years! 


Guess I’m glad that old Cap 
Sparks isn’t around any longer— 
he’d make me join his Zouaves just 
for penance, and with the four- 
four time they march to, I’d really 
have to go to work to improve my 


wind. 
* * * 


Checking Invoices 


NE of my good dealer associa- 

tion manager friends is point- 
ing out to his dealer members 
something that every dealer should 
make a practice of doing right 
along. That is the simple item of 
good business management of 
checking the invoices that he gets 
from his factory, especially the 
parts invoices. 


Dealers who have done this find 
that, in many cases, promotion mat- 
ter is billed to the dealer on his 
parts invoices and never gets sep- 
arated properly on the dealer’s 
books, this manager claims. Thus, 
the dealer may think his parts stock 
is high whereas part of it may be 
that stuff that he labels under the 
general heading of “giveaway gim- 
micks.” 
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Ho w Meliska Does It... 
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Repeat Customers 
Boost Shop Profit 
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erships and Meliska’s personnel 
turnover is practically nil. Most of 
his men have been with him since 
1948 when he left Pontiac—after 26 
years with General Motors Corp.— 
to establish his dealership. 

* + & 


eo service departments count 
on body work to “pay the 
freight,” but at Meliska’s body 
work is on a 50-50 basis. The high- 
margin polish department helps 
offset other operating costs with 
an average of 200 jobs per month, 
most of which is booked by ad- 
vance appointment. 

The service department, in ad- 
dition to Peterson, employs two 
service salesmen and two body 
shop foremen for a supervisory 
staff of five. 

Efficient handling of internals is 
an important key to the success 


of Meliska’s service operation. To- | 
tal labor volume, according to the | 
dealership figures, is $5,778 per| 
month internal and $11,670 external | 


customer labor. 

The internal volume is split 
among new-car make ready, war- 
ranty inspections and used-car con- 
ditioning, equally divided among 
the regular mechanics along with 


the customer paid labor. 
* of 7“ 


— are no regular new-car | 


preparation men and only one 
mechanic specializes in used-car 


reconditioning. The used-car de-| 
partment employs a full-time re-| 
conditioning manager who road) 
tests all cars and plans all work | 
within a controlled budget which | 


is an important item in the volume 
of over 80 used cars sold monthly. 

To insure careful new-car de- 
livery and inspection work, the 
mechanic’s number is marked 
under the hood so that any come- 
backs will be returned to the same 


mechanic. All mechanics are! 


brought to realize the importance 
of building repeat business which 
reflects an unusually steady stream 
of customers. 

According to the customer con- 
trol system’s figures, an average 
of 5 percent of the 1,600 active 
customers are considered lost 
each month because they have 
not returned for service for over 
four months. 

A continuous telephone contact 
is maintained on these inactives 
which results in a return of about 


‘Gold Mine’ Seen 
In Servicing of 


Cooling Systems 


NEW YORK. — Selling proper | 
summer chemical maintenance of | 
car and truck cooling systems of- | 
fers the automotive service indus- | 


try its biggest untapped seasonal 


market—a $116 million “gold mine | 


of long-neglected revenue,” accord- 
ing to Zac Drake, general sales 
manager of Permatex Co., Inc. 


New products for cleaning, flush- | 


ing, conditioning and water - tight 
sealing of radiators and cooling 
systems are needed just as much in 
summer as in winter to insure effi- 
cient performance, Drake said. 
Chemical servicing will help 


guard against costly breakdowns | 
caused by engine overheating, es- | 


pecially during the peak traffic-jam 


months of June, July and August, | 


he said. 

About one out of five cars and 
trucks will become overheated in 
summer traffic congestions, Drake 
estimated, and about one in every 
30 cars will stall or stop because of 
overheating in summer traffic tie- 
ups. 

An efficient job of chemically 
cleaning and conditioning cooling 
Systems can be done at a retail 
cost of only about $2 per vehicle, 
Drake said. 

With 58 million vehicles on the 
road, an aggressive campaign by 
the automotive industry to sell ev- 
ery vehicle owner on the necessity 
of this summer service would pro- 
duce annual retail sales of $116 
million he stated. 








50 percent to the active list files, 
the net loss of customers being less 
than 3 percent per month. This is 
more than replaced by new cus- 
tomers attracted by the monthly 
advertising campaign. 
: x * 
A VALUABLE byproduct of the 
telephone survey is that 15 
percent of the owners contacted 
volunteered the information that 


O-Ring Distributor Picked 


CLEVELAND. — Appointment of 
Al Xander Co., Corry, Pa. as a 
Parker o-ring distributor in north- 
western Pennsylvania, northeastern 
Ohio and southwestern New York 
has been announced by D. W. 
Holmes, vice-president, Parker 
Appliance Co. 


1 





they are thinking of buying an- 
other car. These prospects are 
turned over to the sales manager 
on a regular form for immediate 
followup. 

Meliska said that “consistent 
month-by-month promotion, plus 
training of customers to utilize the 
appointment system” will aid any 
dealership. (In the direct mail 
circulars, the prospect is urged to 
call for a future appointment at 
a convenient time.) 


Furthermore, he said, strict ad- 
herence to bookings, particularly 
when made a week in advance, is 
necessary. In return, Meliska makes 
it a policy to pull the wheels on 
every car with over 15,000 miles 
on the speedometer. Not only, it 
was reported, is this a safeguard 
to the customer who appreciates 
this courtesy, but it frequently pays 
off with new brake linings. 

Car owners, with children, get 
lollipops for the kiddies when 
bills are paid and in the winter 
months they are given window 
scrapers. 

Meliska, active in civic affairs, 
provides a car for his community’s 
“welcome wagon” and gives all 
newcomers in the area a souvenir 
and free chassis lubrication. 


ae 5 ge ee es 


Eye on Customers— 


O. L. Peterson (left), service manager of Lou Meliska Pontiac, Inc., Cleveland, re- 
ceives reports on customer activity from R. L. Briggs, service promotion manager of 
Dobie Co., at the “sales builder tool board,” used also to supply prospects to the 
new and used-car sales force. 
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Only PeG Valve-Ganner Measure This 
Valve Gap 100% Accurately...Every Time! 


Saves up to 50% of Valve Adjustment Time, too! 


The P&G Valve-Gapper, a precision instrument, utilizes a dial indicator gradu- 
ated in .001” to measure with micrometer accuracy the movement of the rocker 
from the time the valve closes until it again starts to open. 

As this movement is the “true” gap, regardless of the condition of the rocker arm 
or valve stem, you can make micrometer accurate adjustments on OHV engines 


every time. 


The Valve-Gapper is simple and easy to use. Valve adjustment time is cut as 
much as 50% —both hands remain on tools until adjustment is completed. While 
the engine idles the serviceman can actually “see” the valve clearance on the dial 


indicator before, 
during and 


after adjustment. 


Valve-Gapper Instantly Spots Weak, 
Noisy or Defective Hydraulic 


Valve Lifters 





There’s a VALVE-GAPPER for almost every 
OHV gas engine, Ask your jobber for the 
model best suited to your needs. 

Models also available for GM-71 and 
110 series Diesel engines, Cummins ond 
other Diesel engines. 


Now you can instantly “see” on the dial indi- 
cator the condition of hydraulic lifters....You 
can use the Valve-Gapper to show car owners 
which valves are sticking and noisy. In many 
cases you can use the Valve-Gapper to free 
sticking valve lifters—write for details. 


Reduce Service “Comebacks” 


With P&G VALVE-GAPPER, the uniformly 
accurate .valve settings virtually eliminate 
costly service comebacks and your customers 
‘will have smoother running, more efficient 
cars. Every Valve-Gapper tully guaranteed. 


New Model Now Available for 
°55 V-8 Chevrolets and Pontiacs 


Model 121 expressly designed for 1955 
Chevrolet and Pontiac V-8 engines. Also fits 
other Chevrolets. 


Order From Jobber or Write P&G Manufacturing Co. 
Ge ee ee ee eo eo we eee ee ee ee me eee 


P&G MANUFACTURING CO. Dept. 86 | 
305 N. E. Russell Street, Portland 12, Oregon | 


Please send me Valve-Gopper literature and prices. 
Ua I i ce cdncttdetineencecinnenbirenbenniin a 


Ne Ti a ccceeaietiniinchenctcstilnaeianliilahiiiiindediiadatianaastt ania 


City. peat SS eS eee 
Engines Serviced: [Passenger Car [}Gas Truck [) Diesel 
(Gas Industrial [Tractor 


My jobber is, 


! 
i 
| 
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Brake Clinic Boosts Service— 

Brake service is getting more and more attention as the importance of brakes to 
the safety of driving on our highways and streets is realized. The Grey Rock division 
recently held a brake clinic at Auto Parts Co., Reading, Pa. Above are shown part 
of the service managers, mechanics and repair shop owners who attended this 
important clinic. 


Conventions Also Go West 


Coast Gets 


dispensing franchise in connec- 
tion with his service station. 

It is planned that during the 
first day and the second morning 
of each show the attendance will 
be limited to the jobber members 
of the associations and the spon- 
soring jobbers of the regional show. 

This will provide the exhibiting 
manufacturers with all of the bene- 
fits that they normally obtained 
from the old ASIS, as most of the 
| jobber members were gone by the 
end of the second day of the show. 

It also will give the exhibitors, 
|who supply the space fees that 
|make the show possible, at least 
|three days in which their exhibits 
|can play to the trade in the area. 
| * * * 


I 





IS the thinking of those who 
are behind the present change 


1955 ASIS Is Killed; 


Show 


(Continued from Page 29) 


|that this step will tend toward | 


| making a few regional shows much 


|larger and stronger. It may also| 
tend toward eliminating some re- | 
gional shows that now vie for the | 
manufacturers’ exhibit dollars. Un- 


Portland C-A-S- Elects 


‘Brunner as President 

PORTLAND, Ore. — Cec Brun- 
ner, coowner of Ed’s Auto-Electric 
Service, has been reelected presi- 
dent of Certified Automotive Serv- 
ice Budget Plan of Portland. 

Other officers reelected were Al 
Lovering, Colyear Motor Sales, 
vice-president, and J. R. Stiens, 
Best Auto Spring, secretary-treas- 
urer. Harold Norris, Stark & Nor- 
ris Machine, and Cliff Diller, Auto 





Push Button 
Motor Switch 


Pressure sensitive Acracut 
Abrasive Disc provides 


instant replacement 


New type 


shoe adjuster 


Fast... Accurate... 


Easier to use than 
a common shoe gauge. 


Model B-103 shown 


Provides a precision brake job 
in less than average time... 
Stops guesswork... Elimi- 
nates come-backs and time lost 
on free adjustments. 


View shows B-103 mounted in 
adjusting and grinding posi- 20 Ibs. 
tion on front wheel of 1955 Chevrolet. 
For rear wheels simply loosen locking 
device and reverse adapter 180°. Ma- 
chine comes to you set for standard 
drum and shoe size. Shims are inserted 
for oversize drums. 


The B-103 mounts on Ford cars in the 
same manner. 


Weighs approx. 


Licensed under Barrett 
U. S. Patents Nos. 2031357, 2187962. 
Other patents pending. 


|Wheel Service, are new directors. 


1/6 Horsepower 
Universal AC-DC 


motor 


Built-In 
Dust Collector 


Locking device for reversing 


Cleft elim de ue ee a al 


Shims adjust for 
Drum Oversize 


Model B-103 Deluxe includes 


drum diameter gauge and 
extra supplies $128.50 
HERE’S ANOTHER NEW SPECIAL! 


Model B-110C for all 
Chrysler, Dodge, De- 
soto and Plymouth 
Cars. Plus all other 
cars with tapered 
rear axles. 


Only $168.50 


Also available 


Onder today aud stop your Srake “roubles 
BARRETT EQUIPMENT CO. 


21st and Cass 


St. Louis 6, Mo. 


B-105C for all Passenger cars 
B-115A for Passenger & Trucks 
B-120B for Bus and Truck 


less the show is held in a cit’ 
| where the rooms and show spac: 
| facility are up to the requirement : 
it is unlikely the regional will ge: 
the “nod” of the Show Co-ordina- 
| tion Board. 
| It is the present thinking of th: 
show group that the annual con- 
ventions be held on the West Coas 
|one year, in the east another anc 
in the midwest on the third year- 
and then rotate in that order. 

Thus, it may be found that 
several other cities will be favor- 
ed. The ASIS had grown so 
large and unwieldy that it had 
been almost limited to Chicago 
and Atlantic City and the latter 
was steadily losing favor as a 
spot to hold any type of an auto- 
motive show. 

The Pacific Automotive Show 
| will be held in San Francisco's 
| Civic Auditorium, Feb. 24-27, under 
the direction of J. Leonard Gibson, 
executive manager, and the area 
| jobbers who sponsor all West Coast 
|regional shows in the Bay area. 
| Gibson’s address is 714 W. Olympic 
|Blvd., Suite 504, Los Angeles. 





Engineer Papers 
On Service Items 


‘Read Before SAE 


| ATLANTIC CITY.—A number of 
|papers of interest to the service 
|industry were read at the Society 
|of Automotive Engineers summer 
| meeting held here last month. 


Those on petroleum product sub- 
| jects included “A Critical Look at 
|Chassis Lubrication” by L. J. 
| Kehoe jr., General Motors; “Chas- 
|sis Grease Retention Tests” by J. 
|B. Beltz, Oldsmobile; “A Rheopec- 
tic Grease for Chassis Lubrication” 
by J. D. Neesley, L. C. Brunstrum 
and H. J. Liehe, Standard Oil Co. 
| (Ind.); “Corrosion Inhibited Auto- 
motive Greases” by J. A. Bell, Shell 

Oil Co. 

“Service Requirements for Multi- 
| purpose Automotive Greases” by 
| J. M. Stokely, California Research 
|Corp.; “Chassis Lubricant Perfor- 
| mance—Driver’s Reaction” by J. F. 
| McGrogan, Atlantic Refining Co., 
Inc., and “Taking the Confusion 
| Out of Wheel Bearing Lubrication” 
| by P. V. Toffoli jr., Pure Oil Co. 
| Others papers were read on “Cen- 
| tralized Chassis Lubrication” by 
| Carl H. Mueller, Lincoln Engineer- 
| ing Co.; “Passenger Car Suspension 
Analysis” by A. C. Bodeau, R. H. 
Bollinger and L. Lipkin, Ford, and 
“The New Packard Torsion Level 
Suspension” by Forest R. McFar- 
land, Studebaker-Packard. 

Others were read on “The Twin 
| Ultramatic Transmission” by Car- 
| roll J. Lucia and John Z. DeLorean, 
| Studebaker - Packard; “Lincoln 
Turbo Drive Transmission” by H. 
|G. English, Ford; “GM Twin 
| Hydra-Matic Transmission” by L. 
T. Flynn and F. W. Brede, GMC; 
“Buick’s Variable Pitch” by R. J. 
| Gorsky, Buick. 

“Effect of Hydra-Matic Trans- 
missions on Gasoline Economy and 
Result in Maintenance Costs” by 
G. H. Maxwell, Hertz Stations, Inc.; 
“Actual Operating Experience and 
Data of Automatic Transmissions 
in Heavy Vehicles” Walter J. 
Crocket, Cooper-Jarrett, Inc., and 
| “Actual Operating Experience of 
Automatic Transmissions” by M. 
|S. Hanna, Akers Motor Lines, Inc. 

Two others were read on “Tyres 
for High Performance Cars” by 
T. J. P. Joy, D. C. Hartley and 
|D. M. Turner, Avon Indian Rubber 
|Co., Ltd., and “Operation of Pas- 
|senger Tires at High Speeds” by 
| E. H. Wallace and S. A. Lippmann, 
U.S. Rubber Co. 


Copies of the above papers that 
|are available may be obtained by 
| writing the Society of Automotive 
Engineers, 29 W. 39th St., New 
York 18, N. Y.., 





| Western Rebuilders Meet 


| Oct. 14 in San Francisco 


| SAN FRANCISCO. — The annual 
| convention of the Western Engine 

Rebuilders Assn. will be held Oct. 
| 14-15 at the Fairmont Hotel here. 


Reed Opens Showroom 


| NEWPORT BEACH, Calif—Lou 
| Reed & Associates (Chrysler-Plym- 
outh), has opened a $200,000 new 
showroom at 1200 W. Pacific High- 
way. Partners in the firm are Lou 
Reed, Henry Gerstad, a film pro- 
ducer, and Joe Washburne, musi- 
cian. 











Perret 


AIR 








abner eran 
| 


a 


Py 
/ 
el 
! 
| 
mI Smad 
i 
na 
A 


Wagner Oldsmobile, Inc. . 


THE BEST DEALERS 
SELECT THE BEST... 


There are three clear-cut reasons why the most successful 
dealers in the country select Lincoln Power Lubrication 
Reels... first, the exclusive feature of air-power actuation, plus 
smooth, uniform retraction makes it possible to handle more 
lubrication jobs with far greater efficiency than is possible 

with conventional equipment; second, their clean, functional 
styling commands instant customer attention and confidence— 
an ordinary lubritorium is transformed into a sparkling 
“‘showcase’’; third, installation is simplicity itself and 
maintenance is the lowest ever recorded for similar equipment. 


When you are ready to make your lubritorium a proven 
“Invitation To New Business,’’ contact your local 

Lincoln Sales and Service Wholesaler. He will consider it a 
privilege to serve you. 


*Trade Name Registered 








LINCOLN ENGINEERING COMPANY - 5709 Natural Bridge Avenue + St. Louis 20, Missourl 


The Most Trustworthy Name in Lubricating Equipment 














































New Crop of Mechanics— 


Finalists in the 5th Annual Service Competition among vocational training students 
in Detroit area public high schools, sponsored by the Metropolitan Ford-Lincoln- 
Mercury Dealers Assn., are shown with company and school officials. Front row: C. T. 
Doman, Ford's national service manager; James Gahrs, Cass Tech, third place winner; 
Fronk Wasolek, Wilbur Wright, first place winner; Edward Tuski, Cass Tech, second 
place winner, and Bill Walton, Ford's Detroit district service manager. Second row: 
A. Althouse, director of vocational training in Detroit public high schools; Tom Mc- 
Kibbon, Pershing; Joseph McAtee, Wilbur Wright; Harold Zettler, Washington Trade 
School; Larry Doto, Wilbur Wright, and Charles J. Lamar, Miller. Back row: Robert 
Zukosky, Cass Tech; Lovis Beaubien, Pershing; Tom Bizwell, Western high school; Ken 
Burgess, Wilbur Wright, and A. L. McGrath, an assistant superintendent of the Detroit 
area public high schools. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from. AUTOMOTIVE NEWS WANT ADS! Are you? 
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; Consistent advertising builds consumer 
’, demand and steady repeat profits for you. 
*.  leok for powerful selling ads in THE 
SATURDAY EVENING POST, LIFE MAGAZINE, 
POPULAR MECHANICS, POPULAR SCIENCE and 
in local newspapers. 


ictices. Actually Hi-Gloss Finish 
market. There will be less car 
washings as the surface will not become so dirty so readily because the surface is 
hard and smooth and can be wiped off many times with just a Hi-Gloss towel and 
a pint of water. No hard rubbing or polishing is necessary after washing because the 
Hi-Gloss surface retains its lustre . . . in fact the lustre improves with each successive 


Hi-Gloss produces that extra high lustre and deep beauty that cannot be obtained with 
other types of finishes. It is strikingly brilliant when first applied and becomes even 
harder and more brilliant after the first, second or third wiping. 


LUSTRE-PLATES THE PAINT, CHROME AND TRIM OF YOUR CAR 
FOR THE USEFUL LIFE OF THE CAR IN ONE EASY APPLICATION. 
THESE CHARTS TELL THE STORY: HIGHLY MAGNIFIED CROSSECTIONS OF PAINT SURFACES 


HI-GLOSS BLOCKS ; more scratch resistant 


POLISH SURFACE 


YOY 


Polish wipes off 
paint pigments 
n val- 
leys, but in a few 
days peaks are 
once again unpro- 


For Detroit Shops. . . 
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Ford and L-M Train 
Young Mechanics 


(Continued from Page 29) 


ter which the boys toured before 
the meeting. After the meeting the 
boys were luncheon guests of Ford 
officials in the executive dining 
room. 

Several of the boys from past 
classes still are holding down good 
jobs with the dealers with whom 
they were originally placed, others 
have gone on to schools of higher 
learning and others have left the 
original dealer to go with other 
dealers because the original dealer 
forgot that the boys quickly reach- 
ed the status of an experienced 
mechanic and did not make the 
proper provision for him in his 
shop. 

William Walton, Detroit dis- 
trict service manager for Ford, 
has worked with A. Althouse, 
director of vocational training in 
the Detroit public schools on the 





FOR PERMANENT CAR BEAUTY 


gloss 






HI-GLOSS SURFACE! 





Hi- Gloss lustre- 
plates the entire 
surface protecting 
the paint peaks 
from sun and 
weather, dirt, etc. 


LYNN, 


produces 


enemies 
of paint are the 
ultra-violet and 
infra-red rays of 
the sun but Hi- 
Gloss protects 
paint reflects rays. 


dealer mechanic program during 
the past five years and approxi- 
mately 300 top graduates of the 
vocational high schools have en- 
tered the Ford competitive con- 
test and been made available to 
Ford and L-M dealers. 

This year’s class of 12 boys was 
the result of an elimination contest 
among about 50 boys who entered. 
Most of the boys in the class have 
been already placed with dealers. 

The program not only has been 
beneficial to dealers who have 
taken these boys and who have 


Mechanics Taught by Mail 

OTTAWA.—The Ontario depart- 
ment of education is offering a 
correspondence course in automo- 
tive mechanics for the first time. 
Previous courses all were aca- 
demic. 





the trick is in the Hi-Gloss towel... 


IT’S NEW — IT’S DIFFERENT — IT'S REVOLUTIONARY 


i GLOSS 





@ ONLY HI-GLOSS ASSURES TRUE BEAUTY 
@ ONLY HI-GLOSS HAS PENATITE* 
@ ONLY HI-GLOSS ACTUALLY ‘"'PLATES'’ THE 
CAR FINISH AND TRIM 
: Free display stand. Window streamers. 
Counter cards and Metal racks — 
Just ask your jobber for a supply 









*PENATITE is a secret 


chemical 


iZelasal ti lo mma 


leasing a deposit that 


ao super-hara 
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stantly 


WEIGHT NEEDED 
TO SCRATCH IN 
GRAMS 


Tabor Scratch 
Test of 225 grams 
‘oves Hi- Gloss 
reated Surface 
more resistant to 
scratches than any 
other polish pro- 
cess. 


MASSACHUSETTS 


kept in close contact with th: m 
so that the boy has remained s t- 
isfied with the job, but has hac a 
very beneficial reaction among te 
vocational school teachers. 
a2 = + 
OME of the teachers are begi1- 
ning to worry now about hcw 


their students come out on their E 
grades. They know that if the boys | 


in their school’s automotive course 
fare poorly year after year in tie 





Ford-L-M contest someone in tiie © 


school system is going to wonder 
if the teacher knows his job. 

Ford service executives marvel 
at the breadth of knowledge dis- 
played by these vocational school 
boys. When asked about the work- 
ing of four barrel carburetors or 
what is the difference between the 
various types of automatic trans- 
missions, they come up with an- 
swers that might even be surpris- 
ing if coming from experienced 
mechanics. 


Vocational schoo! authorities 
are more than willing to work 
with any dealer group on the 
same basis as has been done in 
Detroit by Ford. Similar pro- 
grams have been operated by 
dealer groups spasmodicaily in 
other cities and it is understood 
that Chrysler Corp. is interested 
in a state competitive deal of a 
similar nature in California. 

However, the one weakness of 
any such program is the lack of 
attention far too many dealers give 
the graduates after they have been 
taken into the shops. The boys get 
discouraged because they are not 
advanced in the type of work they 
are given to do or because the 
dealer fails to recognize that soon 
these boys are going to reach the 
status of mechanics and entitled to 
mechanics’ pay. 

* * * 

Bigpond is when the boy either 

quits that dealer and goes to 
another or may become discour- 
aged and go into another line of 
work. The experience in the Detroit 
area, however, is that far more 
boys leave the original hiring deal- 
er to go up the ladder than leave 
the automotive mechanic field. 


Some of the early graduates 
are now with car factories in 
important jobs. 

Stress is laid in this vocational 
school graduate program not to 
confine the test to one make of car 
nor to exclude other makes. Thus 
the dealers get the full cooperation 
of the vocational schoo] authorities 
in the program. 

However, once the boy is hired 
by a dealer, of course, the boy can 
be trained further not only in the 
servicing of the dealer’s make 
vehicle but in the dealer’s method 
of handling his business. 


Southeast Show 
Elects Officers 
At N.C. Meeting 


HIGHLANDS, N. C.—The South- 
east Automotive Show, Inc., has 
held a meeting here and elected 
officers as well as handling the 
final business on the show held 
this year in Atlanta. 

The 1956 show will be held in 
Asheville, N. C., on May 25 and 26. 
Officers elected were: 

M. D. Taylor, Taylor Parts & 
Supply Co., Andalusia, Ala.; presi- 
dent; Guy B. Dodd, Florida Motor 
Service, Jacksonville, Fla., first 
vice-president; Glenn N. Keim, AC 
Spark Plug, Atlanta, second vice- 
president, and Ned Holland, Hol- 
land Auto Supply, Inc., Greenville, 
S. C., treasurer. The secretary will 
be elected by the officers and board 
of directors. 


Parts Marketing Studies 
Published by ASI Group 


CHICAGO.—Two new visual sup- 
plements, digested from the $60,000 
University of Michigan survey, 
“The Marketing of Automotive 
Parts,” have been released by the 
Automotive Service Industries 
Committee. 

The supplements are available at 
$2 each and a marketing guide, a 
920-page bound book, is available 
at $25 a copy. They may be ob- 
tained from Automotive Service 
Industries Committee, 111 W. 
Washington St., Chicago 2, Ill. 


The AUTOMOTIVE NEWS ALMANAC is 
a@ year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 
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T IS just a good mashie shot 
I from the house where I was 
born to what was then the finest 
trout stream (the Prairie River) 
just before it emptied into the big 
Wisconsin. 

My childhood was spent beating 
that trout stream with a willow 
rod in my hand and a can of angle- 
worms in my pocket... and a 
dream of always wanting to some- 
how go to any place where that 
river went. 

Years followed, which I spent 
swimming, riding logs and skat- 
ing. Then I went to college in 
Madison. There I found out how 
ordinary fishermen had to live 
around Mendota, Monona, Ke- 
gonsa or Wabesa, where there 
were plenty of fish, but none 
which to me were as wood as the 
speckled trout. 

While with the old Jeffery Co., I 
took two weeks every summer in 
the north woods, dreaming all the 
time of building a car which -car- 
ried my name on the nameplate, 
and building an organization of 
dealers who knew something about 
fishing . . . especially for speckled 
trout. 

When we finally built the first 
Jordan, I began a series of pil- 
grimages to the most distant places 


NADA Powwow, 
Exhibit to Be 
Under One Roof 


(Continued from Page 29) 
ous state associations to boost at- 
tendance: 

Since Washington is in the cen- 
ter of a high population area and 
has Baltimore and Philadelphia 
not too far away, it is felt that | 
this year’s exhibition will pro- | 
vide more “pull” from area serv- | 
ice shop operators. 
No special section of the exhibit | 
space is being set apart for truck | 

display this year, but trucks will | 
be allowed to exhibit in any space 
that fits the exhibitor’s need. 
. * + 

AN ACTIVE jobber committee | 

under the direction of Bob) 
Phelps, general manager of Phelps- 
Roberts Corp., one of Washington’s | 
biggest jobbers, is at work getting | 
Washington automotive wholesal- | 
ers organized to participate in the 
exhibition and to augment the 
normal dealer attendance by cus- | 
tomers of the wholesalers in the 
Washington area. This type of co-| 
operation in New York several 
years ago paid off handsomely to 
those who exhibited. Every exhibi- 
tor still claims that the New York 
show was the best service equip- | 
ment show in which they ever par- | 
ticipated. 

Other promotions for greater 
dealer attendance—including a 
revamping of the customary door 
prize procedure that has been in 
vogue for several years—are in 
the making and should result in 
leveling out the peak attendance | 
periods. 

Service and other clinics of in- 
terest to service station operators 
and to dealers and their personnel 
will be held in the ballroom Satur- 
day and Sunday. As the main en- 
trance to both the ballroom and 
the exhibition halls lead from the | 
lobby, where registration booths | 
will be maintained, it will be much 
easier this year to channel attend- 
ees in the direction they should go 
than it has been at other NADA 
exhibitions. 

According to “Lefty” Sinclair, 
Washington dealer and chairman 
of this year’s show committee, the 
committee is “endeavoring to make 
this year’s show the most outstand- 
ing that NADA has ever put on 
and everything feasible and possi- 
ble to give the exhibitors a full 
attendance is being considered. 

“We fully realize that now that 
we are in the exhibition business 
we must view our convention in the 
light of one big enterprise and not 
two separate entities,” Sinclair said. 
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I could find on the map. (Every 
automobile man knows that be- 
tween July 5 and Aug. 15 there is 
no work for the average salesman 
who is interested in fishing.) 


* * * 
I HAD already covered every 
stream in Wisconsin ... the 
tenderfoot country ... the Gogebic 
field . . . the Wolf River section 
... every chain of lakes in Vilas 
County ... but I knew that there 
were thousands of lakes in other 
territory which I would like to fish 

and paddle in a canoe. 

I started with three canoe trips 
to James Bay (the southern arm of 
Hudson Bay) ... down the Abitibi, 
the Matagami and the Moose to 
Moosonee . . . down the Albany... 
down the Nelson to Churchill... 
a month in Lake of the Woods... 
a trip to the Rangeley Lake coun- 
try in Maine and six trips which 
pretty well covered Wyoming ...a 
month in Old Mexico heading out 


Hydra-Feed Names Outlet 


FERNDALE, Mich.—Neff, Kohl- 
busch & Bissell, Inc., Chicago, has 
been named distributor in the Chi- 
cago and Milwaukee areas for 
Hydra-Feed Machine Tool Corp. 
lathes. 





from the old Mormon settlement 
of Chuichupa in Chihuahua ...a 
month in the Gulf of Mexico off the 
coast of Sarasota ... then year 
after year fishing in every stream 
between Vancouver and St. John’s 
Newfoundland. 

P.S. S-ooh ... I became a 
“Complete angler” ... even the 
equal of Hemingway, a prime 
candidate for that life insurance 
company which advocates selling 
executives on vacations like mine 
-.. Pll tell yuh a man sitting in 
@ canoe waiting for a bite has 
more chance for serious thinking 
than any other guy who’s wait- 
ing for a telephone call .. . How 
many men have seen a canoe 
loaded with duffle and valuable 
food go helter skelter over the 
falls . . . Besides catching steel- 
heads, lake trout, lake bass, mus- 
kies, it was rugged country good 
for the waistline ... and what 
is vastly more important to good 
health is a fine restful sleep in 
the finest air that a man can 
breathe. 

P.P.S. What was the biggest one 
that I ever hooked? The biggest 
was a Sailfish hooked off the shores 
of Southern California. I bragged 
that he must have weighed over a 
1,000 pounds. But it’s lucky for my 
sense of veracity that it got away. 








Super DeLuxe Allen Dyna-C eee 
Combination Analyzer and 


NEW ALLEN 


BATTERY CHARGERS 


FOR BOTH 6 AND 12-VOLT BATTERY SERVICE 
-.. FAST AND SLOW CHARGING 
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Highway Booster Honored— 


A. B. Gorman, president of the Private 


Truck Council of America, Inc., left, re- 


ceives the Los Angeles Automotive Coun- 


cil’s annual Merit Award from R. W. Bor- 
deaux, council president. The award hon- 
ored Gorman's work for improving public 


highways. 






a erie 


e 
ASIC Publishes 
e 
Digest of Parts 
e e 
Pricing Survey 

CHICAGO. — Visual Supplement 
No. 3 of the University of Michi- 
gan’s survey, “The Marketing of 
Automotive Parts,” has been pub- 
lished by the Automotive Service 
Industries Committee, according to 
Don H. Teetor, committee co-chair- 
man. 

The 16-page supplement, “Formu- 
lation of Price Structures in the Au- 
tomotive Service Industries,” cov- 
ers such subjects as the marketing 
characteristics that directly influ- 
ence pricing, the way these influ- 
ences operate and the nature of 
resulting price structures. 

Two previously announced sup- 
plements dealt with “The Market- 
ing Structure of the Automotive 
Service Industries” and “The Prin- 
cipal Characteristics of Automotive 
Parts Wholesalers.” 

The three supplements, at $6 per 
set, or the $25 920-page book from 
which they are taken, may be ob- 
tained from the committee at 111 
W. Washington St., Chicago 2, Il. 


There are millions of cars now on the road with 
12-volt ignition systems, and many more coming 
fast. This is to say nothing of the 12-volt 
systems found in many commercial vehicles 

and foreign cars. Many of these cars with 12-volt 
ignition are just at the age when batteries 
require more attention and servicing. 
With the new 6/12 volt Allen Battery Chargers, 

you’re equipped to handle this big and growing 

business. They provide you with rugged, easy-to-use 
battery chargers and analyzers that enable you 

to make battery servicing pay off. Allen Battery Chargers 
are more efficient, more durable, more reliable. 

They handle both 6 and 12-volt batteries. 

Feature for feature, dollar for dollar, the new Allen 
DYNA-CHARGER enables you to earn more, profit more. 
Call your Allen distributor today! 


ALLEN 


ELECTRIC and EQUIPMENT COMPANY Kalamazoo, Michigan 


Uni-Tuners + 
Meteor Anclyzers «+ 


Syncrograph Distributor Testers ¢ 
Spot Welders «+ 


Dyna-Chargers * 


Regulator-Generator Servicers 
Unitron Slow Chorgers 
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ful enough to blast over 3,000,000 American Hes 








NOW, EVEN THE KREMLIN MC 





 caiesasietitientieememenmee ee a 


miin in the Kremlin overheard 











2 
ri A 
i 
‘ae 
a 
\ a ; 
| . | \ 
p for 56. I want you “Hello, Igor. You’ve stolen what should be nucleus of secret plans? It’s a bomb, you say? a 
ela vacation—one way!” The A-H bomb—powerful enough to reach the suburbs? Bring it back mine cagey cossack!” a 
at 
a 
3 
apical proportions—power- ‘‘A-H bomb is being American Home Magazine—best way to sell in 2-car suburban market. 7 


d@es at one shot—POW/” American Home has become, excusing expression, ‘the bible’ of suburban dwellers.” 
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OWS THAT WHEN MAKING AUTOMOTIVE ADVERTISING PLANS IT’S WISE TO... 
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Service Schools in Field 


Summer Courses Cut to Minimum; 
Fall Classes Prepared 


| known it would aid these men 


Eprror’s Note: While the me- 
chanic and service manager 
training programs are cut to a 
minimum during the normal va- 
cation months of July and Aug- 
ust, many firms are readying 
their schools and clinics for fall. 


Dealers who are interested in 
seeing that any of their shop 
men get specialized training or 
refresher courses to sharpen their 
ability to serve both the customer 
and dealer better should be con- 
tacting their factory training 
heads right now and letting their 
needs be known. 


Many times the service train- 
ing directors of the companies 
have to plan their school pro- 
gram practically “in the dark,” 
relying on reports from their own 
field men for guidance. If deal- 
ers would make their needs 


greatly. 


* * * 
FOR ALL SERVICEMEN 


ALEMITE DIVISION, Stewart- 
Warner Corp., Chicago—Five-day 
school, Aug. 8-12, on lubrication for 
jobber servicemen. Contact Jack 
Reinsma, general service manager. 

ALLEN ELECTRIC & EQUIP. 
CO., Kalamazoo, Mich. — Instruc- 
tion in electrical diagnosis, batter- 
ies, starters, Delco-Remy regula- 
tors, Auto-Lite regulators, gener- 
ators, engine performance diagno- 
sis, ignition circuit, coils and con- 
densers, distributors, vacuum and 
compression, combustion and fuel 
systems and merchandising and 
review for one week duration, Mon- 
day through Friday. 

AMMCO TOOLS, INC., North 
Chicago, I1l.—Instruction on en- 
gine repair, cylinder honing and 
brake service. No set school 
schedule but three to five-day 


Your car-owner list is a powerful and unique 


sales tool in American marketing. 


Your car-owner list is by far the best prospect 


list in American business today. In an instant you 


can learn who your best prospects are, where 


they live, and what make and model of automo- 


bile they now own. 


One of the most effective uses you can make of 


this rich prospect list is to pre-select your best 


prospects and send them your direct mail adver- 


tising locally. Your factory’s direct mail cam- 


paigns have been soundly conceived to sell you, 


your location, your product and service, and 


your desire for business in your local market. 


classes started whenever needed. 
| No instruction charge. Contact 
Richard D. Stevenson at Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Il. 
| BEAR MFG. CO., Rock Island, Il. 
—Schools on automotive wheel bal- 
ancing and frame straightening at 
plant school, Rock Island, Ill. Con- 
tact Mildred T. Clark, registrar, at 
plant. Classes start July 25 and 
Aug. 8. Tuition charged on basis 
of length of class and subjects 
taken. Minimum charge $27.50. 
CARTER CARBURETOR CORP., 





St. Louis— Classes in carburetion 
starting each Monday for three- 
week duration. First class begins 
July 25 with others following on 
Aug. 1, 8, 15, 22 and 29. Contact 
nearest Carter distributor. 


SUN ELECTRIC CORP., Chicago 
31. — Operator’s Course starting 
Monday, Aug. 1 (four-day classes) 
given in technical centers at Chi- 
cago, St. Louis, Atlanta, Detroit, 
Dallas, Pittsburgh, Philadelphia, 
New York, Medford, Mass., Kansas 
City, Denver, Los Angeles, Oak- 
land, Calif., and Portland, Ore. 
Tuition charge, $40 for complete | 
course. Contact W. W. Squier at 
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Bonded Brake Shoes Move by Truck— 


The 16th trailer of 1955, loaded with Rayloc bonded brake shoes, leaves the com- — 
pany’s Atlanta plant bound for National Automotive Parts Assn. warehouses at Cleve- 
land and Columbus, O. Rayloc reports a growing demand for bonded-type brake 


shoes. The firm uses American Brakeblock lining. 


Sun Electric Corp., Harlem and 
Avondale Aves., Chicago 31, IIL, 
or nearest technical center. 
ELECTRIC AUTO-LITE CO.— 
Central Service School personnel 
being moved into the field for the 
benefit of automotive repairmen in 
the southwestern section of the 
United States. The first school con- 


By consistently using 
these direct mail programs, 
you gain two important 
merchandising advantages: 
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You buttress your company’s national advertising and 
channel its impact into your local area. . . and — 


You set the stage for significant sales volume, through 
personal follow-up on the prospects you reach by mail 


“ReL*> POLK & CO.* PUBLISHERS + DETROIT 


ducted by this group started July 
11 in Dallas. 


FOR “MAKE” SERVICEMEN 


BUICK — Tuneup—tTigard, Ore- 
|gon (Portland Zone), Aug. 1-12; 
Golden Valley, Minn. (Minneapolis 
|Zone), Aug. 8-12. Dynaflow—Okla- 
|homa City, Okla. (Oklahoma City — 
| Zone), Aug. 1-12; Evendale, Ohio ~ 
|(Cincinnati Zone), Aug. 1-15; © 
|Moorestown, Pa. (Philadelphia ~ 
| Zone), Aug. 1-4. Carburetor school — 
—Garland, Tex. (Dallas Zone), Aug. 
| 1-12; Burbank, Calif. (Los Angeles 
Zone), Aug. 1-12; Golden Valley, 
| Minn. (Minneapolis Zone), Aug. 8- 
12; Houston, Tex. (Dallas Zone), 
Aug. 1-12; Kirkwood, Mo. (St. Louis 
| Zone), Aug. 1-15; Moorestown, Pa. 
| (Philadelphia Zone), Aug. 8-15. 
| Tunecare — Burbank, Calif. (Los 
| Angeles Zone), Aug. 1-12. Electrical 
Burbank, Calif. (Los Angeles 
Zone), Aug. 1-12. Brake school— 
| Hinsdale, Ill. (Chicago Zone), Aug. 
| 1-15; Clarence, N. Y. (Buffalo 
| Zone), Aug. 1-15; El Paso, Tex. (El 
Paso Zone), Aug. 8-12. Rear axle 
school — Milwaukee (Milwaukee 
| Zone), Aug. 1-12. Power steering 
and front-end alignment—San Le- 
andro, Calif. (San Francisco Zone), 
Aug. 1-15. 

CHEVROLET—An accelerated 
service training program will see 
more than 20,000 mechanics from 
Chevrolet dealerships trained in 
specialized courses in Chevrolet 
classrooms this year. 


| According to E. L. Harrig, na- 
| tional service manager of the com- 
| pany, the greatly expanded pro- 
gram has been made possible by 
the opening of 29 General Motors 
Service Centers throughout the 
country. 


FORD MOTOR CO.—Schools in 
field on courses selected by dis- 
tricts, mainly Fordomatic. Contact 
district service manager. 


CHRYSLER CORP. — Master 
technicians service conference. A 
kit consisting of a film, record, 
charts and reference booklets sup- 
plied monthly to dealers for the 
training of mechanics in their own 
place of business. 


GMC TRUCK & COACH—Diesel 
—Atlanta, Ga., Aug. 1-5; Hinsdale, 
Tll., Aug. 1-19; Garland, Tex., Aug. 
15-19; Shawnee, Kans., Aug. 8-19. 
Carburetion—Evendale, O., Aug. 1- 
12. Power steering—Garland, Tex., 
Aug. 1-5. Service Manager Program 
—San Leandro, Calif. Aug. 1-19. 
Twin Hydra-Matic — Burbank, 
Calif.. Aug. 1-12; Kirkwood, Mo., 
Aug. 1-19. 
| HUDSON—Refresher courses at 
|the zone level at various dealer- 
|ships and at parts and service 
managers’ club meetings. 

PLYMOUTH—Schools in field 
on selected subjects by district 
field service engineers. Contact 
Plymouth regional service man- 
ager. Master technicians service 
conference films and meetings in 
dealership on subject of body 
| service and sealing. 

STUDEBAKER - PACKARD — 
Packard V-8 Engine—Philadelphia, 
Aug. 1-5; Twin Ultramatic Drive 
(Packard)—New York, July 20; 
Philadelphia, Aug. 8-12. Torsion 
suspension— New York, July 19; 
Philadelphia, Aug. 8-12. 

WHITE — Five-day courses be- 
ginning on Mondays and available 
without cost. Courses are held 
|every week with a break every 
fourth week, with an average 
group of five men. Classes in en- 
gines and transmissions, cooling 
systems, carburetors, fuels, preven- 
tive maintenance, shop equipment 
and tools, fleet safety, along with 
@ plant tour. Contact T. W. Lauer, 
general service manager, White 
| Motor Co., Cleveland, O. 
























QUAKER 
STATE 


SUPER BLEND 


MOTOR OIL 








Designed for modern engines...and ever-growing sales! 


There’s never been a motor oil with the sales potential of 
Quaker State Super Blend! It’s refined from 100% Pure 
Pennsylvania Grade Crude Oil, then scientifically blended 
with the most modern additives. Super Blend is an all- 
weather SAE 10W-30 HD oil designed—and proved—to be 
best for today’s higher powered, high compression engines. 

And the market for Super Blend grows and grows! Over 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


25,000 new cars are rolling off assembly lines every work- 
ing day—straight into the Super Blend market! By the end 
of this year, nearly 16,000,000 modern cars will have engines 
which run best on Super Blend. Stock and promote this high- 
quality, powerfully advertised, handsomely packaged prod- 
uct. Make Super Blend your featured motor oil—and watch 
your profits grow! 


MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 











Tribute to Job Well Done— 


Although dealers rarely have contact with plant managers, Atlanta-area Ford 
dealers are so impressed by the quality of the Fords assembled at the company’s 
Hapeville (Ga.) assembly plant that they presented a television set and silver service 
to H. C. Dorsey, plant manager, who has just completed 40 years with Ford. C. G. 
Milner, Rome, congratulates Dorsey, left, as the other dealers look on. 


Universal Motors Sold 


William B. Kemp has sold Uni-| O., to his brother and father, Rob- 
versal Motors, New Philadelphia, | ert and Kenneth Kemp. 


Across the Nation .. . 
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Auto Dealer Changes 


Jarnes Motors (Dodge-Plymouth), 
in Minneapolis’ suburban Wayzata, 
has been sold to John Bloomquist 
and Charles E. Huggins. The name 
will be changed to Wayzata Mo- 
tors, Inc. The former owner was 
Sven Jarnes. Huggins, formerly 
with Dodge in Grand Rapids, Mich., 
will manage the firm. 

+ * * 
Davenport Gets Pontiac 


Milbank Implement Co., Milbank, 
S. D., has been granted a Pontiac 
franchise. The firm is owned by 
Jack Davenport. 

* 


* * 


Four Deals Change Hands 


In Ohio; Fourth Opens 


Four dealerships have changed 
hands and a fourth has opened for 
business in Ohio. 

The new deal is Bever-Heilman 
Ford in Covington. Sold were: Bor- 





radaile Chevrolet in Camden to! 





-CHt 


COMPRESSION 
sey Bae ed: 


Ketring Sales, Inc., of Richmond, 
Ind.; Yasecho Motor Sales (Plym- 
outh-DeSoto), Leetonia, to Robert 
M. and Oscar M. Hammer, to be 
known as Hammer Motor Sales & 
Service; Chagrin Valley Sales & 
Service Co. (Ford), Chagrin Falls, 
to Frank M. Lowe, former Cleve- 
land Ford manager, and Holmes 
Pontiac, Inc., Lima, to John Coffield 
who changed the name to Coffield 
Pontiac, Inc. 
ca ok . 


Cobb Joins Wichers Motor 


Ken Cobb has joined Everett 
Wichers as an equal partner in 
Wichers Motor Co. El Dorado 
(Kans.) DeSoto-Plymouth dealer. 
The new partnership is called 
Wichers & Cobb, Inc. 


* * * 


Now Howard Burnett Co. 


E. F. Kilmer Co. (Chevrolet- 
Oldsmobile) has been changed 





-for faster, easier testing of late model engines 





MT-26 COMPRESSION GAUGE SET with standard 14 mm 
adaptor, $9.75. Set complete including 18 mm Ford 
adaptor and special 14 mm Chevrolet adaptor, $12.85. 


COMPRESSION TESTING of the most advanced V-8’s— 
even where plugs have tightest clearances near fender 
wells, manifolds and accessories—is a cinch with this 
compression gauge set. The 16-inch flexible hose gives 
you access to the widest range of spark plug installations. 
A complete set of 3 adaptors (standard 14 mm, special 
Chevrolet 14 mm and Ford 18 mm) covers most engines. 


Adaptor inserts in spark plug hole with same socket 
that removes plugs. Hose coupler snaps into place on 
adaptor, and you're ready to test. Gauge holds reading 
until you release coupling to test next cylinder. Calibra- 
tion is in 5-pound divisions to 250 P.S.I. 


Let your Suap-on Man demonstrate how much faster 
and easier this set handles compression testing on 


modern engines. The complete Snap-on catalog of more 






8082-G 28th Avenue e 


SNAP-ON TOOLS CORPORATION 


Kenosha, Wisconsin 


than 4,000 quality tools is free. Ask your Snap-on Man 
or write the factory. 







Snap-on is the trademark of Snap-on Tools Corporation 





from a partnership to a corpors 
tion under the new name oc 
Howard Burnett Co. in Hebro: 
Neb. Incorporators include Ellc 
wen L. and Howard C. Burnet 
and Mabel A. and E. F. Kilme: 
Howard Burnett will operate th 
business. 
ad * * 


Wilks Chevrolet Sold 


In Pasadena, Calif. 


John Wilks Chevrolet, operatc i 
by John jr. and John Wilks sr. in 
Pasadena, Calif., has been sold i» 
Larry B. Barnes and Ernie Porte,. 
Wilks jr. plans to re-enter the auto 
business in the near future. 

* * * 


Sergeants Get Dodge 


Sergeant Motor Corp., former 
Ford dealership and more recently 
operating as an independent, has 
been awarded a Dodge franchise 
in Rochester, N. Y. The firm is 
operated by Homer W. and Arthur 
J. Sergeant as president and vice- 
president, respectively. 

7 + a 


Dodge-Plymouth Switch 

Bateman-Riley Motors, Inc., new 
Dodge-Plymouth dealership in 
Athens, O., will occupy the quar- 
ters now used by Clifford & Baker 
| (DeSoto-Plymouth), who will move 
to a new location. 

a * * 


Brittain Steps Out 


Marve Minneman has taken over 
Economy Chevrolet, Girard, O., 
from Clifford W. Brittain, who re- 
tired after 28 years in the business. 

*~ + * 


Beall Buys Deal 


A. L. Beall, former sales man- 
ager for a Buick dealership in Cald- 
| well, Id., has purchased Art Jones 
Pontiac Co. in Camas, Wash. 

* = * 


Lincoln-Mercury 
Names 8 Dealers 


In Chicago Area 


Eight new Lincoln-Mercury deal- 
erships have been named in the 
|Chicago district, according to the 
company. The names of the deal- 
erships, the owners and locations 
| follow: 

Valley Motor Sales, S. W. Gras- 

|cona, Geneva, Ill.; W. F. Searle, 
|W. F. Searle, Geneseo, IIl.; Peotone 
|Sales and Service, Joe Petreikis, 
| Peotone, Ill.; Sherman-Brown Mo- 
tors, Inc., Clarence Sherman and 
|John Brown, Woodstock, Ill.; Mc- 
|Conkey Mercury Co., Bud McCon- 
| key, Farmer City, Ill. 
Casey Lincoln-Mercury Co., Gene 
|Casey, Wisconsin Rapids, Wis.; B. 
B. Begal, Inc., B. B. Begal, and 
Klein Lincoln-Mercury, Inc., Har- 
old Klein, both of Milwaukee. 


* * * 


Dahlin Buys Amstutz 
Amstutz Motors, Inc. (Ford), 
Brooksville, Fla. has been pur- 
|chased by Harold D. Dahlin, for- 
|merly of Universal C.L.T. Credit 
Corp. 





* * * 


Caddell Takes Over Cowley 


Cowley Chevrolet Co., St. Cloud, 
Fla., has been bought by J. C. Cad- 
dell. The firm is now called Caddell 
Chevrolet Co. 

* * Oo” 


McClure-Main 


| McClure- Nesbitt Motor Corp. 
(Chrysler - Plymouth) has changed 
its name to McClure-Main Motor 
Co. Harold R. Wood heads the 


Columbus (O.) firm. 
+ ” * 


Freeman Sells Building 


| Freeman Pontiac Co. has an- 
nounced the sale of its building at 
| Chestnut and Third in Chattanooga, 
Tenn. The firm plans to reopen at 


a new location. 
+” oe 


* 
Central Motor Opens 
| Central Motor Co., owned by 


| Leon Hunter and managed by Dave 
| Caldwell, has staged its grand open- 
ing. The firm occupies the entire 
600 block on Lafayette St., Nash- 
ville. 
* * * 


Reed Chevrolet Expands 
Jim Reed Chevrolet Co., Nash- 
ville, has purchased the Cain- 
|Callouette Building and adjoining 
used-car lot now used by Pat San- 
ders Motor Co., Jim Reed III, vice- 
president, announces. Sanders Mo- 
(Continued on Page 41, Col, 1) 
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(Continued from Page 40) 


will continue operations at 
her location. 
+ * . 


Druckman Shifts to Hudson 
Meyer Druckman, former presi- 
dent of Kaiser-Frazer, Inc., Hart- 
ford (Conn.), has been granted a 
Hudson franchise in Hartford, ac- 
cording to R. W. Dillaway, New 
England zone manager for Hudson. 
The firm will be known as Rambler 
Motors. 


tor 
ano 


*® * * 


Hammons Joins Popkess 


In Olathe (Kans.) L-M Deal 

Paul Hammons, Fort Scott 
(Kans.) Mercury dealers, has 
joined with George F. Popkess, 
Kansas City, Mo., to open a new 
Lincoln-Mercury dealership in 
Olathe, Kans. 

Popkess has been on the sales 
staff of Berl Berry (Lincoln-Mer- 
cury) in Kansas City for six years. 
Hammons, associated with his fa- 
ther in Hammons Motors and Im- 
plement Co., Fort Scott, said he 
would divide his time between the 
two firms. "a 


Segura Buick Opens 
Segura Buick Co., Inc., has 
opened in New Iberia, La. 
* ok * 
Vance Gets Chrysler 


Vance Motors, Inc. (Chrysler- 


Plymouth), has opened in Tulsa, 
Okla. W. M. Vance is the owner. 
+ + + 


Nash Signs Eli-Bern 
Eli-Bern Motors, Boston, has 
signed a franchise with Nash. Ber- 
nard Goldberg is president, and 
Elliott Goldberg treasurer. 


* * * 


Cole Sells Ford Deal 
J. B. Cole, Inc. (Ford), Wickliffe, 
O., has sold his dealership to Wil- 
liam L. Thomas and Walter R. 
Oatess who will operate as Thomas 


& Oatess Ford Sales. Cole will re- | 


tire after 25 years as a Ford dealer. 
+ * * 


Stone Opens Buick Deal 


M. C. Stone, a former Chevrolet 
dealer in Indiana, has opened 
Stone Buick Co. in Fort Pierce, Fla. 

* * cs 


New Nash Franchise 


Edwin L. Charlon and C. G. Si- 
molon have signed a franchise as 
partners in a new Nash dealership 
in Ridgecrest (Calif.), to be known 
as Charlon & Simolon. Witnessing 
the signing were L. T. Kouns, west- 
ern division sales manager for 
Nash, and Art Stellabotte, district 
manager, Los Angeles zone. 

* * 


New Dodge Truck Deal 


Holmes Truck Sales, Minneapolis, 
has been named a new dealer for 


Dodge trucks. F. M. Holmes is the | 


dealer. 
*” * * 


Porbeck Gets GMC 


Porbeck GMC Truck Co., Inc., 
900-910 E. Third St., Little Rock, 
Ark., has been franchised. J. George 
Porbeck is president, and O. R. 
Thomas is secretary-treasurer and 
general manager. | 

* 


Myers Buys Out Blosser 


Max Myers has purchased the 
Chevrolet dealership, in Middle- 
bury, Ind., from Ray Blosser. My- 
ers formerly was associated with 
his father, Jerry Myers, at Smith 
Chevrolet, Inc., Wakarusa. 

* cd ” 


Ripple Buys Fox Pontiac 
R. L. Ripple has purchased Fox 
Pontiac - Cadillac Co., Willmar, 
finn. The firm’s name is now Rip- 
ple Pontiac-Cadillac. 
a . * 


Smith, Inc., Lists Officers, 


Modernizes Building 

Harry Smith jr. has been named 
president and Mrs. Harry Smith sr., 
board chairman, of Harry Smith, 
Ine. (Dodge-Plymouth) in Lansing. 
The realignment was brought about 


by the illness of Harry Smith sr. 


The firm, formerly known as 
Bailey-Smith, Inc., held an open 
house following a $40,000 remodel- 
ing job. 


* * * 


Ford for Waterhouse 


Waterhouse Garage is the new 
Ford dealership in Raymond, N. H. 


| Gary-Allen Co. Succeeds 


| Dunwoody Chevrolet 


Gary-Allen Chevrolet Co. has suc- 
ceeded the Dunwoody Co. dealer- 
ship in Englewood, N. J. Gary Sel- 
tenhein is president and general 
manager of the new firm. 

The dealership was purchased 
from Walter and Robert L. Dun- 
woody. Seltenhein was formerly 
with the Don Allen Chevrolet or- 


| ganization, having managed Allen’s 
| Buffalo dealership since 1950. 


| * * * 


K. C. Deal Incorporates 


| Keith Ware, John T. Pierson and 
| Horace Blackwell jr., have incorpo- 
| rated as K. C. Motors, Kansas City, 
to handle Chrysler-Plymouth sales 
|and service in quarters formerly 
occupied by Hall-Ware Motor Co. 


* * * 


S & S Chevrolet 


|S & S Chevrolet Sales, Inc., White- 
water, Wis., has been organized 
with capital stock of $50,000. Her- 


include Carl W. Sauer, president; 
Steve Prinz, vice - president — gen- 
eral manager, and H. R. Salen, 
secretary-treasurer. 

* * * 


Sharpton Chevrolet 


has purchased the Plant City (Fla.) 
Chevrolet dealership of W. H. 
Phipps. The firm will be called Bill 
Sharpton Chevrolet, Inc. 


* * * 


Waco Motors, Miami Named 


Foreign Distributor 
Waco Motors, Miami, has been 





man R. Salen is the dealer. Officers | 


A. E. Sharpton, used-car dealer | 





Signing with Packard— 


| Dick McPeak, McPeak Motor Co., left, 
| signs franchise papers to handle Packard 
in Compton, Calif. Participating in the 
transaction are Phil Mallory, McPeak 
| wholesale sales manager, standing, and A. 
| William Oster, general sales manager of 
| Earle C. Anthony, Inc., California Pack- 
| ard distributorship. 





appointed southeastern states dis- 
| tributor for Mercedes-Benz, Jaguar 
|and Porsche motor cars, owner 
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- -... Where it’s needed 


Just as a lifeguard protects himself from summer 
| sun, millions of motorists rely on WoLF’s HEAD 
Oil to protect their engines against unnecessary 
damage by heat, friction and motor contaminants. 


| 


Wo tr’s HEap Motor Oil is rich, tough and long- 


lasting because it’s refined three extra steps from 


| 
| 


| 
| 





Free! 


“GUIDE TO THE WEATHER” 
Folder tells how to forecast 


weather. Write for a copy. 


WOLF'S HEAD Ol REFINING CO., inc. 


Olt CITY, PA. 


New York Office: Glendale 27, N. Y. 
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Frankie Watts has announced. 

Watts recently sold his Lincoln- 
Mercury dealership in Miami to 
Lowell-Barry, Inc., headed by Russ 
Lowell and John Barry. 


* * * 


Slawik Motors Closes 


Slawik Motors, Inc. (DeSoto- 
Plymouth), Minneapolis, has ter- 
minated its business. 


* * * 


Chevrolet for Dale 


A new dealership, Con Dale 
Chevrolet, Inc., headed by Elmer 
O. Dale, has been opened in Mil- 
waukee. Dale formerly was associ- 
ated with a brother in operation of 
Dale Chevrolet Co., Waukesha, 
since 1940. 

* * * 


Tansky Buys Another Deal 


John Tansky, Dodge - Plymouth 
dealer, in Logan, O., has purchased 
a Dodge-Plymouth dealership in 
Jackson, Mich. It will be managed 
by his brother, James Tansky. 

* * * 


Carter Sells to Madden 


Bill Carter has sold the Ford 
dealership in Eureka Springs, Ark., 
to Bill Madden. 


PROTECTION 


Pennsylvania crude oil—nature’s finest crude. It 
won’t thin out or burn away. And Wo.r’s Heap 
is scientifically fortified. It cleans as it lubricates 
. . . keeps engines free from sludge and harmful 


deposits. 


Sell Wotr’s Heap Oil—100% Pure Pennsylvania 
—and you sell superior lubrication protection. 
You’ll find new business . . . keep old customers 
satisfied, because one will tell another, “It pays 
to be particular about your oil.” 








WOLF’S HEAD MOTOR OIL AND LUBES 


100% Pure Pennsylvania — Scientifically Fortified Ge Member, Penna. Grade Crude Oil Association 











Cherchez La Femme— 


Patricia Hayes, star saleswoman for 
kern Motor Co. (Hudson), Winchester, Va., 
is proof of the adage ‘Never underesti- 
mate the power of a woman.” In one 
month, Pat sold seven cars, half of the 
dealership's sales. She is shown closing 
a sale with Miflin C. Clowe, mayor of 
Winchester. 


‘Safety in Action’ 
Booklet Published 


The Accident Prevention Dept. 
of the Assn. of Casualty and Surety 
Companies, New York, has issued 
an 18-page illustrated booklet titled 
“Safety in Action.” 

It details the operation and di- 
visions of the department and lists 
the other safety publications which 
are available for interested groups. 

According to the booklet, traffic 
safety is the nation’s No. 1 problem. 
However, it lists the death toll 
from home accidents as 29,000 per 
year, only 9,000 behind traffic’s 
38,000 annual figure. The total loss, 
through accidents, to the nation 


is set by the publication as $10 
billion. 
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High ways & Safety ey 


Traffic Awards Given 
To 5 States, 9 Cities 


HE International Assn. of Chiefs} 


of Police has announced awards 
to five states and nine cities for 
outstanding performances in police 
traffic supervision in 1954. 


First-place awards were given 
in four state divisions and in 
eight city population groups. 
There were ties in one state di- 
vision and in one city group. 


Plaques bearing the winners’ 
names will be sent to heads of law 


and states named by the award 
committee. Officers or representa- 
tives of the International Associa- 
tion of Chiefs of Police will make 
the presentations in local cere- 
monies. 
* * * 

_ ADDITION to the first-place 

winners, five states and 48 cities 
received honorable mention. 

Winning states were: 

Group 1 (Eastern) —Delaware. 
Honorable mention: Massachu- 
setts and Rhode Island. 

Group 2 (Southern)—North Caro- 
olina and Virginia (tie). 





Group 3 (Midwestern) — No| 
award. 
Group 4 (Western) — Washing- 


ton. Honorable mention: Colorado. 
Group 5 (Largest States)—Cali- 
fornia. Honorable mention: Ohio 
and Indiana. 
* * * 
oo cities were: Group 1 
(1,000,000 population and over) 
—Log Angeles. Group 2 (750,000- 
1,000,000) Washington, D. C. 
Group 3 (500,000-750,000) — Dallas. 
Group 4 (350,000-500,000) — No 
award. Group 5 (200,000-350,000)— 
Oklahoma City. Honorable men- 
tion: Miami. 


Group 6 (100,000 - 200,000) — 










WINDSHIELD WASHER CONCENTRATE 


amazing new 
automatic 
windshield 
washer solvent 
is a fizzing 
blue tablet! 


abs 






Drop 1 fees tablet into a full automatic 
washer jar. Watch it fizz into a 
powerful blue detergent solution. The 


SELLS ON SIGHT TO CONSUMERS — 


24 envelopes 

containing 2 
TABS each 
mounted on 
colorful easel 
display. 

List: 1 envelope 
(2 TABS) for 25c. 

Get it from 

your jobber. 





sudless mixture skims away road 
film, bug splatter instantly. No messy 
leftover liquids to leak in glove 
compartment. Service automatic 
windshield washers the safe, dry 
Cristy tas way. 


Write us for FREE sample fabs 


CRISTY CHEMICAL CORPORATION, Worcester 4, Mass., U.S.A. 


Manufacturers of the famous Cristy Drygas 


enforcement agencies of the cities | 


Phoenix, Ariz. Honorable men- 

tion: Sacramento, Calif.; Salt 

Lake City, Utah; Wichita; Pasa- 
| dena, Calif., and Berkeley, Calif. 

Group 7 (50,000-100,000)—Colum- 
| bia, S. C. Honorable mention: Lan- 
|sing; Jackson, Mich.; Santa Mon- 
ica, Calif.; Saginaw, Mich.; Stock- 
ton, Calif.; Evanston, IIl.; Jack- 
|son, Miss.; Lakewood, O., and In- 
| glewood, Calif. 

Group 8 (25,000 - 50,000) — Palo 
Alto, Calif., and Eau Claire, Wis. 
| (tie). Honorable mention: Wausau, 
Wis.; Shaker Heights, O.; Roches- 
ter, Minn.; Plainfield, N. J.; Colo- 
rado Springs, Colo.; Tucson, Ariz.; 
Elmhurst, Ill.; Bremerton, Wash.; 
Greenville, Miss.; Beverly Hills, 
Calif.; Lawton, Okla., and Eugene, 
Ore. 

Group 9 (10,000-25,000) — East 
Lansing, Mich. Honorable mention: 
Ventura, Calif.; Winnetka, IIl.; 
Peru, Ind.; Birmingham, Mich.; 
Hollywood, Fla.; Alpena, Mich.; 
Colton, Calif.; Rocky River, 0O.; 
Maple Heights, O.; Bellevue, Pa.; 
Lock Haven, Pa.; St. Joseph, Mich.; 
Aurora, Colo.; Fort Collins, Colo.; 
University Park, Tex.; Corvallis, 
Ore.; Dedham, Mass.; 
Minn.; Bexley, O.; Walla Walla, 
Wash., and Beaver Dam, Wis. 

* * * 


Tos was the seventh year that 
the IACP has honored police | 
agencies for excellence in traffic 
work. The awards are based on 
evaluation of police traffic super- | 
| vision reports of cities and states | 


Safety Activities. 

Twenty percent of the total 
scoring credit is allocated to fa- 
cilities and methods and 80 per- 
cent to actual polic traffic super- 
vision performance. 

Evaluation is guided by recom- 
mendations of the enforcement 

| committee of the White House Con- 
| ference on Highway Safety and the 
| traffic committee of the IACP, and 
| by comparison with performances 
| reported by other cities and states. 
Evaluation information is provided 
| by the ne Safety Council. 


* * 


Mass., Three Cities 
Cited by AAA for 
Pedestrian Safety 


Massachusetts and Norfolk, Va., 
Sand Springs, Okla., and Spring- 
field Township, Pa. have been 
named grand award winners in the 
American Automobile Assn.’s 16th 
national pedestrian protection con- 
test. 

The state and three cities were 
honored for their activities during 








safer for the pedestrian. 
Andrew J. Sordoni, AAA presi- 


last year was the safest on record 
for the man on foot. 

In 1927, the first year during 
which statistics were kept on pe- 
destrian fatalities, 10,800 were killed 
in traffic while walking. The high 
point came in 1937 when 15,500 
walkers lost their lives. 

Last year, for the first time in 
nearly three decades, fewer than 
8,000 pedestrians died as a result 
of being struck by motor vehicles. 

The four grand award winners 
were singled out from a total of 
1,555 cities and 46 states which 
submitted reports to the AAA for 
analysis and scoring. The final 
judging was done by a panel of 
traffic and highway officials and 
safety specialists meeting in Wash- 
ington. 


NSPA Radiesse 
Road Program 


President Eisenhower’s 10-year | 
highway expansion program, now 
| before Congress, has been endorsed 
|by the National Standard Parts 
4 — of directors. 

resolution unanimously 





sda the board called for an | 
immediate improved highway sys- | 


-|downtown St. Louis, 


Mankato, | 


|in the Annual Inventory of Traffic | 


1954 to make streets and highways | 


dent, said the contest revealed that | 


tem to assure the maximum safe 
and efficient use of motor vehicles 
and to keep pace with the popula- 
tion and rapidly increasing vehi- 
ie registrations. 


NSPA urged Congress to mod- 
}ernize, within the next 10 years, 
|the interstate system designed to | 
|fulfill our traffic needs 20 years 
|hence; to finance the program by | 
a method which will insure its 
completion economically and on 
|scheduled time, and to continue 
| Federal aid to state and local gov- 
ernments at a level needed to mod- 
jernize and maintain other roads 
and streets. 


Lack of Parking 
Saps Downtowns, 
Declares Realtor 


The lack of adequate parking is 
the greatest single factor in driv- 
ing business and industry out of 
Clarence M. 
Turley, a realtor, told a conference 
discussing the subject: “How to 
Rebuild Cities Downtown.” 


“We are coming to the time when 
office building owners and depart- 
|ment store owners must provide 
off-street parking as a part of the 
building service just as they pro- 
vide elevator and janitor service,” 
Turley said. 


He said that the ordinance re- 
quiring each building owner to 
provide a minimum number of car 
stalls for every 500 to 600 square 
feet of office space had come 30 
years too late. 


A suggestion that downtown 
| properties be consolidated in a 
single corporation which would 
have great borrowing power 
wouldn’t work, Turley said, because 
|there are too many “rugged indi- 


| vidualists.” 
oa * * 


Shivers Vetoes 75 MPH 


A bill increasing the maximum 
legal speed for motorists on four- 
lane high-ways from 60 to 75 miles 
an hour, passed by the Texas legis- 
lature, has been vetoed by Gov. 
Allan Shivers. 

* 


TV to ‘PatroP 
Mass. Turnpike 


‘Television is going to be used to 
nab drivers on the Massachusetts 
Turnpike, scheduled to open Nov. 
15, according to William F. Calla- 
han, chairman of the Turnpike Au- 
thority. 


“State Police patrols will be able 
to create a system of complete su- 
pervision with the gadgets and 
equipment we intend to provide 
them,” he said. 

The speed limit on the road will 
be 60 miles an hour. Radar speed 
clockers will be installed within 
range of the television cameras to 
record any infractions. 

One trooper will be able to han- 
dle the television observation post 
and keep sections of the highway 
under scrutiny. If he spots a vio- 
lator, a traffic jam or trouble, he 
can contact patrol cars by two-way 
radio. 





* * * 


73,751 Lose Permits 


The New York State Motor Ve- 
hicle Bureau said it had called in 
73,751 licenses and registrations be- 
cause of violations or accidents 
during the first five months of 1955, 
compared to $73,490 for the same 
period last year. 

~ 


More Parking 


Erie Opens Its 7th 
Off-Street Lot 


The last of seven new parking 
lots has been opened formally by 
|the Erie Parking Authority, creat- 
jing a total of 870 new off-street 
parking spaces. 

Treasurer of the authority is 

Charles A. Dailey, Chevrolet dealer, 
| who has served since its inception 
|in 1951. 
A survey conducted in the spring 
| of 1953 by Donald M. McNeil, park- 
| ing engineer, showed the need for 
850 additional parking spaces in 
the downtown area. 

Construction was financed by a 
$1,385,000 bond issue which is being 
retired by revenue from parking 
meters on the lots. 
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SPECIALIZED 
LUBRICANTS 


DO YOU USE? 


ss 





Chances are you’re already using 
one or more dependable AGS 
lubricants — and know how they 
improve any lube job... and give 
your work that extra touch of 
quality. So why stop shert — with 
just one or two items? Use the full © 
AGS line to really round-out your 

service .. . and increase your re- 


sale profits! 








ee 


RUGLYDE? ' 


| 
| 
| 


RuGLYDE Service Kit 


2 Industry recommended 
ma for lubricating of all 
rubber parts and fitt- 

ings—clean and dress- 
up rubber—faster, safer 
Tubeless Tire servicing. 
a 


LOCKEASE © 


Graphited Lock Fluid 


SSE eT ae 


Protects all locks 
against freezing, stick- 
ing, rust and wear. 
Penetrates quickly, 
seals out moisture and 
dust from working 
parts. Use on every 
lube job—sell it, too! 





DOOR-EASE ® 
Stick Lubricant 


A clean lubricant for 
ear door, trunk and 
hood fitting and other 
exposed parts... stops 
squeaks and binding. 
> >» Excellent for home 
Wy use, too. Will not 
stain. 
ooeces ceccccccccccccsooeen 


DOOR-EASE ® 
Dripless Oil 


Runs in. . . won’t run 
out! Long- “wearing . 
weather and rust-proof 
film for hard-to-get-at 
places. Dozens of re- 
sale uses. 


eeeeeeee 
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VOLUME ? 


plus added service profits 


We operate, service, and replace hun- | 
dreds of leased cars in your area. If we 
can trade right—one and two-year old 
Chevs, Fords for new—you cash in on 
large, continuing volume, Add year-round 
revenue for your service department. 
Write or call 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois Museum 4-6969 


INTERESTED IN FLEET | 
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TWO-CAR OWNERSHIP'AMONG: 
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—How to get your share 
of the mushrooming 
two-car market 


DID YOU KNOW THAT... 


... almost one out of three 
(31.6%) of the people buying 
new cars today are two-car 
owners? Yet only one out of 
seven of all car-owning 
families have two cars. 


oops: . 





W car 


This tells you, of course, that it isn’t “everybody” 
who is buying new cars today. It’s a certain ‘‘kind”’ 
of family. And the big difference is mostly a matter 
of income and extra money in the bank. When you 
concentrate your selling on the best prospects for a 
new car sale today, the high-income high-asset 
families, you’re automatically setting your sights 
on the growing market of two-car buyers. 

That’s a major marketing fact which stands out 
big and bold in ‘‘THE PEOPLE BUYING NEW 
AUTOMOBILES TODAY,” the just-published 
study of 18,000 known buyers of new cars, 1,000 
of each of the 18 principal makes. 

The two-car families are becoming more and 
more important in manufacturers’ and dealers’ 
selling plans. Here are more market facts to help 
you concentrate on this twice-as-good market: 


They buy often—Three out of five (61.6%) of 
these two-car families bought their additional car in 
the past year—in other words, they bought two cars 
within a 12-month period! 


They buy new—Four out of five (79.1%) of the 
total cars owned by these two-car families were 
bought new. 


They buy the same make—sometimes— 
More than a third (34.8%) of these same two-car 
families own two cars of the same make. But the 
range varies greatly by make, from a low of 8.2% to 
a high of 52.9%. 


And they’re in the market again—NOW— 
One of three (31.2%) report they intend to trade in 
one of their cars within the next 12 months. Seven out 
of ten (71.2%) intend to buy new and three out of 
five (51.9%) will consider another car of the same 
make as the one they just bought. 








Where Do You Find These 
Two-Car Prospects ? 


As with new-car buyers, so with two-car pros- 
pects; it’s family income and savings that make 
the big difference—only more so. As the study 
shows, three-fourths of all new car buyers today 
are in the $5,000-or-more bracket, and about the 
same proportion have at least $1,000 in the bank, 
bonds, etc. With the two-car families buying new 
cars, the figures go upward—to 87.2% and 81.9%. 
Their incomes average $13,532, almost $4,000 
higher than all new car buyers; their assets average 
$8,000 higher. These are families who can afford 
to buy, buy new, and buy now. They need only to 
be sold on the make to buy—or to buy two of. 

Here are two tables from the report which show 
each manufacturer the degree to which two-car 
ownership applies to buyers of each of the 18 
makes, and the extent to which he has been able 
to sell the two-car family on buying two of his make. 


Of the Families 
Who Bought a New: 


%Who Own 9% Who Own 2 Cars 
of Same Make* 


2 or More Cars 


Pontiac 
Oldsmobile 
Cadillac 


Mercury 
Lincoln 


Studebaker 
Packard 


All new car 
buying families 


*Percent of two-car families who own two cars of the same 
make, e.g., 27.9% of families buying a new Chevrolet own 
twoor more cars. 44.7% of these families own two Chevrolets. 





What make is your chief competitor for that 
second car—second new car? What other makes 
are new car buyers considering buying when next 
they turn that second car in? Write for your copy 


of “THE PEOPLE BUYING NEW AUTOMO- 
BILES TODAY” to the Market Research Division, 
“U.S.News & World Report,” 24th & N Sts., N.W., 
Washington 7, D. C. You'll find it can put extra 
power behind your new car, two-car sales. 


How To Sell These 
Two-Car Families 


Where can you find the heaviest concentration 
of these new car, two-car families? One thing is 
sure: when you’re talking about advertising and 
the ability of magazines to cover them, size of 
circulation doesn’t necessarily mean customers. 

The study asked these 18,000 buyers pertinent 
questions about the major magazines they read 
and prefer. Among the 33 studies, only five ranked 
among the top ten in all four of these basic advertising 
values: coverage, cost of coverage, impact and 
reader loyalty. They were: Life, the Post, Time, 
Newsweek, and “U.S.News & World Report.” 

Continuing “U.S.News & World Report” family 
studies disclose the striking parallels between its 
subscribers and today’s new car buyers, particularly 
two-car buyers. They help explain why this maga- 
zine led all magazines in 1954 in passenger car 
advertising page gains. Here are a few facts: 


New Car Buyers 


Buyers of Who Own USN&WR 
New Cars Two Cars Families* 
% owning 2 cars...... 31.6% .... — .... 35.9% 


Average income...... $9,682 .... $13,532 .... $14,462 


Median income....... $7,528 .... $10,148 .... $9,272 
% with $1,000 or 
more in assets..... oo LAG ..2- 81.9% .... 90.3% 


*Source: “U.S.News & World Report” family studies, May 1953 
and January 1955. 


And this growing recognition continues on in 
1955. Only six magazines now carry more passenger 
car advertising pages. 


Now more than 725,000 net 
paid circulation-—concentrated among 
America’s High-Income, Out-in- 

Front Families 
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BATTERY CHARGER—Marquette Model 
218 battery charger operates by push- 
button for charging, testing and boosting. 
It covers both six and 12-volt systems. 
Meter readings do not have to be trans- 
lated before dial settings are made and 
automatic circuit breakers protect against 
wrong hookups. Marquette Mfg. Co., De- 
partment NS, 307 E. Hennepin Ave., Min- 
neapolis, Minn. 





ENGINE HOIST—The G & H Hoist is 
designed to handle both inline and V 
type engines. A movable fulcrum is said 
to permit the hoist to handle loads up to 
14600 pounds. Four head bolt links are 
supplied, with holes at bottom and side 
for both type engines. Clevises are pro- 
vided for chain length adjustment. G & H 
Products, Inc., 203 Fourteenth St., St. 
Paris, O. 





AIR CLEANER—Working on the princi- 
ple of “conduit tuning,” this air cleaner 
and silencer can be used on most automo- 
tive engines without alteration in basic 
design. Simplified construction is said to 
lower restriction to air flow, minimizing 
power loss and increasing motor efficiency. 
Houdaille-Hershey Corp., 1455 W. Thirty- 
eighth St., Chicago, Ill. 

* * * 





POWER GUN—The Model 711-H air- 
operated power gun delivers up to 1412 
ounces of lubricant per minute, it is 
claimed. A six-foot high pressure hose, 
“Z" swivel and control valve are pro- 
vided. The gun develops a pressure ratio 
of 40 times the air pressure used. It 
weighs 12% pounds. Alemite Division, 
Stewart- Warner Corp., 1826 Diversey 
Parkway, Chicago 14, Mt. : 


Submersible Pump Motor 
Used in Gasoline Tanks 


A submersible pump motor, de- 
signed for use in high-octane gaso- 





NEW PRODUCTS 


line, has a thermostat which dis- 
connects it from the line when the 
bulk tank is pumped dry. 

The gasoline acts as a coolant 
and bearing lubricant in the motor. 
Windings and stator core are sealed 
with an epoxy resin material. Gen- 
eral Purpose Component Motor De- 


partment, General Electric, Sche- | 


nectady 5, N. Y. 
* 


* * 





TAPE APPLICATOR—The Tape-Rite one- 
hand dispenser for pressure-sensitive tapes 
has a resilient steel “finger” which at- 
taches the tape to the job surface. When 
the correct point is reached, the unit is 
rolled over and a serrated edge of the 
“finger” cuts the tape off. The dispenser 
is made of steel and finished in green 
metallic enamel. It weighs 12 ounces. De- 
partment KP, GorDag Industries, Inc., 815 
E. Fifty-first St., Minneapolis 17, Minn. 

. ee 





AUTO MAP—The Rol-A-Map consists of 
a clip-on holder that fits over a car's sun 
visor and holds up to five road maps. It 
is said to take maps of almost any size, 
but is designed for the standard 18 by 29 
inch type offered at gasoline stations. The 
map is rolled up or down like a window 
shade. Agraday Enterprises, 20009 James 
Couzens Highway, Detroit 38, Mich. 

-. a - e 





BATTERY CHARGER—Dyna-Chargers will 
slow and fast charge both six and 12 
volt batteries. Some models have built-in 
battery testers. Both four-wheel mounted 
models and portable units are offered. 
Features include forced air ventilation, 
circuit breakers, automatic timers, full- 
wave rectifiers and shock-resistant meters. 
Allen Electric and Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich. 

“* * © 





BEAD EXPANDER — To inflate the tire, 
the valve core is removed, the air chuck 
applied to the valve stem, and the bead 
expander handle is worked until sufficient 
tension is applied to seal the beads. Five 
or 10 pounds of pressure is enough to 
hold the seal. Ken-Tool Mfg. Co., 768 E. 
North St., Akron, O. 





TORQUE WRENCHES—The 10 Model F. 
PROTO torque-limiting wrenches above 
have a fixed head bearing pin, improved 
roller block, side-adjusting seal and han- 
die end seal. They are said to be cali- 
brated to an accuracy of plus or minus 3 
percent, plus a maximum of two pounds. 
Plomb Tool Co., Los Angeles, Calif. 

* * * 








TOWEL DISPENSER—The Fanfold paper 
towel cabinet is designed to be reloaded 
before it is completely empty. The Fan- 
fold towels come with self adhesive spots 
on top and bottom of each package to 
adhere to the previous package. This is 
said to eliminate rethreading. West Dis- 
infecting Co., 42-16 West St., Long Island 
City, New York. 
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DRYING OVEN—The Chromalox Electric 
Radiant Heater is said to dry freshly 
painted cars in 30 minutes. A total of 64 
heaters of 1500 watt each are set in tiers 
in the panels of both oven walls. Each of 
the walls has three panels: vertical bot- 
tom, inclined center and top horizontal. 
For cars and pickups, the center and top 
panels can be lowered into a tunnel shape 
for drying coverage. Each wall can be 
regulated independently of the other. Ed- 
win L. Wiegand Co., 7500 Thomas Bivd., 
Pittsburgh 8, Pa. 








BEAD BREAKER—The Coats Iron Tire- 
man features upper and lower bead 
| breakers designed for tubeless and safety 


| |rims. They are said to unlock the bead 


without touching the sealing ridge or 

twisting the bead..Jack P. Hennessy Co., 

Inc., 12 Depot Square, Englewood, N. J. 
s @ 


5 Gas Welding Torches 


| Described in Brochure 


Data and specifications on Mar- 
quette’s five oxy-acetylene torch 
sets are given in a brochure offered 
free by the firm. 

The booklet describes the con- 














struction and advantages of the 
heavy, medium and light duty sets, 
as well as the automatic aircraft 
torch and the Master cutting equip- 
ment. Marquette Mfg. Co., 307 E. 
Hennepin Ave., Minneapolis 14, 
Minn. 





TIRE SIDEWALLS—Port-A-Wall sidewalls 
are mounted over regular black walls by 
locking them between the rim flange and 
the tire bead. They are offered in red, 
yellow, green, blue, pink and white for all 
tires except those with blowout safety 
shields. Barnes Corp., Wadsworth, O. 

. & «= 





NUT DRIVERS—Vaco nut drivers ‘ are 
color keyed by size. The drivers come 
with hollow shafts in four lengths. The 
K-7 servicemen’s kit shown above is of 
blue plastic, with seven transparent plas- 
tic slots to show size and color. Vaco 
Products Co., 317 E. Ontario St., Chicago 
11, Uh 


POCKET FLASHLIGHT — An Eveready 
flashlight, measuring less than 344 inches 
long and weighing less than % ounce, 
has been marketed. The Little Jim No. 
115 has a lens-guard that glows red in 
the dark. National Carbon Co., Division 
of Union Carbide and Carbon Corp., 30 
E. 42nd St., New York 17, N. Y. 


* * * 





TOOL MERCHANDISER — The Revised 


| R-150 tool display holds one or two each 
|of 156 hand tools. It has a ball-bearing 


turning feature so customers can get at 
any item. The display provides a place 
for pricing, numbering and shadow mark- 
ing each tool. P & C Hand Forged Tool 
Co., P.O. Box 5926, Portland 22, Ore. 





WALLPAPER — A wallpaper for auio 
dealerships, called Autorama, is designed 
to attract customer attention. It comes in 
a range of colors, reflecting some of those 
used today in cars. Scenes and parts from 
the transportation industry, past and pres- 
ent, make up the design. Warner Co., 
108 S. Desplaines St., Chicago 6, Ill. 

* ¢ 8 








WASHER SOLVENT—Tabs is a deter- 
gent concentrate for automatic windshield 
washers. It comes in tablet form and dis- 
solves in the washer jar without forming 
suds. Christy Chemical Corp., Worchester 
4, Mass. 





EXHAUST EXTENSION — The Wilco 
Turbo-Jet is a tube within a tube. It is 
chrome finished and comes in both uni- 
versal and custom models. Wilson Co., 
Boston 15, Mass. 





COMMERCIAL CLEANER — The Kent 
Lightning vacuum cleaner is designed for 
medium capacity commercial cleaning. The 
machine is 24 inches high and 18 inches 
wide. Made of aluminum, it weighs 21 
pounds. The vacuum cleaner has a usable 
capacity of seven gallons for wet pickup. 
Kent Co., 873 Canal St., Rome, N. Y. 


Vogt & Co. Develops 
Abrasive Wheel 


C. R. Vogt & Co. has developed 
what it calls the All-Four abrasive 
wheel. It is said to perform the 
four functions of grinding, sanding, 
polishing and deburring. 
| The firm said that the wheel has 
a base of neoprene rubber bonded 





(Continued on Page 45, Col. 1) 
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New Products 


(Continued from Page 44) 


new chemical] lubricant which the 
company says will prevent freezing 
or gumming of auto locks and 
latches. 

Kleen Key also said the lubricant, 
called “Kleen-Key,” comes in a 
rectangular metal container 
equipped with a 2%-inch removable 
spout. The company claims the 


to the cast aluminum wheel under | will redesign its oil can lids for| lubricant will not stain. 
hest and pressure. Additional in-| easy shelf identification. 


formation may be obtained by 
writing C. R. Vogt & Co., 
Third Ave., Moline A&s, IIl. 

* x * 





SAFETY LOCK—The Safety Door Lock 
is a polished aluminum knob that replaces 
the back door handle in a car to prevent | 
children from accidentally opening. the | 
door and falling out. Houser Engineering | 
and Mfg., Inc., Blufiton, Ind. 





LINE MARKER—The Jawco Model 250 
line Marker is used to paint two, three or 
four-inch lines on any hard surface. Brush 





sizes can be used interchangeably. The 
manufacturer states that the operator can | 
easily maintain desired pressure on the 
brush at all times by varying the position 
of the handle (cut off in photo to show 
grip). The marker comes in two and four- | 
quart capacities. Jawco Products Corp., 
Box 1224, York, Pa. 


* * * 


Silicone-Base Auto Polish 


Introduced by Fore 


Fore Products Co., 3710 Rutger 
St., St. Louis 10, Mo., has intro- | 
duced Ease, a silicone base automo- 
bile polish and cleaner. 

The company said several chem- | 
icals new to the polish industry are 
contained in the formula. 

* * Oo 


12-Volt Trouble Light 


Westinghouse Electric Corp. has | 
developed a 12-volt bulb for trouble 
lights that is now available to man- 
ufacturers. The new bulb is inter- 
changeable with 12-volt bulbs, the 
firm said. 


+ * * 


REMOVABLE 
CONE 





STATIONARY 
CONE 


L- LOCK 
F SCREW 


PATENT PENDING 


TUBELESS TIRE TESTER—A floor model | 


tubeless tire tester is offered shops with 
@ small volume of tubeless tire work. It 
Uses double cones which are inserted in 
the wheel hole from each side and locked 
with a lock screw. The arbor then sup- 





Ports the wheel in the tank so that it turns 
freely. Bishman Mfg. Co., Osseo, Minn. 
* + * 


Valvoline Redesigns 
Its Oil Can Lids 


Valvoline Oil Co., a division of | 
Ashland Oil & Refining Co., Free- 
dem, Pa., has announced that it 


The can design will remain the| 


1528|same but the various oils and 


grades will be individually identi- 
fied by different colors on the top 
and the color extending over the 
rim. 

cal * * 


Aerial Sales Kit 


A sales promotion kit for jobbers 
is available on the fiberglas Dura- 
ramic auto aerial. The kit includes 
a four-page catalog, a window 
streamer, an identity pennant and 
a “replace your old aerial” tag. 
Ward Products Corp. division, 
Gabriel Co., Ashtabula, O. 


Kleen Key Announces 


Lock Lubricant 


Kleen Key, Inc., 717 N. High St., 
Columbus a has announced a 





AUTO MUFFLER—The Almquist Muffler 
is a straight-through “packed” type that 
is said to have a “‘legal-tone.” It uses an 
“oversize through-tube and fiberglas 
packing. Almquist Engineering, Milford, 
Pa. 


* + * 
Sprayer Mixes Liquids 
Gilmour Mfg. Co., Somerset, Pa., 
has developed an insecticide sprayer 


which is attached to a garden hose |ing oil; 


45 


rust inhibitor, and all 


and is claimed to mix all water-| weather Clear-Coat. The company 
diluted liquids accurately with wa-| said the kit will eliminate need for 


ter pressure of 20 pounds or more. | brushes in applention. 
* s 


The container attachment is pint 
size and is made of plastic. It can 
be used for detergents in car wash- 
ing, spraying flowers, trees and 
lawns, disinfecting poultry houses 
or barns. 

* ok 


Brown Trailers Issue 
Folder on Series H 


A color folder which describes 
the company’s Series H line of alu- 
minum trailers has been published 
by Brown Trailers, Inc. 

It includes general specifications 
and pictures of the standard mod- 
els. Copies may be obtained by 
writing Advertising Department, 
Brown Trailers, Inc., Box 54, Spo- 
kane, Wash. 


* * * 
Crown Industrial Packages 
Aerosol Utility Kit 


Crown Industrial Products Co., 
1077 Amsterdam St., Woodstock, 
Ill., has packaged an aerosol utility 
kit. 

It contains four cans, one each 
of Crown lubricating oil; penetrat- 





SERVICE MANUAL—The third edition of 
the service station manual, “The How and 
Why of T.B.A. Sales and Service,” has 
been published. Sections cover tire and 
tube service, batteries, bodies and wind- 
shields, cooling systems and oil filters, 
lighting, ignition, brakes, mufflers and 
shock absorbers. Chek-Chart Corp., 33 E. 
Congress Parkway, Chicago 5, Ill. 
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Ms | lane CoTUng You money 7 


On the road, your drivers may be stopping sooner and oftener than 
necessary and glare may be causing it. Nagging glare can wear a man 


down fast. It can slow his reactions. Even wipe out a truck . . 
investment . . 


Toledo 3, Ohio. 





. a life. 


- an 


Be sure the next new truck you buy is equipped with glare-re- 
ducing E-Z-Eve Safety Plate Glass with the shaded band. E-Z-Eve 
also keeps the cab cooler. It is another development for the auto- 
motive industry by L°O-F. For further information, write: Dept. 
5675, Libbey‘-Owens’Ford Glass Company, 608 Madison Ave., 





LIBBEY: OWENS: FORD a Great ice in Glass 
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Auto Personnel 





Following resignation of H. D. 
North as president of Ferry Cap & 
Set Screw Co., Cleveland, Charles 
B. Lansing jr. has been elected 
president and treasurer; William 
H. North, vice-president and sec- 
retary. H. D. North will be chair- 
man of the board. 

Lansing has been with Ferry Cap 
for 20 years, starting as cost clerk 
in 1935. For the past five years, he 
has been secretary and treasurer. 
William H. North formerly was 
with Charles H. Phillips Chemical 
Co. He joined Ferry Cap in 1946. 

* * + 


plant. H. D. Herbst succeeds him 
as manager at Vincennes. Dunlap 
replaces Harry A. Harvey, who has 
retired after 42 years with the 
company. 

+ * * 
Spittle and Cody Head 
Borroughs Sales Districts 


Appointment of William Spittle 
and Robert Cody as district sales 
managers of Borroughs Mfg. Co., 
manufacturer of steel shelving and 
steel office furniture, Kalamazoo, 
Mich., has been announced by 
George Bennett, general manager. 





Spittle’s territory will embrace 
Michigan, Indiana, Ohio, Kentucky, 
West Virginia, western Pennsyl- 
vania and New York State, exclud- 
ing New York City. He formerly 
was a materials handling engineer 
with Ford Motor Co. Cody formerly 
was eastern sales supervisor. His 
territory consists of Wisconsin, 
Minnesota, Iowa, Missouri, North 
and South Dakota, Nebraska, Kan- 


Electric Auto-Lite Picks 


Dunlap and Herbst 


Appointment of two battery plant 
managers has been announced by 
James P. Falvey, president of Elec- 
tric Auto-Lite Co., Toledo. 

Charles M. Dunlap has been 
transferred from Auto-Lite’s Vin- 
cennes (Ind.) plant to manage the 
company’s Niagara Falls (N. Y.) 





Gable, Race Queen Lead Parade— 

Clark Gable, grand marshal; Jo Anna Moore, race queen, and Dick Smith, driver 
from the Junior Chamber of Commerce, headed a sports car parade in a Chevrolet 
Corvette to signal the start of the first annual Los Angeles Race. The race, sponsored 
by the Junior Chamber of Commerce and the California Sport Car Club, was run for 
the benefit of orphans. 
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Puts more solids 
in finishing enamel... 
Improves flowout... 
Reduces danger of sags, runs and 
wrinkles... Gives you faster, 
more thorough drying... 
Produces better-looking work 

at less cost! 
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‘ | 
@ Today’s motorists are more concerned 
than ever with the sleek appearance of their 
cars. They expect greater smoothness and 
luster from the refinishing work you do. And 
you can meet their most critical demands by 
using Ditzler’s DX-1400 Enamel Equalizer. 


DX-1400 is a highly concentrated additive 
for use with synthetic enamels. It adds solids 
which become a part of the finish. It gives 
better flow and lessens danger of sags and 
runs. It prevents wrinkles that excessive film 
thickness often causes. 


With the addition of DX-1400 you also get 
a better gloss and greater depth of color 
from your finishing enamel. At the same 
time it dries more speedily and thoroughly. 


And you get all these benefits by adding as 
little as ome ounce to a quart of enamel. 
Whether you air dry or bake you'll find 
Ditzler’s DX-1400 Enamel Equalizer helps 
you do better refinishing at lower cost per job. 
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sas, Montana, Wyoming and Coi>- 
rado. 
* * 


Tide Water Ups Ballard 


Lee Ballard has been named } 1- 
dustrial sales special represen‘ :- 
tive in the New York marketing 
department of Tide Water Assovc:- 
ated Oil Co. 

t * * 


Battery Manufacturers 


Elect Graves President 


Charles S. Graves, president of 
Yocam Battery Co., Tampa, Fia., 
has been elected president of the 
Independent Battery Manufacturers 
of America. 

Elected vice-president was G. W. 
Mixon, president of Standard Stor- 
age Battery Co. St. Paul. A, A. 
Geidel, Geidel Battery Mfg. Co., 
Pittsburgh, was elected secretary, 
and Phil Pacheco, Moore Battery 
Co., Denver, was named treasurer. 

* * * 


Bohmrich Joins Fruehauf 


Appointment of John J. Bohm- 
rich as assistant to the vice-presi- 
dent of Fruehauf Trailer Co. has 
been announced by W. N. Barker, 
executive vice-president. For 12 
years, Bohmrich has been associ- 
ated with A. O. Smith Corp., Mil- 
waukee. He served as general man- 
ager of three divisions. 

* * © 


Phillips Named Director 


Clifford E. Phillips, president of 
R. M. Hollingshead Co. of Canada, 
Ltd., manufacturer of car polishes, 
has been elected director of the 
parent company, R. M. Hollings- 
head Corp., Camden, N. J. 

+ + * 





Gantner Appoints Hagerty 


Auto-Serv Sales Director 


Appointment of Robert J. Hag- 
erty as sales director of the auto- 
serv specialties division, Gantner 
Industries, Inc., Morton Grove, IIl., 
has been announced by Edward G. 
Gantner sr., president. 

* * * 


Brown Appoints Davis 


Walter Z. Davis has been ap- 
pointed plant manager of the Spo- 
kane division of Brown Trailers, 
Ine., according to Leo A. Clark, 
production vice-president. Davis 
has been with Brown Trailers for 
nine years. 

* * * 
Lovell Replaces Brown 


In U. S. Rubber Post 


G. Allen Lovell has been elected 
vice - president of United States 
Rubber Co. and appointed general 
manager of its mechanical goods 
division. 

He will replace Ernest G. Brown, 
who has been elected board chair- 
man of Texas-U. S. Chemical Co. 
Brown will continue as a vice-pres- 
ident of U. S. Rubber. 

z on = 


Nash Names Clement 


To Succeed MacCulley 


Robert B. Clement has been ap- 
pointed assistant manager of the 
Buffalo zone of Nash. 

He succeeds Robert J. MacCulley, 
promoted to assistant sales promo- 
tion manager of Nash in Detroit. 

* * * 


Torrington Names Berglund 


Executive Vice-President 


Milton E. Berglund has _ been 
elected executive vice-president of 
Torrington Co., Torrington, Conn. 
He had been manufacturing vice- 
president since 1946 and is a com- 
pany director. 

Theophil H. Mueller, assistant to 
the president, has been elected a 
director. 

x * ” 


Swan and Fenner Named 


To Allegheny Ludlum Posts 


Further appointments in the re- 
alignment of Allegheny Ludlum 
Steel Corporation’s sales division 
have been announced by Russell M 
Allen, sales vice-president. 

Richard J. Swan has been ap- 
pointed director of sales of mag- 
netic and electronic materials, and 
Milton M. Fenner, Jr. has been 
appointed director of sales of tool 
and die steels. : 


Chevrolet Shifts Gorman 


To Minneapolis Zone 


Appointment of T. A. Gorman 
as assistant manager of Chevro- 
let’s Minneapolis zone hag been 


| (Continued on Page 47, Col. 1) 
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announced by W. E. Fish, general 
sales Manager. 

Gorman formerly served for 
nearly 10 years in the Chicago 
area, first as a district manager, 
then as a zone sales promotion 
manager and most recently as 
the Great Lakes regional sales 
promotion manager. He succeeds 
T. H. Odenbach who has been 
named Chevrolet city manager at 
Minneapolis. 


* * x 


Landers Corp. Appoints 


Special Detroit Rep 


Donald L. O’¥oole has been ap- 
pointed special sales representative 
in Detroit for Lander Corp., To- 

. ledo, it was an- 
nounced by James 
L. Davison, gen- 
eral manager. 

In making the 
announcement, 
Davison said 
O’Toole’s appoint- 
ment is in accord- 
ance with the 
company’s pres- 
ent plan to pro-| 

—_— vide additional | 

D. L, OTesle sales coverage 
and service to all auto manufac- 
turers. His activity in this direc- 
tion will supplement that of George 
H. Quinn, who has represented the 
Landers in Detroit since 1948. 


* * * 








Eatons Carlson Retires, 


But Will Act as a Consultant 


Gustav W. Carlson, automotive 
pioneer and an authority on motor 
truck axle design, has retired as 
chief engineer of the axle division, 
Eaton Mfg. Co. according to 
George W. Veale, general man- 
ager. He had been 35 years with 
Eaton. 

Veale said that Carlson will con- 
tinue as consulting engineer “be- 
cause Carlson’s knowledge and ex- 
perience in this specialized field 
are too valuable to lose to retire- 
ment.” 





x * * 


Dodge Names Wood 


William P. Wood is the new 
truck sales promotion manager of 
the southeast zone of Dodge. The 
zone includes the Atlanta, Mem- 
phis, St. Louis and Greensboro, 
(N. C.) regions. 


Chrysler Puts Price, Auch 


In New Purchasing Posts 


In conjunction with Chrysler 
Corp’s. divisionalization program, 
the appointment of two members 
of the central purchasing executive 
staff to the newly-established po- 
sitions of assistant general pur- 
chasing agent has been announced 
by Joseph Pfeiffer, Chrysler di- 
rector of purchases. 

They are: Melvin F. Auch, as- 
sistant general purchasing agent 
for administration, and Gordon K. 
Price, assistant general purchasing 
agent for production. 

Auch joined the corporation in 
February, 1944, as a supervisor in 
the Highland Park central routing 
department. Price has been with 
the corporation since 1926. 

* * = 


Washmobile Founder Joins 


Calif. Car Wash System 


David Fisher has sold his inter- 
est in U. S. Washmobile and has 
become a principal in the Califor- 
nia Car Wash Systems, Inc., North 
Hollywood, Calif. Fisher was 
founder and president of Wash-| 
mobile. 

California Car Wash Systems 
offers conveyor systems, wheel 
washers, conditioning units, 
brushes, car counters, vacuums, 
water softeners, return chain con- 
veyors, dryers, steam cleaners and 
rinse units. | 


Anderson, Markey Upped 
By Aro Equipment 
Marquard J. Anderson has been 


narned a vice-president, and J. R. 
Markey a director of Aro Equip- 





ment Corp., Bryan, O. 
Anderson joined Aro in 1945 and 


was appointed assistant to the gen- 
eral sales manager in 1949. Mar- 
key started with Aro in 1939. In 
1952, he was named assistant to 


the vice-president. 
* * * 


General Tire Transfers 


Cole to Chicago Staff 


Appointment of George A. Cole 
as passenger-tire sales manager of 
General Tire & Rubber Co.’s Chi- 
cago division has been announced 
by L. L. Higbee, trade sales man- 
ager. 

Cole formerly was passenger-tire 
sales manager of the Los Angeles 
division. 

” + + 


Kiedrowski, DuSault Named 


Dunlop Division Managers 


Hugh Kiedrowski has been 
named Los Angeles division sales 
manager and Myron G. DuSault, 





Portland (Ore.) division sales man- 
ager, according to R. C. V. Mac- 
kenzie, sales vice-president of Dun- 
lop Tire & Rubber Corp. 

Kiedrowski was formerly assist- 
ant Los Angeles manager for Kelly- 
Springfield Tire Co. DuSault was a 
territory manager for B. F. Good- 
rich Co. 

* * * 

Grace Succeeds Meinel 


As Heintz Co. President 


Charles B. Grace, vice-president 
and secretary-treasurer of Heintz 
Mfg. Co., Philadelphia, has been 
named president of the firm, effec- 
tive Aug. 1, it has been announced 
by the board of directors. He suc- 
ceeds William J. Meinel. 

President since 1932, Meinel will 
continue in the company’s man- 
agement as chairman of the board, 
a post he has held since 1943. John 
H. Thacher, quality control man- 
ager, replaces Grace as secretary. 

* * 


Humble Takes Top Post 


With Aluminum Industries 


Thomas L. Humble has been 
appointed production vice-presi- 
dent and general manager of 





Double-Duty Dodge— 


Nurse Margaret Collins explains to M. 
C. Patterson, Dodge manufacturing vice- 


president, how a Dodge Sierra station 
wagon has been converted into an ambu- 
lance for use at the Dodge Main plant. 
The apparatus can be removed and the 
vehicle returned to station wagon service 
quickly, Dodge says. 





Aluminum Industries, Inc., Cin- 
cinnati, according to Harrison O. 
Ash, president. 

Humble was formerly employed 
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at Plymouth as a member of the 
vice-president’s staff in charge 
of setting up new plants. He will 
direct Aluminum Industries ex- 
pansion program. 

* . * 


Gar Wood Names Hippler 
General Sales Manager 


Harold H. Hippler has been 
named general sales manager for 
Gar Wood Indus- 
tries, Inc. ac- 
cording to Milton 
G. Peck, sales 
vice-president. 

Hippler started 
with Gar Wood 
in 1924 as a parts 
department clerk. 
He has managed 
the firm’s truck 
equipment sales 
branch in Boston 
and has been as- 
sistant branch manager 
Boston and Detroit. 

In 1954, he was made assistant 
director of sales and service ad- 
ministration after serving as 
branch division manager. 
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Worst Is Past, 


ard series, $199 extra on other modei 


PLYMOUTH—Plaza 6 — 4-dr. sed., $1, 7 
780.50; 2-dr. sed., $1,737.50; bus. cpe., = . 





Current Prices on New Cars 








Zw eif el T ells 638.50; 2-dr. 2-seat stat. wag., $2,07: 
4-dr. 2-seat stat. wag., $2,158. 25. Plaza va 
—4-dr. aed., $1,884; 2-dr. sed. 1,841 2. 
+ The following advertised - delivered | hardtop cpe., $3,689.75; conv., $3,924.25; | at $178.85, Ultramatic on V-8s at $199.) dr. 2-seat nal wag., $2,180; ‘a 2. a 
cago Dealers prices inelude the retail list price sug- | 4-dr. stat. wag., $4,209. 300—Hardtop cpe.,| |ImMPERIAL—Custom—4-dr. sed., $4,483.-| stat. wag., $2,261.75. Savoy 6—4-dr. ed, 
gested by the factory, provisions for | $4,110.25. (PowerFlite standard on New| 95. hardtop cpe., $4,719.75. Crown—8-pass. | $1,879.50; 2-dr. sed., $1,836.50. Savoy Vv. 
CHICAGO.—There are signs that| Federa! taxes, and suggested delivery Yorker Deluxe and 300, optional at $189) sed., $6,972.50; lim., $7,094.75. (Power-|—4-dr. sed., $1,983; 2-dr. sed., 40, 
- e sign and handling charges. They do not cover | on Windsor Deluxe.) Flite standard. ) Belvedere 6 — 4-dr. sed., $1,978.50; © ar. 
the auto retailing industry is work-| transportation costs, state and local DeSOTO—Firedome—4-dr. sed., $2,497.-| KAISER—Manhattan—4-dr. sed., $2,670. | 8€4-, $1,935.50; hardtop cpe., $2,113; jar. 
ing its way out of a frantic period, | ‘#xes, optional equipment or any other | 75; special hardtop cpe., $2,540.75; Sports-| Darrin 161—Conv., $3,688. (Hydra-Matic | 2-Seat stat. wag., $2,321.75. Belvedere \-8 
Earl T. Zweifel, president of the| °harses that may be passed on to the (man hardtop cpe., $2,653.75; conv., $2,-| optional at $178.20 on Manhattan; not|—4-dr. sed., $2,082; 2-dr., sed.,_ $2,°39; 
; % retail buyer. 823.75; 4-dr. stat. wag., $3,170.25. Fire-| available on Darrin 161, which carries | hardtop cpe., $2,216.50; conv., $2,351; 4 dr. 
Chicago Automobile Trade Assn.,/ gyicK—special —4-dr. sed., $2,291.32; | Flite —4-dr. sed., $2,726.75; Sportsman| overdrive as standard equipment.) 2-seat stat. wag., $2,425, (PowerFlite »p. 
said in his forward to the annual} 2-dr. sed., $2,232.88; hardtop cpe., 3. hardtop ope., a aes $3,150.75.|  FINCOLN — Custom—4-dr. sed. $3,563; | 10D! at $178.30.) 
report. 332.43; 4-dr. hardtop, $2,409; conv., .~ | (PowerFlite optional at $189.) hardt |. $3,666. Capri si . stent PONTIAC — Chieftain 860 — 4-dr. «d,, 
po i 590.17; 4-dr. stat. wag., $2,974. Century—/ poDGE—Coronet 6—4-dr sed., $2,092.75; pa — ss'toa; arate cpe. Sueno, $2,163.62; 2-dr. sed., $2,105.45; 2-dr. siat! 
‘There are already strong indica-|4-dar. sed., $2,548.17; hardtop cpe., $2,-|9-ar, sed., $2,013; 2-dr. 2-seat stat, wag., conv $4071.90, (Furbo Drive wtandard.) | WAS, $2,434; 4-dr stat. wag. $2.°18 
tions that the worst is past—that oe na ag gine. PR v3. $2,348.75; 4-dr. 2-seat stat. wag., $2,462.75;| MERCURY — Custom — 4-dr. sed., $2,-| Chieftain 870—4-dr. sed., $2,267.51; 2-dr 
silly and misleading advertising is | %24° “$276.17: havatop  cpe., ne 500.56: a ae | — fe a ai: 276.50; 2-dr. sed., $2,217.50; sport cpe., | Sed. $2,200.32; | Catalina, ear 99; 4 ir. 
being recognized for what it is,| conv., $3,224.59. Roadmaster—4-dr. sed.,| hardtop cpe., $2,281; 2-dr. 2-seat  stat.| {ar seq $2,400; hardtop eve. $2.462°50, | 4-dr. sed., $2,362; conv., $2,691. Star Chief 
that the danger of unsound credit | $3,349.36; sooaak cpe., $3,453.05; } wag., $2,452; 4-dr. 2-seat stat. wag., $2,-| stat. wag., $2,843.50. Montclair—4-dr. sed,. | Custom—4-dr. sed., $2,455; Catalina, $2,- 
is becoming evident, that bootleg- | $9,551.56. (Dynaflow standard on Road-| 566;' d-dr. 3-seat stat. wag., $2,668.25. | $2,685; hardtop epe., $2,631; Sun Valley | 199; Safari 2-dr. stat.’ wag., $2,962." (ity- 
i 1 the immense master, optio . Royal V-8—4-dr. sed., $2,310; hardtop| giasstop, $2,711.50; conv., $2,712. (Merc-| 4ra-Matic optional at $178.35.) 
ging is no longer the i . models. ) cpe., $2,395; 4-dr. 2-seat stat. wag., $2,-| @-Matic optional $189.45.) RAMBLER—Deluxe—4-dr. sed., $1,695 
threat that it once was,” he said. CADILLAC—Series 62—4-dr. sed., $3,-| 658.75; 4-dr. 3-seat stat. wag., $2,760.75.| METROPOLITAN — Hardtop, $1,445; | 2-dr. sed., $1,585. Super—4-dr. sed.. si. 
“This does not mean that we can 976.70; cl. cpe., $3,881.77; hardtop cpe.,| Custom Royal V-8—4-dr. sed., $2,472.50; | conv., $1,469 (both prices at coastal ports| 798; 2-dr. sed., $1,683; 2-dr. stat. waz. 
$4,305.01; conv., $4,448.31. Series 60 Spe-| Lancer 4-dr. sed., $2,515.50; hardtop cpe.,/| of entry). $1,869. Custom—4-dr. sed., $1, 989: hard. 
relax our vigil nor that we can| cial—4-dr. sed., $4,728.32. Series 75—8- | $2,542.50; conv., $2,748. (PowerFlite op-| NASH—Statesman Super 6—4-dr. sed.,| top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
soon return to the ‘good old days’ | pass. sed., $6,186.78; lim., $6,402.17. El-| tional at $178.30.) $2,215. Statesman Custom 6—4-dr. sed., | dra-Matic optional at $178.85.) 
of order taking,” he said dorado — Conv., $6,285.96. (Hydra-Matic!  foRD—(Prices are for 6-cyl. models; | $2,385; 2-dr. hardtop $2,495. Ambassador| STUDEBAKER—Champion Custom — 4- 
’ ; standard.) for V-8, add $99.98) — Mainline — 4-dr. | Super 6—$2,480. Ambassador Custom 6—/ dr. sed., $1,783.24; 2-dr. sed., $1,741.02 
It does mean, he said, that new-| CHEVROLET — (Prices are for 6 - cyl.| sed., $1,753.24; 2-dr. sed., $1,707.02; bus.|4-dr. sed., $2,675; 2-dr. hardtop, $2,795.| Champion Deluxe—4-dr. sed., $1,885.16: 2- 


Customline — 4-dr. 


sed., 


Ambassador Super V-8—4-dr. sed., $2,775. 


dr. sed., $1,840.55; 5-pass. cpe., $1,874.50: 


models; for V-8, add $99.)—One-Fifty—4- | sed., $1,605.97. 
car dealers can again belong to a| Toten "$1,728; 2-dr. sed. $1,685: utility | $1,844.66; 2-dr. sed. $1,800.55. Fairlane—.| Ambassador Custom V-8—4-dr. sed., $2,.| stat, wae. $2,140.64, Champion’ eeu 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; | 965; 2-dr. hardtop, $3,095. Nash-Healey— | — 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 


legitimate industry in which they 
may expect to earn “a decent and 


sed., $1,593; 2-dr. stat. wag., $2,030. Two- 


Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 


Victoria hardtop, 


$2,094.76; Crown Victoria 
Crown Victoria glass- 


2-dr. 


hardtop, $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 


974.50; hardtop cpe., 


$2, 128.76; stat. wag., 
$2,311.59. Commander Custom —4- dr. sed., 


honorable” living. cl. ecpe., $1,835; hardtop cpe., $1,959; 2-dr.j| cl. cpe., $2,202.04; | 
stat. wag., $2,079; 4-dr. stat. wag., $2,127. | top, $2,271.53; conv., $2,224.09. Station| Ultramatic on V-8s at $199; automatic | $1,918.72; 2-dr. sed., $1,873. Commander 
a Bel Air—4-dr. sed., $1,932; 2-dr. sed., $1,- | Wagons—2-dr. 2-seat Ranch Wagon, $2,-| transmission not available on Nash-Healey, | Deluxe—4-dr. sed., $2,013.63: 2-dr. sed., 
U S D 1 888; hardtop cpe., $2,067; conv., $2,206; 4-| 043.07; 2-dr. 2-seat Custom Ranch Wagon, | which is equipped with overdrive.) $1,969.03; 5-pass. cpe., $1,989; stat, wag.. 
tica ea ers dr. stat. wag., $2,262; Nomad 2-dr. stat. | $2,108.64; 4-dr. 2-seat Country Sedan, §$2,- OLDSMOBILE — Series 88 — 4-dr. sed., | $2,274.12. Commander Regal —— 4-dr. sed., 
wag., $2,472. Corvette—6-cyl. conv., $2,-| 156.14; 4-dr. 3-seat County Sedan, §$2,-| $2,362.09; 2-dr. sed., $2,296.62; hardtop/ $2,127.25; 5-pass. cpe., $2,094; hardtop 
El H d 799: V-8 conv., $2,934. (Powerglide op-| 287.32: 4-dr. 3-seat Country Squire, $2,-| cpe., $2,474; 4-dr. hardtop, $2,546. Super|cpe., $2,282.24: stat. wag., $2,445.07. 
ect aga orn tional at $178.35.) 391.59. Thunderbird — Hardtop, $2,944; | 88—4-dr. sed., $2,502.71; 2-dr. sed., $2,-| President Deluxe —4-dr. sed. $2,310.50 
CHRYSLER—Windsor Deluxe—4-dr. sed., | ©°"V., $3,019.30; combination hardtop-conv., | 436.25; hardtop cpe., $2.714.39; 4-dr. hard-| President State — 4-dr. sed., $2,380.50: 5- 


$2,893.59. Series 98—4- 


$2,269.50; hardtop cpe., 


$2,- 


jaa ‘ - 25: : | $3,234.30. (Fordomatic optional at $178.20/ top, $2,788; conv., pass. cpe., 
i UTICA, att, ees “4 =e oor ardton wpe ga ss. 25y come | on conventional models, $215 on Thunder-| dr. sed., $2,832.82: hardtop cpe., $3,068.75; | 455.50; Speedster hardtop epe. with’ over. 
orn, gene anager Oo - “| $3,000.25; 4-dr, stat. wag., $3,332.25. New | bird.) 4-dr. hardtop, $3,140; conv., $3,275.84.| drive, $3,371.04; Speedster hardtop cpe. 
Johnson Motors, Inc. (Dodge-Plym- | Yorker Deluxe—4-dr. sed. $3,494.25: New-| _ HUDSON — Super Wasp 6 — 4-dr. sed.,| (Hydra-Matic optional at $178.35.) with Automatic Drive, $3.479.29. (Auto- 
outh), has been elected president of port hardtop cpe., $3,652.25; St. Regis $2,290. Custom Wasp 6 — 4-dr. sed., $2,- PACKARD — Clipper Deluxe—4-dr. sed.,| matic Drive optional at $216 on Champion 
the Aut bile Deal Ass Ka 460; 2-dr. hardtop, $2.570. Super Hornet 6 | $2.585.53. Clipper Super — 4-dr. sed., $2,-| and at $226.50 on Commander and Presi- 
e Automobile Dealers n. —4-dr. sed., $2,565. Custom Hornet 6—4-dr. | 685.53; 2-dr. hardtop, $2,775.53. Clipper! dent.) 
Utica. Canada Re ort sed., $2,760; 2-dr. hardtop, $2.880. Super| Custom—4-dr. sed., $2.925.53; 2-dr. hard-| WILLYS—Custom—2-dr. sed., $1,663.11: 
H ds Ted H: f Dahl P Ss Hornet V-8—4- dr. sed., $2,825. Custom| top, $3,075.53. Packard — 4-dr. sed., $4,-| 4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
e succeeds arrer 0 a Hornet V-8—4-dr. sed., $3,015; 2-dr. hard-| 040.32; 2-dr. hardtop, $4,080.32; conv.,| 795. Station Wagon — 2-wheel-drive, $1,- 
Motors (Ford), who had served in top, $3,145. (Hydra-Matic optional on sixes! $5,932.32. (Ultramatie standard on Pack-! 997.32. (Hydra-Matic optional at $178.55.) 


1953 and 1954. 

Other officers elected were: First 
vice-president, Fred J. McRorie; 
second vice-president, Edward A. 
Cater; treasurer, George M. Benas, 
and executive secretary and coun- 
sel, Milton D. Nelson. 

Directors. besides the officers, are 
Chairman Theodore Harrer, Edwin 
B. Welch, Mell A. Gooch, Joseph 
Carbone. John Wolkonocki and 
I. J. Lukehart. 


Short Story 





54 Auto Sales 


Down 17 Percent 


OTTAWA. — Canadian sales of 
new motor vehicles dropped 17 
percent in 1954 compared with 
1953’s alltime high. New units sold 
in 1954 dropped to 382,628 from 
462,526 the previous year, accord- 
ing to Government figures. 

Cars accounted for 310,546 of the 
units. sold in 1954, down 13.5 per- 
cent from 1953’s 359,172 total. The 
72,082 commercial vehicles sold 
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bathing suit. She got her discount, 
too. 





breakage and wear while extending 
tire life. 
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exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published 
| R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions. 












































~ 
< : 
- ' 
°o ; 
- ; 
38 States Previously S| iol | $33 Ho 3068! 7491 | "Srzal_28ces 40781 1 $7908] 2088] 14 | >| Basel 8 rs 33333} 30171| 210377 566 H+ 16922 
Reported for May : 1901; 4973) 6874 4156 tena 12580 ose 32597 80675} 25978] 19976] 165862 3 tiv 1803 oa 0 "| 891 1198 19588 
Arkansas ‘55 28 20 66 66 a7): a i es 675; 1074) 14) 202) + 1290 )) 277] 7| +47) +1106) +303) +~=—«270) +~—-2003 ‘| H 16 7 | Te | 
‘54 21 aus “Tosi Tare —To6| —ter —T503 |__ 267] 397] 1005] 4 dint 177] 257; 49] 9386] nie me 1633 . 9 a a 27 37 3| 3300 
California ‘55 1013 yes 1080 837) 1923) 4171; Boll] 11669 | a ; 16702) 7601 1616) 12499 S| 31075 38 1093} 1543) 1571| 60430 
al 189 159 $20| "| 514 420 820) 1996 3750} 8776 2486} 11666] 4097 1265} 8127 3008 a Ht 210 139 673| 862 771\ 37195 
Georgia | zz to 139 174) 121] 472| 1166) 1933) a0%8) 29| 651| _3778| 1074) ‘159 3382) 923) —=« na T Ba Py 179| 258) 32) 12804 
‘54 126 171} 166 94 398 1046 1704} 4568 72 680} 5320 1235} 213 eel og 31 71 102 210 254| 33} 16606 
lowa ‘55 m2 214 | Hl 3 369 198 615) 1282] 2464) 3380 $0! 747| = 4187| =: 1368 203 024) ‘IC el 8 a | 7| 8 108 211 319 18) 14772 
‘54 146 168} 16} 343 698 1325} 295! 501 3508 1036 152 3370 803 5958 18 48 39 166 208 | H| 11262 
Kentucky ‘S5| 340) toa] tau) 9) ai 70a) tao) 72g) 12/269) 009/746) NOs) T97e) S09] 7 ws| so? 126| 165 | 7403 
‘54 17 78 110 54 mt 427 787 1979 27 251 2257 749 102} 2097 512 446| 3906 6} 9 15 120 148 7} 7215 
Louisiana “55 18 90 a 133 7 | Nol 2487 32; 399] 2918) = 694 142) = 2413) | t 748) 4 eH 3| 7 21 | 164 229) 20} 9339 
‘54 10 53 63 73 52 iW 491 790 1850 29| 263} — 2142| 514 116 ia 446] 391! 9 14 123 143) i 7074 
Massachusetts ‘55 149 513 662 474 364 686/ 1972 3496| 3883 82 760| 4725 1850) 333) 3 393 1350} 9110! | 12 12 152) 207 359 198) 18562 
‘54 119 439 558 300 261 508 1703 2772| 4380 105 789; 5274| 1669} 282| 3993 1303 1261 | _ 8708] r4) 68 89 120] 260 38! 148} 17930 
Mississippi ‘55 22 34 56 90 7 18! 610 957| 1302 19 253, 1574) —-482/ Tal 1 | 308) 360) 2814 3| ;| 4 | es S 103 5510 
‘54 13 27 40 56 26 90 290 462 1168 10 167} 1345) 34 345] 243 219} ~=2511 3 17 38 2} -4419 
Missouri a 56 3 Pel ae 285 289 556 13} 3143] 3825 51! sa) 8 4718) 1473 228 1s | 4335) 1357 | $4] 2 5| 7 I 334 33} 1720! 
"54 59 226 285 220 220 352} «1331 2123| 4739 " a 5646 1386 283| 5085 1246 ‘ons 26 36! 62 316 a0 17515 
New York ‘55 a 872) 1256 1709) Ti91| 2252) 5807) 10959 | Sal 3 5] 2823) 12503) 6578) 1402) !lose | nl | 28250 6 68) 74] ~=Sé«é SBC ni 1231) 534" 54807 
‘54 726 982 1368 852 1607! 4426 8253 it 2498| 12696] —_4702/ 1040} 10234 3099 23519 109 221 330 297| «635 932 3! 3is| 47027 
Texas m4 | 283/ «418 650, a Y mig 3] —«2893) «S05! 9443 184) 2101] (11728) 4028] 779| 10034) 3369/3257) 21467 2| 17! 19 205) «504 | ey BI] 39443 
237) 303 412 213 1844 307! 8293 223 1625] 10141] 2847] 647| 9477| 2650) 2017| 17638 33} 63) 9 8! 359 26| 31715 
Location Not *55| " | | | | J ! | | 
Determinable 54] 59 _ | _* | 54 | 54] | { { i 
All States *55| 4786| 10085! 14871/ 14874) 11195) 26498) 62653) 115220! 137192) 3042) 34350! 174584) 71250! 12922) 149948) 53637| 48748) 336505) 64! 708 772| 5533) 9596] 15129) 4223) 66130- 
Reported for May ‘54! 2729| —7871| +10600/ 9288 6490| 13886] 38184! 67848] 127523} 3460| 24794] 155777) 51534| 10735! 132966] 42626! 32872) 270733] 988} 1814) 2802} 3065) 7582) 10647/ 2551] 52095. 
—18|__—75| _—13| —35| —65| —1ee) —228| —3| —42| —273| —73| —31| —335| —120| —73| —632| | —3| -3) —3| 22) —2s) a) —4a | 








Net Adjustment es 
Year "55| 18769) 36626] 55395) 70230) 51594) 120985| 280239) 523048] 600913) 12287) 142208] 755408] 311805| 62317) 593411| 236781) 215732|1420046 718 oa 4503) 21453) 43700/ 65153) 169791284053 
To Date "54| 13373] 34823/ 48196] 46765| 33937| 64266 173652| 318620] 537807] 15993] 124484] 678284| 206836] 42077| 545824] 150891| 147505/ 1093133! 3903 11689| 19572} 39798] 59370} 10789|222008 
received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any Hability 
by reason of tnaccuracies or omissions.’’—R. L. Polk & Co. 


“The 


contained in this report has been compiled from official state documents. 


Every reason- 


information 
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GIVE YOUR CUSTOMERS THE FACTS BEHIND 
THE QUESTION... 


‘May I Check the Water in your Oil?’ 
YOU CAN DO IT IN 30 SECONDS! 


Every gallon of gasoline burned in an in- 
ternal combustion engine produces a gallon 
of water. 


Not all of that water evaporates or passes out 
the exhaust—some water always blows by 
the pistons into the crankcase oil. 


Water in the oil is the chief cause of sludge 
and source of corrosive acids. 

Sludge and acids cause poor engine perform- 
ance and costly repairs. 


The Walker Oil Filter checks damage from 


IT RAINS INSIDE THE ENGINE because every gallon of 4 THE WALKER REPLACEMENT ELEMENT mo ane dich ae ame — 
peaeiien Gemmed de en tetermel combustion engine GIVES ADDED PROTECTION harmful contaminants—including water. 
produces a gallon of water. Some water passes out the IN ANY MAKE OR TYPE OF OIL FILTER 


into the crankcase oil. Water in the oil is the chief 


cause of sludge and source of corrosive acids. And this WALKE st eR wi hes Sts] 


water is a real threat to 9 out of 10 of your customers. 


exhaust but some always blows by the piston rings 4 


They do start-stop, cold-engine driving which pro- ee 

motes excessive water contamination of oil. Give [oe d 
them the protection they need. Install a Walker eck the Water CARBON SOOT and LEAD COMPOUNDS from engie combustion | ff 
Laminar Oil Filter Replacement Element. It is in the Crankcase Oil ; 


the oil filter element specifically designed to remove 
water from crankcase oil. 





WALKER MANUFACTURING COMPANY OF WISCONSIN ... RACINE, WISCONSIN @ OIL FILTERS... EXHAUST SILENCERS. JACKS 
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stitute will duplicate the Cle e- 
Affecting Factories and Dealers... land promotion in a limited nu .- 
ber of key cities in other ma. or 
e e markets. 
Meanwhile, ARI is condensi ig 
Uu O V e r ] Sin the editorials for presentation in 
smaller cities throughout the U. S. 
+ * + 
By Martin L. Whitmyer 1955 could exceed $1 billion, the| Farm Journal Revenue Up 
Staff Writer | publication says. A new alltime high in first-qu ir- 
Advertising expenditures in 1955 “Television is rapidly ap- | ter advertising revenue for all farm 
are projected at approximately $8.7| Proaching the point where it will | magazines was established by Fa~m 


billion and could possibly reach $9| become the second largest adver- | Journal in the first three months 
billion in a strong general economy,| tising media, replacing direct |of 1955, the magazine has «n- 





i 


according to Standard ¢& Poor’s,| Mail in this position, but still | nounced. 4 
business data publication. - a newspapers,” the pub- For the first quarter, Farm Jour- ; 
If the estimated outlay is ication says. nals advertising revenue totaled F 


“If and when the highly con-| $2,641,395, it said. Last year, the 
pincannc Ad ee me ae troversial ‘pay-to-see’ television be-| first-quarter total was $2,548,816. i 
hes been eatabiiats ed in advertic- comes significant, television could |In 1953 it was $2,514,127. 8 
ing expenditures, the publication lose some of its appeal to the ad- > = 
says. The 1954 outlay amounts to vertiser and other media might| New Qil Film Released 


O86 





LOI ONE NE 





ae or Se ee $8.15 billion. aw ey _ “a a “Barrel Number One,” motion 
F ~~ er ag a Magazine advertising has re- ‘ ‘ picture about oil’s manifold opera- § 
Auto-Lite Promotion Plans Detailed— . versed the unfavorable trend in|4RI Continues Promotion tions and the people who partici- | 


\. “Women on Wheels,” a series | Pate as links in its chain of service, 
evidence during 1954, the publi aoe Mortals duced \is the American Petroleum Insti- 
cation says, and a gain of over 5| Of television editor produce ; 4 2 
4 by American Rayon Institute, |tute’s 1955 motion picture. 
will promote Rayon Hi-Test tube- Sequel to other productions as 
less tires on 189 television pro- |The Story of Colonel Drake” and 


Advertising executives were on hand at the kickoff meeting for national wholesalers 
at which Electric Auto-Lite detailed its new national advertising and promotion pro- s 
gram. From left are Warner R. Moore, Outdoor Advertising, Inc., Detroit; Gordon $.| Percent in total linage is possible 
Miller, Ruthrauff & Ryan, Inc., Detroit; W. E. Blank, Auto-Lite battery sales manager; for 1955. While rates and circu- 








F. B. Ryan jr., Ruthrauff & Ryan; Ralph E. Keller jr., Outdoor Advertising, Inc.; T. M.| lation also are averaging higher, grams during the summer. “American Frontier,” the new mo- 
Birmingham, assistant battery sales manager, and D. B. Seem, Auto-Lite advertising | increased costs are _ restricting The test run for the nationwide tion picture was previewed by mem- 
director. publishers’ results, the publication| program has just been completed |%¢ts Of the Oil Industry Informa- 
ay" Gibia anal Be says in the Cleveland tion Committee at their regular 

The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD ys. mn eve area, 


‘Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? Television advertising outlays in During June and July, the in- _—— Tiitee oneatiie director 


said that it will be released for 
public showings in October, at the 
beginning of Oil Progress Week. 
Sales prints, for company showings, 
will be available sometime in Au- 
gust, he added. Use of these prints, 
however, will be restricted to com- 
pany use unti] Oil Progress Week. 
* * * 
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Mason Joins Copeland 


James E. Mason has been ap- 
pointed assistant advertising man- 
ager of Copeland Refrigeration 
Corp., Sidney, O. 

Mason formerly was with the 
Dodge News Bureau at Grant Ad- 
vertising, Detroit. While with Grant 
he also was director of Chrysler 
Airtemp’s public relations and air 
conditioning product publicity pro- 
grams. 


Lt ALAA 8 ARIS AMARA. AIEEE 


- * * 
New Plymouth Campaign 

A sticker campaign is being 
used on correspondence by Plym- 
outh and more than 6,000 of its 
dealers to promote Plymouth 
News Caravan on the NBC-TV 
network. 

The stickers, one and a half 
inches by one and five-eights, are 
being attached to all correspond- 
ence going out from Plymouth to 
customers and prospects. They 
are also being used by Plymouth 
dealers in areas receiving the 
television show. 

The two-color stickers state: 
“Follow the news on the Plym- 
outh News Caravan, NBC-TV ~— 
with John Cameron Swayze.” A 
photo of Swaze is also on the 
sticker. 


it cates eae seni? — “RING y Seimesaita: ARBOR 2:00 om 


* * J 


General Tire Show Cited 


For its nationally - viewed tele- 
vision show, “Ace of Aces,” General 
Tire & Rubber Co. has received 
the George Washington Honor 
Medal from the Freedoms Founda- 
tion of Valley Forge. 

“Ace of Aces” was the story of 
Eddie Rickenbacker’s life, cli- 
maxed by his rescue after three 
weeks adrift on a life raft during 
World War II. 

One of a series of “Greatest 


...WITH THESE 4B BIG ADVANTAGES brane! progeamastomrct | 


1954, the firm was singled out for 
“outstanding achievement in bring- | 





1. Unitorm, constant cleaning 3. Parks automatically a ae laa ae a 
action regardless of engine operation. Power-Sweep is the electric windshield was termed by the Freedoms 
Wiper stalling eliminated at times of engine wiper that automatically returns the blades to Foundation the best 15-minute 
acceleration. Minimizes jumping or chatter- the horizontal position when it is turned off. ee television documentary of 
ing across tacky windshield. Choice of two . : * * & 
speeds. 4a Dodge Dealers Renew Murrow 

» Provides overload protection Indianapolis Dodge dealers 

2. Provides ample power A built-in, automatic reset, overload protec- have renewed their contract to 
Power-Sweep motor has ample power insur- tion against the condition of blades frozen sponsor “Edward R. Murrow and 

ing dependable cleaning action for removal to the windshield, prevents damage to motor ~ oad _—— hess aon 

of snow and sleet under extreme conditions. in stalled condition. . oe oe ee 


over station WISH. 

The station is conducting a pro- 
motional campaign on behalf of 
the program, using counter plac- 
ards, 10-second billboards on 


DELCO APPLIANCE DIVISION hourly station reales and newe- 


GENERAL MOTORS CORPORATION Nash De ea eis 


Rochester 1, New York Starting its sixth consecutive | 
GENERAL Manufacturers of automotive electric motors for heaters, year of sponsoring a television pro i 
MOTORS defrosters, seat actuators and window lifts. gram, the Greater Detroit Nas! : 





(Continued on Page 51, Col. 1) 
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Auto Advertising 


(Continued from Page 50) 


Desiers on June 27 received an 
award “for outstanding entertain- 
ment” from TV Guide magazine. 

The scroll was presented by 
the magazine’s Detroit manager, 
Kent Armstrong, during a spe- 
cial ceremony on the group’s TV 
show, “Secret File, U.S.A.,” on 
(WWJ-TV), Detroit. 

The 15 Nash dealers, all of whom 
were on the show, offered a free 
lubrication and safety check to all 
motorists, regardless of the car 
make. 

The dealers are: B & B Nash 
Co.; Williams Motor Sales, Inc.; 
Bodo Motor Sales, Inc.; Farley 
Nash; Royal Oak Nash; Rogers 
Sales & Service; Jeffers Auto Serv- 
ice; Nash Greenfield; Bob’s Nash, 
Inc.; West Bros. Nash, Inc.; Coon 
Bros. Nash; Nash Great Lakes Co.; 
Oehring Bros.; Van’s Nash, and 
Nassar Nash, Inc. 

_ * * 


Permatex Names Ad Rep 


Permatex Co., Inc., Brooklyn, 
N. Y., manufacturer of chemicals 
for the automotive and aviation 
industries, has appointed Gray & 
Rogers, Philadelphia, to handle 
advertising for all Permatex 
lines. 


New Tire Promotion 

A major advertising and pro- 
motion campaign for rayon cord 
tires has been announced by the 
American Rayon Institute. 

Life, Collier’s and Saturday 


Evening Post will carry a total 


of 14 double and single page in- 
sertions in four colors on a sched- 
ule extending into 1956. Trade 
journals will supplement con- 
sumer efforts. 

McCann-Erickson, Inc., is the 
agency, with a total budget ex- 
pended at the annual rate of 
$1,650,000. 

* 


Holley Promotes Freeland 


The appointment of George Free- 
land as advertising manager of 
Holley Carburetor Co. has been an- 
nounced by John C. Holley, director 
of sales. 





Freeland, formerly assistant serv- | 
ice sales and advertising manager, | 
was first employed by Holley in| 


1939. 

In 1948, he joined the service 
sales staff as regional representa- 
tive of the central region. 


According to Holley, the estab- | 
lishment of a separate advertising | 


department 
company’s rapid growth and 
broader activities in advertising 
and sales promotion. 

* *~ am 


Jaguar Names Ad Rep 

Beginning Sept. 15, Cunning- 
ham & Walsh will handle the 
Jaguar account in the U. S., the 
English automotive firm an- 
nounced. 

Cunningham & Walsh will re- 
place both Stromberger, LaVene 
& McKenzie in the West, and 
Humphries, Alley & Richards in 
the East, which are handling the 
account at the present time. 

Jack E. Rice jr. has been as- 
signed as account executive. 

* * a: 


Chrysler Group Picks 7 


At a recent meeting in Los 
Angeles, the following Chrysler 
dealers and representatives were 
elected to the advertising commit- 
tee of the Los Angeles cooperative 
group: 

Jack Tuttle, regional chief; Jack 
Davidson, McCann - Erickson; 
Barney Miller, Alhambra; Ray 
Vane, Inglewood; George Harger, 
Los Angeles; Lloyd Gregg, North 


is the result of the| 





Hollywood, and Wes Gordon, Hunt- 


ington Park, chairman. 
* * * 


AEC Permit for Denham 


Denham & Co., Inc., Detroit in- 
dustrial advertising and public re- 
lations agency, hag been granted 
an “access permit” by the Atomic 
Energy Commission for “restricted 
data relating to the civilian uses 
of atomic energy.” 

“So far as we know, this is the 
first such permit granted to an 


agency in our field,” Athe] F. Den- 
ham, president of the firm, said 
upon receipt of the permit. 

The Detroit firm is handling the 
advertising and public relations 
campaign of the International 
Atomic Exposition, which will be 
held in Cleveland this December in 


|conjunction with a Joint Nuclear 


Congress of 29 business, engineer- 


ing and scientific groups totaling 


over 400,000 members. 
* * 


Country Gentleman Sold 


Purchase of Country Gentleman 
magazine by Farm Journal and 
Town Journal magazines has been 
announced by Richard J. Babcock, 
president of Farm Journal, Inc. 

As a result of the purchase of 
Country Gentleman, Babcock said, 
Farm Journal’s circulation is ex- 
pected to increase from its pres- 
ent 2,870,000 to more than 3,500,- 
000 with the September issue. 








Town Journal’s circulation will 
rise from a present 1,650,000 to 
more than 2,000,000 by mid-fall. 
This will produce a total circu- 
lation for the Country-Side Unit 
of Farm Journal and Town Jour- 
nal of more than _ 5,500,000, 
Babcock said. 
+ 


* * 


ANA Meetings Scheduled 


The Assn. of Nationa] Advertis- 
ers has announced the dates and 
locations of its 1955 annual meet- 
ing and its 1956 spring meeting. 

The ANA annual meeting will be 
held Oct. 31-Nov.2, at the Hotel 
Plaza, New York. 

The ANA spring meeting will be 
held March 14-16, 1956, at the 
Homestead, Hot Springs, Va. 


* * * 


DuPont to Air Leahy 


Frank Leahy, former Notre Dame 


football coach, will conduct Du 
Pont’s Zerone - Zerex “Football 
Forecasts” television show to be 


seen weekly over 150 stations be- 
ginning early in October. 

Leahy will appear in the same 
format as last year’s show which 
starred the late Norman Sper. 
Using film clips, slow motion and 
stop action photography, Leahy 
will explain why he picks certain 


teams to win the 10 top collegiate 
gridiron contests across the nation 
each week. He also will offer pre- 


dictions on the outcome of 35 other 
games. 


* * * 


Thompson Ups Thorburn 


Donaldson B. Thorburn has been 
elected a vice-president of J. Walt- 
er Thompson Co. 

Thorburn is an 
account supervis- 
or in the Detroit 
office, having 
joined Thompson 
in New York in 
1941. Prior to that 
time, he had six 
years of newspa- 
per experience in 
San Francisco 
and was assistant 
vice - president in 
charge of advertising and publicity 
for the Bank of America. He went 
to New York in 1936 as assistant 
advertising manager of Shell Oil 
Co. 








D. B. Thorburn 


* * * 


Names 

Howard Mehr has joined the 
public relations department of Selas 
Corp. of America, Philadelphia. 
Mehr previously was associated 
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with O. S. Tyson & Co., New York, 
and P. S. Advertising, Inc., Stam- 
ford, Conn., both advertising agen- 
cies. 


Warren Stokes has been appointed 
art editor of Woman’s Home Com- 
panion. Stokes formerly was with 
House & Garden magazine. He 
succeeds George Finnegan, who re- 
signed. 

Thomas P. Rhoades has been 
named director of public relations 
for Campbell-Ewald Co., Detroit. 
Until recently, Rhoades was di- 
rector of public relations for Hud- 
son. 

Richard H. Gale, formerly sales 
promotion manager of Eaton Mfg. 
Co., has been appointed to a newly 
created position of director of ad- 
vertising for the company. 

W. R. Stacy and H. G. Moore 
have been named assistant national 
sales promotion managers for 
Chevrolet. Stacy has been with the 
division since 1946, while Moore 
started with Chevrolet at Louisville 
in 1937. 

John H. McGuckin has been 
promoted to assistant sales promo- 
tion manager of Nash. For the past 
four- years McGuckin has been 
Philadelphia zone sales promotion 
manager for Nash. 














McQUAY-NORRIS 
BEARING SERVICE 


| rings you 
know! jj, 





~ You want satisfied customers as soon as you have finished a job— 
~ you want the job to be a credit to you and worth the dough you 
’ charge for it—and that’s exactly what you get when you use 
McQuay-Norris CHROME-CONTROL LEAK-PROOF Piston 


Rings. They’re the most. 


McQuay-Norris Manufacturing Company, St. Louis 10, Mo. 
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Dealer Wins Dismissal 

Of ‘Sticker’ Conviction 
ERIE, Pa. — William Post jr., 

local automobile dealer, hag been 

cleared of a charge that he unlaw- 

fully removed an inspection sticker 





from one car and placed it on 
another that he sold. 

Fined $50 and court costs, Post 
appealed and the case was dis- 
missed when testimony failed to 
show who was directly responsible 
for switching the sticker. 





St ae 


ae 


e shampoo 


RY Aam Aa 
MAKES 2 GALLONS 






SPRAY OR BRUSH ON 


Takes cling out of oil and 
grease . . . emulsifies it . . . so 

that all dirt may be hosed off as easily 
as you rinse hands under water faucet. Launders engines 
faster, more completely, and safer than steam cleaning 
(warm the engine). Self scouring action brings out fac- 
tory new appearance . . . provides accurate visual in- 
spection . . . Gunked engines run cooler. Genuine Gunk 
is sold in bulk sizes at better automotive wholesalers 
everywhere. Retail sizes may be obtained at Western 
Auto Stores and Associate stores. Try it today! 






DIATE DEL 
mT OR A 


MORE SALES 
POWER! 
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Used-Car Auction Prices 





Market Trend 


The wholesale used-car price average last week took the sharpest 
tumble recorded in six weeks on Automotive News’ index. 


A $9 break carried the average 
65s were added to the index. 


below $800 for the first time since 


All but two models skidded downward. Moving contrary to the trend 
were ’55s, which went up $16, and ’50s, which gained $2. 


Losses were: ’51s, down $4; ’49s, down $4; ’52s, down $12; ’48s, down 
$13; ’54s, down $23, and ’53s, down $34. . 
New lows were established by the prices of ’53s, 52s and ’5l1s. 
Sales activity also fell to its lowest point in six weeks when the per- 
centage of transactions was trimmed to 65.1 at a group of representa- 
tive auctions. It had been 67.1 a week earlier and 73.4 a month earlier. 
Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of July 6.) 
(Buyers a little lazy; figure they are 
still on vacation, Sold 76 cars out of 104 
offerings.) 
BUICK — ’50 Super 4-dr., $455*, $450°; 
Special 4-dr., $420. '49 Super 4-dr., $245. 


CADILLAC—’48 (62) 4-dr., $395°. '46 4- 
dr., $295. 
CHEVROLET—’54 Two-ten 4-dr., $1,105. 


‘53 Two-ten 2-dr., $795. °52 SL Deluxe 
Bel Air, $1,015*; 4-dr., $755, $740; 2- 
dr., $675. ’51 SL Deluxe 4-dr., $605, 


$595; 2-dr., $600, $475; FL Deluxe 2-dr., 


$510, $375. 50 SL Deluxe coupe, $585*; 
2-dr., $405, $395. '49 SL Deluxe 2-dr., 
$420, $410. 


DeSOTO—’51 Custom club coupe, $480. 


DODGE—’49 Custom club coupe, $275. 

FORD—’'54 Crest (8) 2-dr., $1,355*; Main 
(8) 2-dr., $1,150. '53 Custom (8) conv., 
$1,020*; 2-dr., $840; Crest (8) Victoria, 
$975; Main (8) 2-dr., $780; Main (6) 4- 
dr., $735; %-ton pickup, $765. ’52 Cus- 
tom (8) station wagon, $1,075; 4-dr., 
$790; 2-dr., $700, $690. '51 Custom (8) 
4-dr., $560, $550; Victoria, $380; sta- 
tion wagon, $470; Deluxe (8) 2-dr., 
$575*; 4-dr., $530. '50 Custom (8) 2-dr., 
$485, $405; 2-dr., $440; Deluxe (6) 4-dr., 
$220. °49 Custom (8) 4-dr., $365; De- 
luxe (8) 2-dr., $280; club coupe, $180. 
’48 Delivery sedan, $240. '47 Deluxe (8) 
club coupe, $150. '39 (8) 4-dr., $210. 

LINCOLN—'49 2-dr., $165; 4-dr., $155. 


matt VL, DUAL EXHAUST SYSTEMS 
The Complete Line Of The Automotive Industry 


The Quality Line — A Dual 


ASAI 


Guaranteed To Fit Every V-8 Powered Car 









Make Dual Dual Header 





Automobile System System 
Buick V-8 1953-55 
Cadillac V-8 1950-51 1950-51 
Chevrolet 6 1941-55 
Chevrolet V-8 1955 

garyser V-8 1951-55 

DeSoto V-8 1952-55 

Dodge V-8 1953-55 

For V-8 1935-55 1937-55 
Hudson V-8 1955 

Lincoln V-8 1949-54 1949-54 
Mercury V-8 1939-55 1939-55 
Nash  —— V-8 1955 

Oldsmobile V-8 1949-55 1949-55 
Packard -8 1955 

Plymouth V-8 1955 

Pontiac V-8 1955 
Studebaker V-8 1951-55 1951-52 










Also Available . . . a complete line of Dual Exhaust 
Header Systems for most V-8 powered cars and 
Chevrolet... Factory Duplicate Rear Outlet Manifold 
Duals for Ford and Mercury 1952-55. 


ne» Gand Got lone FIBERGLAS* 


PACKED MUFFLERS with low, mellow tone. 


First Fully Engineered Fiberglas* Packed 
Mufflers. Also Available ...a complete line of 
Grand-tone High Efficiency Steel Packed Mufflers. 


*Fiberglas (Reg. U. S. Pat. Off.) is a trademark of 
the Owens-Corning Fiberglas Corp. 


AUTOMOTIVE PRODUCTS 
2055 RUBY STREET - MELROSE PARK, ILLINOIS 


MERCURY — '51 2-dr., $300. '49 4-dr., 
$395. 


NASH—’50 Ambassador 2-dr., 
Ambassador 4-dr., $150*. 
OLDSMOBILE—’51 (98) 4-dr., $760*; (88) 
2-dr., $695*. '50 (98) 4-dr., $565*; (88) 
4-dr., $560*, $410; 2-dr., $550*. °49 (88) 

2-dr., $405*. 

PLYMOUTH — '53 Cranbrook 4-dr., $705. 
‘51 Cambridge 2-dr., $350. ‘50 Special 
Deluxe 2-dr., $385. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,180*. 
*51 Silver Streak (8) 2-dr., $670*. 

STUDEBAKER—’51 Champion club coupe, 
$290, $195. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of July 5.) 

(Due to holiday, consignment was 
very low. Bidding was active, however, 
and we sold 78 cars out of 118 offerings.) 


$190*. °49 


BUICK — '54 Super 4-dr., $1,900*; 2-dr., 
$1,795*. '52 Super 4-dr., $690*. "49 RM 
4-dr., $200. 

CADILLAC—’54 (62) 2-dr., $3,205* (ps). 


"49 (62) 2-dr., $590*. 


CHEVROLET—’55 Two-ten (8) 2-dr., $1,- 
730, $1,720; One-fifty (6) 2-dr., $1,495. 
"54 Two-ten 2-dr., $1,130. '53 Two-ten 
2-dr., $540. °51 SL Deluxe 4-dr., $480. 
’50 SL Deluxe 2-dr., $410; 4-dr., $290. 


CHRYSLER — '55 Windsor 2-dr., $2,375* 
(ps). 

DeSOTO—’55 Fire Dome (8) 4-dr., §2,- 
275* (ps). '53 Fire Dome (8) 2-dr., 
$975°. 


DODGE—’49 Custom 4-dr., $220. '46 Cus- 
tom 4-dr., $110. 

FORD—'55 Fairlane (8) station wagon, 
$2,150; Fairlane (6) 2-dr., $1,450. °54 
Main (8) Ranch Wagon, $1,490; Crest 
(8) 2-dr., $1,200. '53 Crest (8) Victoria, 
$1,190*; Custom (8) 2-dr., $800, $770: 
Main (6) 2-dr., $785. 

MERCURY—’51 2-dr., $550. 
4-dr., $445, $405. 

OLDSMOBILE—'55 (88) Holiday, 
*51 (98) Holiday, $785*. '50 (88) Holi- 
day, $475*. ’49 (88) Holiday, $150. 

PACKARD—’49 Deluxe 4-dr., $200. 

PLYMOUTH — '53 Cranbrook Belvedere, 
$965. '50 Deluxe 4-dr., $300, $100; 2-dr., 
$265. 

PONTIAC—’55 Chieftain (8) 2-dr., $2,- 
400*. ’51 Silver Streak (8) 2-dr., $725*; 
Silver Streak (6) 2-dr., $530. ’50 Silver 
Streak (8) 2-dr., $595*, $305. 

STUDEBAKER—'53 Champion 2-dr., $750. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of July 6.) 


(Good sale in spite of 100 degree 
weather. Prices steady and activity brisk. 
Sold 75 cars out of 104 offerings.) 
BUICK—’53 Super Riviera Sport coupe, 

$1,125*; Special sedan, $1,000. ’52 Spe- 
cial sedan, $700*. '51 RM Riviera sedan, 
$530*, 5$00*. '50 Special sedan, $420*. 
CADILLAC—’53 (60) Special sedan, $2,- 
160*. °'51 (62) sedan, $1,250*. 
CHEVROLET—’'55 Two-ten (6) 2-dr., $1,- 
520*. '54 Two-ten 4-dr., $1,100. ’53 Bel 
Air 2-dr., $860*; One-fifty sedan, $680; 
Delivery sedan, $400. ’°52 SL Deluxe se- 
dan, $660*, $625. '51 SL Deluxe sedan, 
3 at $525; SL Special sedan, $390. '50 
SL Deluxe sedan, $400, $380. 
CHRYSLER — ’53 Windsor Newport, §$1,- 
250*. ’°51 Windsor sedan, $425*. 
DeSOTO—’53 Fire Dome (8) sedan, §$1,- 
025*. ’°51 Custom sedan, $550*. ’50 Cus- 
tom sedan, $425*, $390. 
DODGE—’51 Coronet Diplomat, $560*. °49 
a sedan, $300. '46 Custom sedan, 
FORD—’'53 Main (8) station wagon, §$1,- 


*50 Monterey 
$1,960. 


075; Crest (8) Victoria, $1,015*; Main 
(6) sedan, $560. °51 Custom (8) Vic- 
toria, $525*; conv., $555*; sedan, $525, 


$440, $400. '49 Custom (8) conv., $270. 
LINCOLN—’54 Capri coupe, $2,390* (ps). 

’52 Cosmopolitan coupe, $1,175*. 
MERCURY—'54 4-dr., $1,555*. 52 sedan, 

ee $735. '51 sedan, $550. ’50 sedan, 


350. 
NASH—'52 Rambler sedan, $450. °51 





Statesman sedan, $225. '48 (600) se in, 
$105. 


OLDSMOBILE—'52 (98) sedan, $965". 51 
(88) sedan, $655*, $590*. '49 (88) se: in, 
$310. '48 (76) sedan, $150. 

PACKARD—’51 sedan, $460. 

PLYMOUTH—’54 Belvedere sedan, $1, 
'53 Cranbrook sedan, $785, $760. 
Cranbrook sedan, $525, $460. '50 
cial Deluxe sedan, $360. '47 Deluxe s 
dan, $115. 

PONTIAC—’53 Chieftain (8) 
125*. °'52 Chieftain (8) Catalina, $875*, 
’51 Silver Streak (6) sedan, $570, $550 
50 Silver Streak (8) sedan, $375. 49 
Silver Streak (8) sedan, $315, $200. 

STUDEBAKER—'52 Commander sed n, 
$505. ‘50 Champion sedan, $375. 49 
Champion sedan, $190. 

WILLYS—’53 Aero Lark sedan, $465. 

MISCELLANEOUS—’52 Jaguar coupe, §$1,- 
200. '51 Austin sedan, $250. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Prices are for sale of July 1.) 

(Sold 204 cars out of 296 offerings.) 

BUICK—’55 RM 4-dr., $2,595* (ps). 
Century Riviera, $1,955* (ps). '53 RM 
4-dr., $1,365* (ps), $1,295* (ps). ‘52 
Super station wagon, $945%; convy., 
$700*; Special 2-dr., $705. ’51 Super 4- 
dr., %750*, $710*, $575*, $565, $490°; 
Special 2-dr., $540, 2 at $390. 50 Special 
2-dr., $380*, $240. 

CADILLAC—’55 (62) 4-dr., $4,160* (ps), 
$3,935* (ps). '52 (62) coupe deVille, $1,- 
540*. °’51 (62) 4-dr., $1,120*, $1,070". 
’49 (61) 4-dr., $540*. 

CHEVROLET—’55 Bel Air (8) conv., $2,- 
050*; Two-ten (6) 2-dr., $1,785*. ‘54 
Two-ten 4-dr., $1,090, $1,080; One-fifty 
2-dr., $800, $795. '53 Two-ten conv., $1,- 
165*; 4-dr., $800. ‘51 SL Deluxe 2-dr., 
$545, $540*, $520, $435*; Bel Air, $525. 
"50 SL Deluxe 4-dr., $425, $370, $350, 
$340; SL Special club coupe, $280; FL 
Deluxe 4-dr., $310. "49 FL Deluxe 4-dr,, 
$320, $290. 

CHRYSLER—’'47 Windsor 4-dr., $140. 

DeSOTO—’53 Fire Dome (8) conv., §1,- 
055*. °50 Deluxe 4-dr., $370; Custom 4- 
dr., $110. 

DODGE—’55 Royal 4-dr., $1,910. '54 %- 
ton pickup, $800. 51 Coronet 4-dr., $440; 
Meadowbrook 4-dr., $315, $125. ’50 Cor- 
onet 4-dr., $210. 

FORD—’'55 Fairlane 


sedan, ‘1,. 


54 


(8) Crown Victoria, 


$2,335*; Victoria, $1,985. '54 Custom (6) 
2-dr., $1,050*. "53 Custom (8) 4-dr., $1,- 
035*, $950*; Main (8) 2-dr., $660*. '52 
Custom (8) 4-dr., $515*. ’51 Custom (8) 
2-dr., $500*, $450*, $450, $435*, $435, 
$395, $350*, $130. 50 Custom (8) 4-dr., 
$460*, $395*, $320, $310; Deluxe (8) 
2-dr., $325. 49 Custom (8) 4-dr., $265, 
$195. 


HUDSON—’53 Super Wasp 4-dr., $645. ’51 
Commodore (6) 4-dr., $355; Commodore 
(8) 4-dr., $195*. 

KAISER—’51 Deluxe 4-dr., $225. 

LINCOLN—’50 Cosmopolitan 4-dr., $375*. 

MERCURY—’55 Monterey 4-dr., $2,000*. 
’54 Monterey coupe, $1,800*. ‘53 Monte- 
rey coupe, $1,430*; 2-dr., $1,000*, $895*. 
’51 2-dr., $485, $425*, $410*. °50 2-dr., 


$470*. °49 4-dr., $400, $185*, $175*, 
$145*. 
NASH—’54 Statesman 4-dr., $990; Ram- 
bler 4-dr., $895. °53 Statesman 4-dr., 


$995*. ’51 Statesman 4-dr., $220, $210*. 
’50 Statesman 2-dr., $125*. ’49 (600) 2- 
dr., $110. 

OLDSMOBILE—’55 (88) Super Holiday, 
$2,725* (ps), $2,680*, $2,415*. °54 (98) 
Holiday, $2,425* (ps); (88) Super conv., 
$2,200*; 4-dr., $2,125* (ps), $1,925*, 
$1,815*. °53 (98) conv., $1,555* (ps). 
’52 (98) Holiday, $1,200*; (88) 2-dr., 
$930*, $805*. ‘50 (98) 4-dr., $605", 

. 


PACKARD — '52 Clipper 4-dr., $465°*, 
$455*, $440*. '51 (200) 4-dr., $340. 
PLYMOUTH—'54 Belvedere 4-dr., $1,155. 
’53 Cranbrook conv., $1,005; station wag- 
on, $905, $900; 4-dr., $710, $700*. ’51 
Cambridge 4-dr., $320. 50 Special De- 
luxe 4-dr., $300, $230, $140. 
PONTIAC—’54 Star Chief (8) 
$1,825*; 4-dr., $1,500* (ps). 
tain (8) conv., $1,330*, $1,290*; 4-dr., 
$800*. ’52 Chieftain (8) conv., $990*; 
4-dr., $665*. ’50 Silver Streak (8) 2-dr., 


Catalina, 
"53 Chief- 


$430. 

STUDEBAKER—’54 Champion 2-dr., $1,- 
040*; coupe, $1,030*. ’53 Champion 2- 
dr., $555*. °52 Champion club coupe, 
$360*. °51 Commander 4-dr., $265*, 
$245*. °50 Commander Land Cruiser, 
$105*. 

WILLYS—’43 Jeepster, $100. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of July 6.) 


(Post holiday consignment down, Buy- 
ing still strong. Sold 78 percent of cars 
offered.) 


BUICK—’55 Century conv., $2,575*. °54 
Super Riviera, $1,990* (ps). '53 Super 
4-dr., $1,330* (ps), $1,290*. °51 Special 


4-dr., $520.-’50 RM conv., $465*, $395°*; 
Special 2-dr., $295*. 

CADILLAC—’55 (62) coupe deVille, $4,- 

’54 (62) coupe, $3,470" (ps); 
4-dr., (ps), $3,320° (ps). °53 
(62) 4-dr., $2,070* (ps). ’52 (62) 4-dr., 
$1,625*. ’50 (62) 4-dr., $1,095*. '47 (75) 
4-dr., $205. 

CHEVROLET—’55 Bel Air (6) 4-dr., $2,- 
010*, $1,970*, $1,900*; Bel Air (6) 4-dr., 
$1,620, $1,615, $1,595; Two-ten (8) Del- 


| (Continued on Page 53, Col. 1) 














Average Used-Car Prices 


(Compiled by Automotive News) 





(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 











July, 1955 June, 

Model To Date 1955 

si96 8820 987 a enii $2,159 $2,167 
anne 1355 1,372 1,489 
959 i001 1,009 
657 676 696 
470 488 508 
353 354 363 
245 245 252 
172 179 155 

Overall 

— —_ —_ Average... $ 796 $ 810 $ 827 


May, 
1955 
$2,147 
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Used-Car Auction Prices 





(Continued from Page 52) 


coupe, $1,715*. °'54 Two-ten 4-dr., 
$1,100, $1,075. '53 Bel Air Hard Top, 
$1,190* (ps); 4-dr., $1,010*; Two-ten 
9-dr., $920*. ’52 SL Deluxe 4-dr., $745°. 
51 SL Deluxe 2-dr., $450. '50 SL Deluxe 
Q-dr., $265. 
sOTO—’53 Fire Dome (8) 4-dr., $1,060* 
ee), $1,035*. ’51 Custom 4-dr., $565*. 
'50 Custom 2-dr., $315*. 

pODGE — '55 Royal Lancer Hard Top, 
$2,175* (ps); 4-dr., $1,850*. ’51 Custom 
2-dr., $270. 

FORD—'55 Thunderbird, $2,800*; Fairlane 
(8) conv., $2,265%; Custom (8) station 
wagon, $2,015*; 2-dr., $1,805*, $1,610. 
54 Crest (8) conv., $1,630*, $1,515*. ’53 
Custom (8) 2-dr., $790; Main (8) 2-dr., 
$765, $750. '51 Custom (8) 4-dr., $565°*. 
*50 Deluxe (6) 2-dr., $240. 


HUDSON—’51 Hornet 4-dr., $425*. 
MERCURY—’55 Monterey Hard Top, $2,- 
365. ’54 Monterey Hard Top, $1,750*; 
Custom 2-dr., $1,350*. ’'53 Monterey 4- 
dr., $1,135*. ’51 Custom 4-dr., $550. 
OLDSMOBILE — ’55 (98) 4-dr., $2,865* 
(ps), $2,765* (ps). ’54 (88) Super 2-dr., 
$1,900*, $1,760*. ’53 (88) Super 4-dr., 
$1,325*. °50 (98) 4-dr., $380*. 
PLYMOUTH—’54 Belvedere 4-dr., $1,170*; 


Plaza 4-dr., $915, $900. °53 Cranbrook 
4-dr., $715, $705. 
PONTIAC — ’'55 Chieftain (8) Catalina, 


$2,295*; 2-dr., $1,675. ’54 Star Chief (8) 
4-dr., $1,430*; Chieftain (8) 4-dr., $1,- 
295. ’°53 Chieftain (6) 2-dr., $795. 
STUDEBAKER — ’'54 Commander Land 
Cruiser, $1,150*. 
WILLYS— 52 station wagon, $535. 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of July 7.) 
(Prices are holding fairly firm. Sold 
54 cars out of 84 offerings.) 
WUICK—’54 RM 4-dr., $1,800*; Century 
4-dr., $1.850* (ps). °50 Super conv., 


$530. 
CHEVROLET—’ 54 Two-ten station wagon, 


$1,325; 4-dr., $1,060. ’51 SL Deluxe 2- 
dr., $400, $375, $355. °49 SL Deluxe 
2-dr., $165. 

CHRYSLER—’51 Windsor 2-dr., $550; NY 
4-dr., $510*. 


DeSOTO—’55 Fire Dome (8) sedan, §$2,- 
325*. °52 Custom coupe, $650. ’51 Cus- 
tom 4-dr., $415. °50 Custom 4-dr., $280. 
"49 Deluxe 4-dr., $325. 

DODGE—’53 Coronet 4-dr., $770. ’50 Cor- 
onet 4-dr., $240; Meadowbrook 4-dr., 
230. 

FORD — ’55 Fairlane (8) conv., $2,150*. 
’53 Custom (8) 2-dr., $850. 52 Custom 
(8) 4-dr., $720, $625*. ’51 Custom (8) 
2-dr., $430, 2 at $425; Deluxe (6) 2-dr., 
$275. ’°50 Custom (8) 4-dr., $280; 2-dr., 
$250; Custom (6) 4-dr., $250. '49 De- 
luxe (8) 2-dr., $155. 

HUDSON—’51 Pacemaker 4-dr., $180. 

LINCOLN—’49 Cosmopolitan 4-dr., $125. 

MERCURY—’52 Custom 2-dr., $770*. '50 
conv., $325. 


NASH—’54 Statesman club coupe, $1,080. 
’53 Statesman 2-dr., $800; 4-dr., $710. 
’51 Ambassador 4-dr., $305. °50 States- 


man 2-dr., $130. 49 Ambassador 4-dr., 
$100. 

PACKARD—’'49 4-dr., $115. 

PLYMOUTH — ’53 Cambridge Suburban, 
$925; 4-dr., $650. °52 Cambridge 2-dr., 
$350; Cranbrook Belvedere, $535. 


PONTIAC — '51 Silver Streak (8) 2-dr., 


$425. '50 Silver Streak (8) 2-dr., $320, 
$315. 
STUDEBAKER — ‘°'54 Ccmmander club 
coupe, $855. °53 Champion 4-dr., $585. 


'50 Champion 2-dr., $145. 
WILLYS—’48 %-ton pickup, $140. 


OMAHA 


(Richard Abel Auto Auction. Sale every 

Thursday. Prices are for sale of July 7.) 
(Market good.) 
$1,400* (ps); Special 4-dr., $1,000* (ps). 
’51 RM 4-dr., $625*. 

CADILLAC—’53 (62) coupe deVille, $2,- 

BUICK—’54 Century 4-dr., $1,820*; Super 
Riviera coupe, $1,670*. ’°53 RM _ coupe, 
280* (ps). ’50 (62) coupe, $1,385*; se- 
dan, $1,025°*. 

CHEVROLET—’55 Two-ten 4-dr., $1,690; 
2-dr., $1,640. °54 Corvette conv., $1,675*; 
Two-ten 4-dr., $1,125; 2-dr., $1,120; 
One-fifty 4-dr., $1,050, $930. ’53 Bel Air 
4-dr., $1,000*, $910; Two-ten 2-dr., $760; 
One-fifty 2-dr., $640; 4-dr., $610. '52 
SL Deluxe Bel Air, $995*; 2-dr., $675*, 
$505; 4-dr., $675; Carryall, $695. ’°51 SL 
Deluxe 4-dr., $520, $515; 2-dr., $485. 

CHRYSLER—’53 NY 4-dr., $1,180*. ’51 
NY 4-dr., $480*. ’50 NY 4-dr., $330*. 

DODGE—’51 4-dr., $375, $325. 

FORD — ’55 Custom (8) 4-dr., $1,765*, 
$1,760*; club coupe, $1,350. '54 Crest 
(8) sedan, $1,530* (ps); Custom (8) 
4-dr., $1,235. °53 Custom (8) 2-dr., $1,- 
035; 4-dr., $1,025*. '52 Deluxe (8) 2-dr., 


$550. °51 Custom (8) 4-dr., $535*. '50 
%-ton panel, $375, $360; Deluxe (6) 
club coupe, $270. ’°49 Custom (8) club 


coupe, $290; 4-dr., $250. 
KAISER—’51 2-dr., $315*. 
MERCURY—’55 Montclair conv., $2,700* 
(ps). ’54 Monterey 4-dr., $1,635*, $1,400; 
Sport coupe, $1,625. ’52 Monterey conv., 


$1,030". ’50 sedan, $410; Sport coupe, 
$225, 
NASH — ’51 Rambler 2-dr., $120. ’50 


Statesman 2-dr., $250; 4-dr., $240, $215. 
"49 Statesman sedan, $180. 

OLDSMOBILE — ’55 (98) 4-dr., $2,720* 
(ps). °54 (98) 4-dr., $2,315* (ps). '53 
(98) conv., $1,535*; (88) Super 4-dr., 
$1,500* (ps); 4-dr., $1,200. ’51 (88) 4- 
dr., $560*. 50 (88) 2-dr., $485*. ’49 (88) 
4-dr., $400*. 

PLYMOUTH—’54 Belvedere station wagon, 
$1,205; 4-dr., $1,010; Plaza 4-dr., $900. 
‘53 Cranbrook 4-dr., $795*, $705; Cam- 
bridge coupe, $625. ’52 Cambridge 4-dr., 
$185; 2-dr., $435. °51 Cambridge club 
coupe, $350. '49 Deluxe conv., $270. ’48 
Deluxe 2-dr., $100. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
250* (ps). '53 Chieftain (8) 2-dr., $980. 
‘52 Chieftain (8) 2-dr., $650, ’51 Silver 
Streak (8) 4-dr., $595*, ’50 Silver Streak 


6) coupe, $345. 
STUDEBAKER — '53 Commander coupe, 
$985; Champion Hard Top, $835*%. ’52 


Commander 4-dr., $390. °51 Champion 
Sedan, $310. '50 Champion 4-dr., $250; 
1%-ton pickup, $175. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of July 8.) 


(Prices somewhat cheaper except on 
extra clean cars. Late models off $75 to 
$100.) 

BUICK—’53 Super sedan, $1,250*. '52 Spe- 
cial sedan, $640*; Super sedan, $735*. 
’51 Super Riviera sedan, $795*; coupe, 
$495, $400; 4-dr., $495*, $400; 2-dr., 
$600. 50 RM sedan, $300*; Special se- 
dan, $325°*. 

CHEVROLET—’55 Two-ten (6) sedan, $1,- 
670; Bel Air (8) sedan, $2,040*. ’'54 Two- 
ten sedan, $1,120, $1,050. '53 Bel Air se- 
dan, $915; One-fifty sedan, $525, °52 
SL Deluxe sedan, $760*, $630, $550. ’51 
SL Deluxe sedan, $540, $520, $515, $500, 
$455*; Bel Air, $580*. °50 SL Deluxe 
sedan, $415; club coupe, $410; SL Special 
sedan, $345, $180. ’49 SL Deluxe sedan, 
$390, $260; conv., $285. 

CHRYSLER—’49 Windsor conv., $300. 

DeSOTO—’50 Custom sedan, $350. 

DODGE—’53 Coronet sedan, $850; conv., 
$910*. °52 Meadowbrook sedan, $590*; 
Wayfarer sedan, $375. '51 Meadowbrook 
sedan, $435; %-ton pickup, $380. 

FORD — '54 Custom (8) sedan, $1,085*; 
Main (8) sedan, $1,050, '51 Custom (8) 
Victoria, $560; Custom (6) sedan, $395. 
50 Custom (8) sedan, $400, $360. ’49 
Custom (8) sedan, $225, $155. '47 De- 
-_ (8) sedan, $180. '46 %-ton pickup, 
$110. 

HUDSON—’53 Hornet sedan, $910; Wasp 
sedan, $600. °50 Custom sedan, $250. 
MERCURY—’55 Monterey sedan, $2,350*, 
$2,290*. ’51 sedan, $580, $560, $385, 
$315. °50 sedan, $330. °49 club coupe, 

$235. 

NASH—’51 Statesman "50 
Statesman sedan, $265. 

OLDSMOBILE—’50 (88) sedan, $285*. 

PLYMOUTH—’54 Belvedere conv., $1,260; 
sedan, $1,070; Savoy sedan, $1,000. ’53 
Cambridge sedan, $675; Cranbrook club 
coupe, $625. °52 Cranbrook Belvedere, 
$650; sedan, $550. '51 Cranbrook conv., 
$565; Concord sedan, $305. ’50 Deluxe 
sedan, $270. '49 Special Deluxe sedan, 
$245. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
255*; sedan, $1,120*, $1,100*. ’51 Silver 
Streak (8) sedan, $565, $500. ’50 Silver 
Streak (8) sedan, $425, 2 at $400, $375. 

STUDEBAKER — '53 Commander coupe, 
$840*. °52 Champion sedan, $435*, '49 
Champion sedan, $210. 

WILLYS—’52 Aero sedan, $260. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of July 7.) 


(Dealers report good profits and low 
stocks. Clean units bringing top dollars. 
Sold 79 cars out of 112 offerings.) 


BUICK—’55 Century station wagon, §$2,- 
800*. ’53 Special Riviera 2-dr., $1,150; 
Super 4-dr., $1,010*. '52 Special 4-dr., 
$900*. ’°51 Special 2-dr., $540. ’47 Special 
4-dr., $100. 

CADILLAC—’52 (62) coupe, $1,850*. 

CHEVROLET—’54 Two-ten station wagon, 
$1,290. ’53 Bel Air conv., $1,155*; Sport 
coupe, $1,060; One-fifty 4-dr., $740; %- 
ton pickup, $435. °52 SL Deluxe 4-dr., 
$725, $645; club coupe, $630. 51 SL De- 
luxe 4-dr., $575, $390; Bel Air, $500*; 
FL Deluxe 4-dr., $515; 2-dr., $470*. ’50 
SL Deluxe 2-dr., $385; club coupe, $380; 
FL Deluxe club coupe, $320. ’49 SL De- 
luxe 4-dr., $160; 2-dr., $195; FL Deluxe 
2-dr., $175. ’48 FM 4-dr., $240; FL Aero- 
sedan, $210; SM club coupe, $175. °47 
FM conv., $135. 

DeSOTO—’53 Fire Dome (8) 4-dr., $960*. 
’51 Custom 4-dr., $400. 

DODGE—’53 Coronet (6) 4-dr., $870*; %- 
ton panel, $325. ’52 Meadowbrook 2-dr., 
$675. '50 Meadowbrook 4-dr., $290. ’49 
Coronet club coupe, $270. 

FORD—’55 Fairlane (8) Crown Victoria, 
$2,200* (ps). ’53 Custom (8) 4-dr., $955. 
’51 Custom (8) 4-dr., $525, $500*; 2-dr., 
$560*. ’°50 Custom (8) 2-dr., $485, $400; 
Deluxe (8) 2-dr., $200. '49 Custom (8) 
2-dr., $325*, $175; club coupe, $280; 4- 
dr., $225. '46 Deluxe (8) 2-dr., $110. 

HUDSON—’52 Hornet 4-dr., $455*. 


sedan, $170. 


MERCURY — ’52 2-dr., $730. ’51 2-dr., 
$500. 
NASH—’52 Ambassador 2-dr., $500*. 


OLDSMOBILE—’50 (98) conv., $450*. ’49 
(98) conv., $315*%; (76) coupe, $165*. 
’48 (98) 4-dr., $170*, $100*. 

PACKARD—’41 sedan, $155. 

PLYMOUTH—’54 Plaza 2-dr., $950. ’52 
Cranbrook 4-dr., $520*. ’51 Cambridge 
2-dr., $440. ’50 Deluxe 4-dr., $250. °49 
Special Deluxe 4-dr., $100. 

PONTIAC — ’55 Star Chief (8) Catalina, 
$2,475*. ’52 Chieftain (8) 4-dr., $700*. 
"50 Silver Streak (8) 2-dr., $425*. '49 
Silver Streak (8) 2-dr., $280, $275*. '47 
Torpedo (6) club coupe, $130. 


STUDEBAKER — ’50 Champion 2-dr., 
$115. °'49 Commander Land Cruiser, 
$110°. 

WILLYS—’53 2-dr., $490. 


ALBANY 


(Tim .Anspach Auto Auction. Sale every 

Tuesday. Prices are for sale of July 5.) 
(Due to holiday sale and many used- 
car managers on vacation, receipts were 
cut and the market was a bit saggy on 
run-of-the-mill kinds. Nice, ready-to-sell 
retail pieces sold as strong as ever with 
older and rough autos hard to sell for 
better than junk prices. Sold 115 cars 
out of 154 offerings.) 

BUICK—’54 Special Riviera coupe, $1,880*. 
‘53 Super Riviera coupe, $1,200*. ’52 
Special Riviera coupe, $920. ’51 Special 
4-dr., $410. '50 Special 4-dr., $430*; 
Super Riviera 4-dr., $410*, $370*. 

CADILLAC—’53 (62) coupe deVille, $2,- 
450*; coupe, $2,200". ‘51 (62) 4-dr., 
$1,340*, $950*. '46 (62) 4-dr., $120°. 

CHEVROLET—’55 Bel Air (6) Sport coupe, 
$1,800; Bel Air (8) 4-dr., $1,780, $1,725°; 
Two-ten (6) 4-dr., $1,660, $1,600. ’54 
Two-ten 4-dr., $1,085, $1,040, $1,000; 
2-dr., $1,070; One-fifty 2-dr., $820; 4-dr., 
$610. ’53 Bel Air 4-dr., $950*; 2-dr., 
$940; Two-ten 4-dr., $860. '52 SL Deluxe 
Bel Air, $800. '51 SL Deluxe Bel Air, 
$690, $625*; 2-dr., $560*, $525; SL Spe- 
cial 4-dr., $455, $450. °50 FL Special 
2-dr., $400; FL Deluxe club coupe, $230; 
SL Deluxe coupe, $350*, $350. '49 FL 


Deluxe 4-dr., $280; SL Special 2-dr., 
$200. '48 FL Aerosedan, $100. 

CHRYSLER—’51 NY 4-dr., $620*; Windsor 
4-dr., $575*. 

DeSOTO—'46 Custom conv., $120°. 

DODGE—’53 Coronet 2-dr., $770*. ’51 Cor- 
onet 4-dr., $440*. °50 Meadowbrook 4- 
dr., $390*. ’49 Coronet conv., $290*, 

FORD—’55 Main (6) Ranch Wagon, $1,- 
990*. '53 Main (8) Ranch Wagon, $1,- 
050*; 2-dr., $790. '52 Custom (8) coupe, 
$630; 2-dr., $560. '51 Custom (8) conv., 
$490*; 4-dr., $460; 2-dr., $380; Deluxe 
(6) 4-dr., $475*%; 2-dr., $390; %-ton 
pickup, $400. ’'50 Custom (8) 4-dr., $300; 
Deluxe (6) 2-dr., $285. '49 Custom (8) 
2-dr., $220*; 4-dr., $200; Deluxe (6) 2- 
dr., $170*, $140. 

HUDSON—’49 Commodore 4-dr., $110. 

MERCURY—’55 Monterey Sport coupe, $2,- 
030*, '53 Monterey Sport coupe, $1,350°*. 
’52 4-dr., $800*. ‘51 4-dr., $600, $450, 
$420; club coupe, $385. '50 2-dr., $410; 
club coupe, $275. '49 4-dr., $230. 

NASH—’52 Statesman 4-dr., $430°. ‘51 
Statesman 4-dr., $330*; (600) 4-dr., $330; 
Rambler station wagon, $320. '50 States- 
man 4-dr., $200*. 

OLDSMOBILE — ’'55 (88) 4-dr., $2,450*. 
’51 (88) 2-dr., $580*. '50 (98) 4-dr., 
$375*; Holiday, $220*; (88) 2-dr., $330°*. 
"49 (76) 2-dr., $300*%; (98) 4-dr., $120*. 

PACKARD—’52 2-dr., $400*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
825*. '54 Belvedere Sport coupe, $1,220*; 
Plaza coupe, $780, $770. '51 Cranbrook 
club coupe, $400; 4-dr., $370. ’50 Con- 
cord 2-dr., $240. 49 Special Deluxe club 
coupe, $160. 

PONTIAC—’55 Chieftain (8) station wag- 
on, $2,290*. ’51 Silver Streak (8) Cata- 
lina, $690*. ’50 Silver Streak (8) 2-dr., 
$245°*. 

STUDEBAKER — ’52 Commander 4-dr., 
$290*. '51 Champion 4-dr., $325*, '49 
Commander 4-dr., $140. 

WILLYS—’53 (6) 2-dr., 


ster, $480*. 
DENVER 


(Denver Auto Auction, Sale every Fri- 

day. Prices are for sale of July 1.) 

(New cars slightly off; strong demand 
for clean used units. Sold 125 cars out 
of 269 offerings.) 

BUICK—’55 RM coupe, $2,995* (ps); 4- 
dr., $2,540* (ps); Century 4-dr., 2 at 
$2,900* (ps); coupe, $2,700* (ps); Super 
coupe, $2,870* (ps); Special 2-dr., $2,- 
500*. °54 RM coupe, $2,495* (ps). °53 
RM 4-dr., $1,175* (ps), $1,150* (ps). ’50 
Super 4-dr., $230. 

CADILLAC—’55 (62) 4-dr., $4,420* (ps); 
(60) 4-dr., $4,160* (ps). '54 (62) coupe, 
$3,520* (ps). ’52 (62) conv., 2 at $1,- 
915* (ps). ’'51 (62) club coupe, $1,395*; 
4-dr., $1,310*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
940*; Two-ten (8) Delray coupe, $1,870*. 
’54 Corvette conv., $1,675*; Two-ten 





$470*. °’51 jeep- 
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4-dr., $1,050; One-fifty 2-dr., $870. '53 
Bel Air Sport coupe, $1,225; conv., $1,- 
185; 4-dr., $910; Two-ten 4-dr., 2 at 
$825, $820°, $815. '52 SL Deluxe Bel 
Air, $715*; 4-dr., $445. '51 %-ton pick- 
up, $560; SL Deluxe 4-dr., $545. 
CHRYSLER—’51 NY 4-dr., $445*. 
DeSOTO—’51 4-dr., $230*. 
$450; %-ton 


DODGE—'51 %-ton pickup, 
pickup, $375*. 
FORD—’55 Fairlane (8) Victoria, $2,200*, 


$2,000; 4-dr., $2,200* (ps), $2,105*, $2,- 
055*; Custom (8) station wagon, $2,195; 
4-dr., $1,700; %-ton pickup, $1,410. '53 
Crest (8) conv., $1,285* (ps); Victoria, 
$1,250*; %-ton pickup, $770; Custom (6) 
2-dr., $760. '52 Main (6) 2-dr., $615, 
$555. °51 Custom. (8) 2-dr., $595*, 
HUDSON — '52 Hornet club coupe, $580. 
’'50 Pacemaker club coupe, $270. 
LINCOLN—’ 54 Capri coupe, $2,475* (ps); 
(Continued on Page 57, Col. 1) 


Reporting for “SPECIAL DUTY” 





The National Can Retinning Co., the largest retinners 





of milk cans and containers has chosen 32° GRAMM 
PERMALINERS for duty between their plants in Min- 


nesota, Tennessee and Ohio. 


National Can executives 


state, “‘We are loading more containers per foot of 


trailer than ever before.’’ 


We'll be happy to explain how a GRAMM Trailer, now 


becoming the No. 


1 choice of haulers of diversified 


loads, can fit into your transportation picture. 


Distributors In Principal Cities 


SN Mae 


P. O. BOX C 








Each Kolorwall kit contains a complete set of 
four (or fivé) one-piece, 100% latex rubber 
discs, special process cement, application brush, 
abrasive, hardwood roller, complete instructions. 





Kolorwall rings are easy to apply on any 15” 


or 16” tires. 


Way Whitewalls and Kolorwalls! 





Nu-Way Kolorwall, Inc. 











PAUL HUEY, V. P. and Advertising Manager 
Birmingham 2 + 











The South is one-fourth of the 
of all retail sales are in the 16 So 
gaining the nation in retail trade since 1939, thé Squth 


25.2% 
ates. Out- 


is vitally important in any sales and advertising plan. 


But no advertiser does an adequate job of 
selling the South until he recognizes the basic 
fact that the South is rural . . . 51.5% rural in 
population. (The rest of the country is only 28.9% 
rural.) To sell the South, advertising must reach 
and influence Southern rural families. 


That’s why The Progressive Farmer is one of 
the top three among all big monthly magazines 
in advertising: volume. More and more manufac- 
turers are adding the prosperous rural South to 
their market by adding The Progressive Farmer 
to their advertising lists. 


In the rural South, The Progressive Farmer 
is far out in front of all other magazines in 
readership and influence. In the South’s 1,174 
rural counties* The Progressive Farmer has 
more than 2% times as much circulation as LIFE 





*The South has 1,174 rural counties where most of the peop 


pte 


on farms or in rural communities of less than 2,500 population. The South has only 213 urban counties. 


The South Subscribes to 


“eae, " 


or The Saturday Evening Post. The Progressive 
Farmer fills a major gap in coverage in the 
fastest-growing, big, regional, retail market in 
the country. 


The Progressive Farmer has been building 
SALES POWER SOUTH for 69 years. Published 
in five separate editions localized to the five 
distinct farming areas of the South, The Pro- 
gressive Farmer is a local magazine to each of 
its 1,275,000 subscriber-families. This unique idea 


cs 


The Progressive Farmer 


SEPARATE-EDITION EDITORIAL OFFICES: BIRMINGHAM, RALEIGH, MEMPHIS, DALLAS 


H. EARL BUTCHER, V. P. and Eastern Advertising Manager 


Phone: 54-2571 250 Park Ave., New York 17 + Plaza 1-0160 


OSCAR M. DUGGER, V. P. and Western Advertising Manager 


Other Advertising Offices: 
Daily News Bidg., Chicago 6 + Central 6-3400 


RALEIGH * MEMPHIS + DALLAS 
SAN FRANCISCO + LOS ANGELES 
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one of the top three! 


Only two other monthly magazines of more than 
a million circulation have carried more adver- 
tising in 1955 than The Progressive Farmer. 


THE TEN LEADING 


MONTHLIES IN LINES 
ADVERTISING VOLUME January -June 


1. Better Homes & Gardens . 537,364 
| 2, Ladies’ Home Journal . . 411,998 
3, The Progressive Farmer’ 388,403 
= A.McColls. 2... . 304,989 
5. Good Housekeeping. . . 298,009 
6. American Home. . . . 268,101 
7. Successful Farming . . . 248,808 
8. Farm Journalé . . . . 244,465 
9. Woman’s Home Companion 217,890 
10. Popular Mechanics. . . 192,878 


tAverage all editions. Source: Printers’ Ink. 


in publishing provides The Progressive Farmer 
with the “neighborly touch” of a state farm 
paper and the quality appearance of a big maga- 
zine. The result is loyal readership that gives 
your advertising powerful local impact in a rich 
market weakly covered by other media. 








The Progressive Farmer prints 50% more edi- 
torial matter of interest to farmers and their 
wives and children than any other farm maga- 
zine. The Progressive Home section of The 
Progressive Farmer is the Southern woman’s 
modern service magazine. 






CIRCULATION 
1,275,000 


The Progressive Farmer circula- 
tion is keeping pace with the 
growth of the South, from 950,000 
in 1945 to more than 1,275,000 
in 1955. 







Southern retailers are keenly aware of the 
SALES POWER of The Progressive Farmer. The 
results of 54 surveys show that The Progressive 
Farmer is the 4 to 1 choice of 8,566 retailers as 
the one farm magazine with greatest influence 
on their rural customers. 
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You get the enthusiastic approval of your 
Southern retailers when you add The Progressive 
Farmer to your advertising list. 




















In Keeping with Summer— 


Seasonal colors for automobiles are the 
latest, according to DeSoto which has in- 
troduced a number of summer interiors 
for its four-door sedan and Fireflite 
Sportsman hardtop models. The young 
lady is seated on a combination of surf- 
white leather and rose matelasse. There 
is no extra charge for the new interiors. 


Safety Anchor 


Doors Closed in Crash, 


Says Jaqua 

GRAND RAPIDS, Mich. — Jaqua 
Co. has announced that the outer 
half of its automobile safety belts 
—Sparton Karbelts—anchor to the 
door and, the firm said, keep the 
car doors closed in a crash. 

The belts also meet standards set 
by the Civil Aeronautics Authority 
for civilian aircraft safety belts and 
are available in six colors, Jaqua 
reported. 

The belts come complete with in- 
stallation instructions in every car- 
ton, the firm said, and are con- 
structed of nylon webbing two 
inches wide and fitted with airline- 
type buckles. 


AUTOMOTIVE NEWS, JULY 18, 1955 


Assails Trucker Protests . . 





Transportation Study 
Unprejudiced— Weeks 


RENO, Nev.—Secretary of Com- 
merce Sinclair Weeks declared last 
week that the hotly-disputed trans- 
portation policy report did not fa- 
vor railroads over trucks. 

Addressing a regional confer- 
ence of public service commis- 
sions here, Weeks called the re- 
port a “pattern for transportation 
which does not favor one kind of 
carrier more than another but 
does meet modern economic 
needs, strengthens national secur- 
ity and gives the consumer a bet- 
ter break.” 


The American Trucking Assns. 
has charged that the report, issued 
by a Presidential advisory commit- 
tee headed by Weeks, suggested 
changes in transportation policy 
favoring railroads. 


Without directly referring to the 
trucker charges, Weeks inferred 
that the highway carriers may 
“want to be protected against com- 
petition.” 


“If that be the case,” he said, 
“it seems to me that they have a 
heavy burden of proof upon them 
to show that their protection is 
in the public interest.” 


The Cabinet member staunchly 
defended the report’s recommenda- 
tion that the common carrier pro- 
visions applying to trucks be 
strengthened. 

“It is our belief that unless this 
is done,” he stated, “the common 
carrier obligations as applied to the 
trucking industry will continue to 
dwindle and may finally disappear. 

“Undoubtedly there would be 
enough money in trucking to main- 
tain a trucking industry that would 





serve the nation in some fashion if 
there were no legal insistence on 
common carrier responsibilities, or 
for that matter no regulation of 
trucks at all. 

“But commerce and industry 
have to depend largely on trucks 
for short hauls, and for particu- 





Public Tipped to Comeons ... 


lar kinds of services on hauls of 
all lengths. Now if there were no 
common carrier trucks, the little 
businesses and the sporadic ship- 
pers would be without dependable 
service at published rates and 
would be subject to discrimina- 
tion.” 

Weeks also acclaimed the report 
for recommending a higher degree 
of competitiveness in the setting of 
transportation rates. Rates would 
be set on a competitive basis with- 
in ceiling and floor limits enforced 
by the ICC. 

“Competitive rate-setting,” said 
Weeks, “will induce the maximum 
of ingenuity and economy in the 
transportation business.” 


Dealer Fights ‘Bait’ Ads 


NIAGARA FALLS, N. Y.—Lam- 
merts, Inc. (Buick - Cadillac), has 
struck out against what it called 
“misleading advertising” in the sale 
of used cars with a large news- 
paper ad which features the theme: 
“Let’s Set the Record Straight.” 


“You read all kinds of ads on 
used cars these days,” said Lam- 
merts, “many of them offering 
what looks like something for 
nothing. For over half a century, 
Lammerts has dedicated itself to 
straight-forward talk and adver- 
tising about automobiles. We don’t 
believe in spoofing or confusing 
the buyer; we can’t give our cars 
away and neither can anyone 
else.” 

The Lammerts ad continued: 

“1, Free Trial Offers. Believe me, 
there’s no such animal. When some 
dealer offers, in big, bold print, so 
many days free trial, he’s just kid- 
ding you. Because, first of all, you 
have to buy the car. You can’t just 
take it, drive it for a week, then 
bring it back. 

“Secondly, if you don’t like the 
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car you bought, during the trial 
period, you have to trade it on 
another one. Now there isn’t a re- 
liable dealer in the country who 
will not take back a car, from a 
dissatisfied customer, on another 
one. And he'll do it without a lot 
of baloney about free trials. 


“Lammerts believes in such a 
policy; in fact, we even make 
available a 12,000- mile or one 
year’s guarantee on all our late- 
model used cars. 

“2. Wholesale Prices. If a dealer 
is going to sell at wholesale prices, 
he'll sell to a used-car wholesaler, 
where there is no advertising cost, 
no commission, no guarantee, or 
any other red tape. 

“Compare the so-called whole- 
sale prices you see advertised. You 
will see they are $200 to $450 higher 
than wholesalers are actually pay- 
ing. Furthermore, wholesale prices 
are not listed in any of the so- 
called guide books, but in actual 
wholesale auction reports pub- 
lished weekly in automotive jour- 
nals. 

“Lammerts believes in whole- 
sale prices when selling whole- 
sale to used-car dealers, wreck- 
ers, etc. When selling to the re- 
tail used-car buyer, we believe 
in pricing our cars fairly and 
competitively, based on condition 
and value, and we believe in ad- 
vertising them accurately, either 
at regular prices or special sale 
prices, depending on the car and 
how long we’ve had it. 

“3. $200-$400 Allowance. This is a 
great come-on gimmick. So much 
money for anything that runs, re- 
gardless of age, condition, etc. But 
stop and think a minute. The only 
way a dealer can give $300 for a 
$25 junker is to overprice the car 
he’s selling by $275. That’s simple 
arithmetic. 

“Lammerts believes in pricing its 
cars right to begin with, so that 
we do not have to resort to this 
type of misleading advertising to 
sell them.” 


Collyer Advises 
U.S. to Reduce 
Rubber Stockpile 


AKRON.—Sale of at least 200,000 
tons of crude rubber from the U.S. 
strategic material stockpile has 
been recommend- 
ed by John L. 
Collyer, B. F. 
Goodrich Co. 
board chairman. 

In a letter to 
Dr. Arthur §&. 
Fleming, defense 
mobilization di- 
rector, Collyer 
stated that a to- 
tal of 900,090 tons 

. of crude rubber 
J. L. Collyer would last this 
country five years during an allout 
war. He estimated that there are 
approximately 1.3 million tons in 
the U.S. now. 

Collyer said that the sale of 200,- 
000 tons would bring the Govern- 
ment $165 million and, at the pres- 
ent price of crude rubber, would be 
without harmful] effect on the 
rubber-growing business. 





Olson Filters Franchise 


LEBANON, Ind.—Industrial Fil- 
tration Co., here, distributor of Del- 
park industrial filters, has an- 
nounced the signing of an exclusive 
franchise for the sale of pressure 


type filters made by Olson Filtra-| City 


tion Engineer, Inc., Chicago. 








Winberg Is Winner 
Of Willys Dealer 
And Sales Contest 


DENVER. — Art Winberg has 
been named grand prize winne~ in 


a six-month dealer developr ent 
and sales contest, according to 
Howard P. Grove, western division 
sales manager for Willys Motors, 
Inc., Toledo. 

Winberg, district manager for 


Kurland Motors, Denver, distribu- 
tor for Willys products in Colorado, 
Wyoming and Nebraska, won a 
Darrin sports car, $300 in cash, a 
wristwatch and a week’s vacation. 

Sales of Willys commercial vehi- 
cles in the Kurland area have es- 
tablished an alltime record for the 
first six months of this year, aver- 
aging 20 percent of the registra- 


| tions in the under-5,000-pound gross 


vehicle weight class. 
Hickman Price, general sales 
manager of Willys; Jack Davies, 
western regional sales representa- 
tive, and Grove were scheduled 
guests of Kurland at a_ special 
luncheon, according to Gene Kur- 
land, partner in the Denver firm. 
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Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitted for your approval. Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 
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2 at $665; %-ton panel, $585. ’°51 SL 
Deluxe 4-dr., $600*; club coupe, $570. 
’50 FL Deluxe 2-dr., $460, $420; 4-dr., ‘ 
$440*. '49 SL Deluxe 2-dr., $305; %-ton 
pickup, $295. 

CHRYSLER — ’'52 Windsor club coupe, 
$725*; 4-dr., $670*. 

DeSOTO—’ 52 "Custom 4-dr., $815*. 

DODGE—’53 Coronet 4-dr., $1,035*, $710°*; 
club coupe, $960*. ‘51 Coronet 4-dr., 


—_—- 


Pr 


$865; 4-dr., $970. °53 Two-ten 2-dr., 
$815, $650. '52 SL Deluxe 2-dr., $600. 
’51 SL Deluxe 4-dr., $465*, $400*, $325; 
2-dr., $400, $370, $330, $235; FL Deluxe 
2-dr., $385; SL Special 2-dr., $290. ’50 
SL Deluxe 4-dr., $305*, $160, $150; 2-dr., 
$300, 2 at $225, $210; Bel Air, $225; SL 
Special 2-dr., $215; FL Deluxe 2-dr., 
$200. °49 SL Deluxe 2-dr., $165, 3 at 
(Continued from Page 53) $125; FL Deluxe 2-dr., $115. 


| Used-Car Auction Prices 





(Consignment down after the Fourth. 


188 ° , $500*, '47 %-ton panel, $220. 
in Cosnopolitan coupe, $2,105*. '53 Capri, 165* (ps), $2,000*; (88) 4-dr., $2,170*; a a 51 Saratoga 4-dr., $220. '50 FORD—'55 Thunderbird, '$3,170*, $3,050*; 
2nt coupe, $1,900*, '52 Capri coupe, $1, 400°. 2-dr., $1,675*. °53 (88) 4-dr., $1,400°*, ee z Main (8) 2-dr., $1,655*. '54 Crest (8) ; 
t MERC URY —’55 Montclair 4-dr., $2,850* $1,340*; 2-dr., $1,035", °51 (98) Holiday, | DeSOTO—’53 Fire Dome (8) sedan, $1,025. conv., $1,555*; Custom (8) 2-dr., $1,305, 
0 ( $2,825*; coupe, $2,685. °54 Monte- $595*. ’49 4-dr., $105. $1,220, $1,100, $1,055. '53 Main (8) sta- ; 
on ha coupe, $1,850*. '51 2-dr., $675%, $600, | PACKARD—’51 (200) 4-dr., $355*. DODGE—'53 Meadowbrook 4-dr., $650. '51 tion wagon, $1,205; 2-dr., $820, $805; 
rs, $530. 50 conv., $290. '49 4- ‘dr., $440. PLYMOUTH — ’53 Cranbrook Belvedere, Wayfarer 2-dr., $255*. '50 Coronet 4-dr., 4-dr., $810, $805; Custom (8) 4-dr., 
NASH—’51 Statesman 2-dr., $290. $895; conv., $870; 4-dr., $685; Cam- $215°. a $995, $955; 2-dr.. $950, $805; Main (6) 
OLDSMOBILE—’55 (98) Holiday, $2,970° bridge 4-dr., $620, $600. '51 Concord | FORD—’54 Custom (8) 2-dr., $1,265°. 53 sedan, $620. ’52 Custom (8) station 
or (ps); (88) Super Holiday, $2,875*, $2,- station wagon, $450; Cranbrook Belve- Custom (8) 4-dr., $980*, $850. ’52 Crest wagon, $1,150*, $1,140; Main (8) 4-dr., 
Mu 625°. °53 (98) conv., $1,635* (ps); (88) dere, $430; 2-dr., $320. (8) station wagon, $835; Custom (8) $775; 2-dr., $680*, $620*, '51 Custom 
“a : ° ° r INTIAC — '54 Star Chief (8) Catalina 2-dr., $655*, $600. ’51 Custom (8) 2-dr., (8) Victoria, $625*; 4-dr., $595; conv., 
1 Super conv., $1,325 (ps). 52 (88) Super | PO ) . ; 4 . 
+0, conv., $1,325* (ps); Holiday, $1,225°; $1,990* (ps), 2 at $1,800* (ps); conv., $340, $325, $300; 4-dr., $280. ’50 Cus- $555. '50 Custom (8) club coupe, $825*; 
a 4-dr., $730°. $1,800* (ps); 4-dr., $1,690* (ps), $1,- tom (8) 2-dr., $340; 4-dr., $240. °49 2-dr., $410; 4-dr., $370*. '49 Custom (8) 
a pPACKARD—’53 (400) 4-dr., $1,275* (ps). 600* (ps). ’53 Chieftain (8) 4-dr., $1,- Custom (8) 2-dr., $210, $170. club coupe, $305, $280; 2-dr., $225. 
PLYMOUTH — '55 Belvedere (8) Sport| 100*. '52 Chieftain (8) conv., $1,050*. '50 | HUDSON—'52 Wasp club coupe, $440. HUDSON—'50 4-dr., $325*, $220. '49 club 
a coupe, $2,050. ’°53 Cranbrook Belvedere, Silver Streak (8) 4-dr., $125*. LINCOLN—’50 club coupe, $175*. coupe, $165*. 
u- $1,050*. ’°52 Cranbrook 4-dr., $445. STUDEBAKER — '53 Commander club | MERCURY — '55 Montclair Sport coupe, KAISER— 51 2-dr., $375*. , 
2g- PONTIAC—’55 Star Chief (8) station wag- coupe, $775*. ’°50 Champion 2-dr., $155. $2, 485°. ‘ , yy Hard Top, $1,095*. ’51 
} on, $2,820*; Catalina, $2,670*; Chieftain NASH — ’53 Statesman 2-dr., $780. '52 conv., $700*; 4-dr., $585, 
ps (8) station wagon, ’ $2,570*.. °54 Star VALDOSTA. GA Statesman 4-dr., $545. ’51 Statesman| Heads Wesfern Dealers— NASH—’51 4-dr., $585*, $355. °50 4-dr., 
Te Chief (8) conv., $1,755*, $1,705*; Cata- 9 - 2-dr., $175. '50 Statesman 2-dr., $110. $195*. 

a- & lina, $1,635*. '53 Chieftain (8) Catalina, (Tom Hewitt Auto Auction, Sale every | OLDSMOBILE—'54 (98) Holiday, $2,390° Walter J. Cooper, Ford Los Angeles | OLDSMOBILE—’53 (88) Holiday, $1,695*; 
ss EF $1,350*. '52 Chieftain (8) 4-dr., $615*. | Friday. Prices are for sale of July 1.) (ps); (88) sedan, eee on “ cane; district sales manager, left, congratulates $1,686 “ae tar i $1, erase a 
| STUDEBAKER — ’51 Commander — (Sold 156 cars out of 225 offerings.) ore isese tons oe 168) oo coupe’ | Phil Johnson, King Motors, Huntington $ cosas, et a. a ae $ ; 

‘ Be sie $885. (90 nem | BUICK—'S5 Super Riviera, $2,785° psd: | _ $190%. Park, Calif., who has been named chair-| PLYMOUTH —- °55 Plaza’ station wagon, 
, rat : . Century Riviera, $2,550*, $2,500*, $2,400; | PLYMOUTH—’52 Cranbrook 2-dr., $290. man of the Western Regional Ford Deal- $1,910, $1,735. ’54 Plaza station wagon, 
Ss, pa ep Rg Ary Bag Special 2-dr., $2,350°*, "54 Century, $1,-| PONTIAC—’54 Chieftain (8) conv., $1,- én hath, eee a represent Ford $1,450*, °50 Deluxe conv., $430; 2-dr., 

a- MISCELLANEOUS—’55 GMC %-ton pick-| 700°, $1,680°; Super Riviera, $1,700°.| 740* (ps); club coupe, $1,725* (ps). 53 res ‘ $675. '49 Deluxe 2-dr., $240. 
up, $1,670; International %-ton pickup ’53 RM conv., $1,500*, $1,250* (ps). °52| Chieftain (8) 4-dr., $1,025; 2-dr., $1,-| dealers in 11 western states at a national | PONTIAC—’55 Chieftain (8) 4-dr., $2,- 
d $1180, $875. °52. GMC %-ton pickup,| Super Riviera, $1,225*, $1,175; Special] 005*. '52 Chieftain (8) 4-dr., $700. '51/| Ford dealer council meeting. 150*, '52 Chieftain (6) 2-dr., $545, '51 
al $515, ’50 International 1%-ton cab and| 4-4r., eas ‘ae conv., $525*, '50 Silver Streak (8) sedan, $500*. ’49 Sil- | —_—_— ——$_$____—___ -| Silver Streak (6) 4-dr., $325. '49 Silver 
le ~~ , : 1% | Special 4-dr., . ver Streak (8) 2-dr., $130. en nt re- Streak (8) 4-dr., $325*. 
. Chass, TIO tnt rte pleco truck, | CADILLAC—'54 (62) conv., $3,750* (ps); | STUDEBAKER—'51 Champion club coupe, and three adjac t states. 75 percent re- | stUDEBAKER —- °51 Commander 2-dr.; 
$100 ; F "| 4-dr., $3,300* (ps). '50 (62) 4-dr., $1,-| $240; 4-dr., $140. "50 Champion 4-dr.,| gyICK—'55 Super 2-dr., $2,160*, °54 Su-|_ $430*. 50 Commander 2-dr., $355*. 
a i 200°. ’51 (62) conv., $1,150*. ’50 (75) $130. 295*. °53 Sup 4 . | WILLYS—’50 jeepster, $390*. '49 station 
& 4-dr., $1,000* per conv., $2, oe 53 Super conv., $1, wagon, $365* 
MINNEAPOLIS CHEVROLET — ‘55 Bel Air (8) station OAKLAND. CALIF | oameteht eb Ces’ cde. tataee, ‘eo —_— 
(Minneapolis Auto Auction, Sale every wagon, $2,100, $1,950; Sport coupe, $1,- 9 (62) 4-dr., $1,100*. '41 club coupe, $310. — Auctions in Brief — 
> Wednesday. Prices are for sale of July 6.) 900, $1,820; Two-ten (8) Delray, $1,710; (Oakland Auto Auction. Sale every Wed- | cHEVROLET—'55 Two-ten (8) 2-dr., $1,- 
| 4-dr., $1,700, $1,600*; One-fifty 2-dr.,| nesday. Prices are for sale of July 6.) 865*. °'54 Two-ten 4-dr., $1,385; 2-dr., HARRODSBURG, KY. 
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Older models really moving with late 
models slower. Sold 94 cars out of 136 
offerings.) 

BUICK—’54 Super 4-dr., $1,780*. '53 RM 
4-dr., $1,175*. '51 Super 4-dr., $690*, 
$680*. ’49 Special 2-dr., $240*. 

CADILLAC—’ 54 (62) coupe, $3,540* (ps). 
'53 (62) conv., $2,790* (ps). °’51 (62) 
4-dr., $1,585*. 

CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
705*. °54 Two-ten 4-dr., 2 at $1,170, 
$1,150, 2 at $1,110. ’'53 Two-ten 2-dr., 
$845, $775. '52 SL Deluxe 4-dr., $660*, 
2 at $650, $610. 51 SL Deluxe 2-dr., 
2 at $600, $545, $540. ’°50 SL Deluxe 
4-dr., 2 at $450, $410, $400. '49 SL De- 
luxe 2-dr., $210, 2 at $200. ’48 SM 4-dr., 
2 at $100. 

CHRYSLER—’51 NY 4-dr., $540*. '49 NY 
club coupe, $200*. 

DeSOTO—’51 Custom 4-dr., $460*. '50 Cus- 
tom 4-dr., $320*, $305*. 

DODGE—’53 Coronet 4-dr., $805*, $765*. 
’51 Coronet 4-dr., $580*%, $495*. ’50 
Meadowbrook 4-dr., $265*, $250. 

FORD —’55 Fairlane (8) 4-dr., $1,830* 
(ps), $1,810*. '54 Custom (8) 4-dr., 
$1,270*, $1,185, $1,175. '53 Custom (8) 
4-dr., $1,010*, 2 at $950, $890, $825. °52 
Custom (8) 4-dr., $775, $740*. °51 Cus- 
tom (8) 4-dr., $440*, 2 at $400, $390, 
$385. ’50 Custom (8) 2-dr., $270*, $250. 
49 Deluxe (8) 4-dr., $195*, 2 at $190, 
$175. 

HUDSON—’51 Hornet 4-dr., $225°*. 

KAISER—’51 Deluxe 4-dr., $220°*. 

LINCOLN—’52 Cosmopolitan 4-dr., $710*. 

MERCURY — ’54 Custom 4-dr., $1,460*, 
$1,450*. '53 Custom 2-dr., $1,105*. ’52 
4-dr., $810*, $800*. '51 4-dr., $670*. 

NASH—’51 Ambassador 4-dr., $310*. 

OLDSMOBILE—’55 (98) Holiday, $2,960* 
(ps). ’54 (88) Super 4-dr., $1,905*, 2 at 
$1,880*. '53 (88) 4-dr., $1,400*. ’51 (88) 
2-dr., $650*, $620*. '49 (88) 4-dr., $265*. 

PACKARD—’51 4-dr., $505*. 

PLYMOUTH—’54 Savoy 4-dr., $975, $970. 
"53 Savoy 2-dr., $885*, 2 at $760, $745. 
’51 Cranbrook 4-dr., $440, 2 at $295. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
390°. '51 Silver Streak (8) 4-dr., $510*. 
"50 Silver Streak (8) 4-dr., $400*, °49 
Silver Streak (8S) club coupe, $200*. 

STUDEBAKER — '52 Champion 2-dr., 
$505*. °50 Champion 2-dr., $295*. °49 
Commander 2-dr., $200*, $145*. 

— — ’51 Henry J 4-dr., 








CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of July 5.) 

(The three day holiday again caused 

@ light consignment. Sold 124 cars out of 
208 offerings.) 

BUICK—’54 Century Riviera, $2,040* (ps), 
$1,900* (ps); RM 4-dr., $1,915* (ps); 
Super Riviera 2-dr., $1,910* (ps); 4-dr., 
$1,700*. '53 Super Riviera, $1,335*, $1,- 
270*; conv., $1,215*; Special Riviera, $1,- 
175; 4-dr., $1,010*. ’52 Super Riviera, 
$835* 


CADILLAC—’54 (62) conv., $3,930* (ps); 
coupe, $3,850* (ps), $3,655* (ps); (60) 
Special 4-dr., $3,650* (ps). °53 (62) 
conv., $2,600* (ps), $2,540* (ps); coupe, 
$2,185* (ps). 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
745*; Two-ten (6) 2-dr., $1,550. '54 One- 
fifty station wagon, 2 at $1,280; Bel Air 
2-dr., $1,200. '53 Bel Air conv., $1,285*; 
Sport coupe, $1,240%, $1,115*%; 2-dr., 
$995; Two-ten conv., $1,090*; 2- ar., $850; 
4-dr., $850*; One-fifty 4- dr., $815; 2-dr., 
$700. '51 SL Special 4-dr., $415. 

CHRYSLER — ’53 Windsor 2-dr., $1,055*. 
’51 Windsor 4-dr., $470*. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,710* 
(ps), $1,400* (ps). ’53 Fire Dome (8) 
4-dr., $1,150*. ’51 Custom 4-dr., $410*, 
$390°*. 

DODGE—’54 Coronet 4-dr., $1,175*. '53 
Coronet (6) 4-dr., $750%. °52 Coronet 
4-dr., $500*. °51 Coronet 4-dr., $375*, 
$290*. ’50 Coronet 4-dr., $165*. 

FORD — ’55 Thunderbird, $3,000* (ps); 
Custom (8) 2-dr., $1,695. ’54 Main (6) 
4-dr., $950. ’53 Crest (8) Victoria, $1,- 
245*, $1,160*, $1,155*, $1,065*. ’52 Crest 
(8) Victoria, $840. '51 Custom (8) Vic- 
toria, $560*. '50 Custom (8) 4-dr., $270; 
conv., $250. 

HUDSON—’54 Hornet club coupe, $1,440* 
(ps); 4-dr., $1,285*. ’52 Pacemaker 2- 

_ dr., $270. '51 Hornet conv., $395*. 

LINCOLN—’52 Cosmopolitan coupe, $1,- 
110*, '51 2-dr., $400*; 4-dr., $305°. 

MERCURY—’54 Monterey coupe, $1,900*, 
$1,845*; Sun Valley, $1,785*; 4-dr., $1,- 
100*, '53 Monterey Sport coupe, $1,200*; 
4-dr., $1,035*. ‘52 4-dr., $810*, $750°. 
"50 4-dr., $165*. 

OLDSMOBILE — ’'55 (98) conv., $2,615* 
(ps); Holiday, $2,355* (ps); 4-dr., $2,- 


$1,500. '54 Two-ten Delray, $1,200; Bel 
Air 2-dr., $1,180*. ’53 Bel Air Hard Top, 
$1,160, $1,025*; Sport coupe, $820. °52 
SL Deluxe Bel Air, $700. ’51 SL Deluxe 
2-dr., $550*; 4-dr., $470; Carryall, $380. 
*50 FL Deluxe 2-dr., $475; SL Deluxe 
2-dr., $350. 

DeSOTO—’55 Fire Dome (8) coupe, $2,- 
625*. °51 4-dr., $310. ’50 %-ton pickup, 
$255. 

DODGE—’47 %-ton pickup, $120. 

FORD — ’55 Fairlane (8) conv., $2,180, 
$2,110; 4-dr., $2,185, $2,150, $2,100* 
(ps); Custom (8) 4-dr., $1,800* (ps), 
$1,785, $1,740; Main (6) 4-dr., $1,475. 
54 Custom (8) 2-dr., $1,075. ’53 Crest 
(8) conv., $1,220*; Main (8) Ranch 
Wagon, $1,100; 2-dr., $750; Custom (8) 
4-dr., $1,075*, $1,030, $955. 52 Crest (8) 
Victoria, $980, $910, $885*; 4-dr., $400. 
’51 Custom (8) Victoria, $600; 2-dr., 


$320. 

HUDSON—’52 4-dr., $400. °51 Hornet 4- 
r., $430*; 2-dr., $210. ’48 4-dr., $100. 
MERCURY—’55 Monterey 4-dr., $2,650*; 
Montclair coupe, $2,500*. °54 Monterey 
4-dr., $1,500; Custom 4-dr., $1,410. '53 
Custom 2-dr., $1,175*, $1,020. ’°52 Mon- 
terey 4-dr., $800. ’51 club coupe, $475. 

'49 4-dr., $350. 

NASH—’53 Statesman 2-dr., $725; Ram- 
bler Hard Top, $725. ’°50 Ambassador 
sedan, $255. 

OLDSMOBILE—’55 (88) Holiday, $2,650* 
(ps), $2,600* 2-dr., $2,590; Super 4-dr., 
$2,650*, $2,500* (ps). °54 (98) 4-dr., 
$2,350°; (88) 4-dr., $1,800*. ’52 (88) 2- 
dr., $905. 

PLYMOUTH—’55 Belvedere 4-dr., $1,800, 
$1,525, $1,455. '54 Cranbrook club coupe, 
$955; 4-dr., $850. °53 Cranbrook 4-dr., 
$790; Belvedere, $785. °52 Cranbrook 
4-dr., $560; club coupe, $445. ’51 Cam- 
bridge 4-dr., $300. 

PONTIAC—’ 54 Chieftain (8) 4-dr., $1,480*; 
2-dr., $1,200. °52 Chieftain (8) 4-dr., 
$685*; 2-dr., $540. '49 4-dr., $450. °47 
2-dr., $100. 

STUDEBAKER—’52 Champion 4-dr., $320. 
"50 Champion 4-dr., $320; 2-dr., $175. 
WILLYS—’52 2-dr., $360, $300. ‘51 sta- 

tion wagon, $375. 


FARGO, 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of July 7.) 


(Sold 54 cars out of 95 offerings.) 


BUICK—’54 Special 2-dr., $1,555. °51 Su- 
per Riviera, $395*. °49 Super 4-dr., 
$300*; sedanet, $245. 

CADILLAC—’53 (62) coupe deVille, $2,- 
425*. °50 (62) 4-dr., $1,160*. 

CHEVROLET—’54 Two-ten 4-dr., $1,050; 
One-fifty Handyman, $1,360. ’°53 Two-ten 
4-dr., $680. ’52 1%-ton stake, $835; 2- 
ton stake, $805, $775. °51 2-ton stake, 
$625. °50 2-ton stake, $500; SL Deluxe 
4-dr., $335*. '48 %-ton panel, $150. 

DeSOTO—’52 Fire Dome (8) 4-dr., $645* 
(ps). 

DODGE—’53 2-ton stake, $800. '52 5-ton 
truck, $805; Wayfarer coupe, $545*. °49 
2%-ton truck, $515; Coronet 4-dr., $165*. 

FORD—’55 Custom (8) 4-dr., $1,850° (ps), 
$1,795*. '54 Crest (8) 4-dr., $1,445*; 
Custom (6) 2-dr., $1,040; %-ton pickup, 
$1,125. °53 Crest (8) Victoria, $1,175*; 
Custom (8) 4-dr., $975*; Main (8) 4-dr., 
$835; 2-ton stake, $905. °52 Main (8) 
station wagon, $1,050; Custom (8) 4-dr., 
$830*; 2-ton stake, $505, $490. °51 Cus- 
tom (8) Victoria, $400. ’50 %-ton pick- 
up, $570; 2-ton stake, $405; Deluxe (6) 
2-dr., $275. '47 conv., $105. 

NASH—’52 Ambassador 4-dr., $600*. ’50 
Statesman 4-dr., $280. 

PLYMOUTH—’'55 Savoy (8) club sedan, 
$1,750. '53 Cambridge sedan, $645*. '52 
Cranbrook 4-dr., $490. 

PONTIAC—’52 Chieftain (8) 4-dr., $605*. 
a Streak (8) 4-dr., $475°; 2-dr., 
435. 

STUDEBAKER—’52 Commander Hard Top, 
$690; 2-dr., $465. 

— GMC 2-ton stake, 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of July 6.) 

(Bidding was very active, however, a 
large percentage of autos entered were 
in rough to fair condition. Sold 95 cars 
out of 134 offerings.) 

BUICK—’53 Special 4-dr., $1,055*. ’'52 Su- 
per 4-dr., $785*; Special 2-dr., $670. '51 
Special 4-dr., $485*; 2-dr., $425. '50 Spe- 
cial 2-dr., $275, $225*. '49 Super 2-dr., 
$130, $100. 

CADILLAC—’52 (62) coupe, $1,600* (ps). 
"51 (62) coupe deVille, $1,290*. '50 (62) 
coupe, $725. 


CHEVROLET—'54 Two-ten 2-dr., $1,060°, | 





$1,220, $1,185. 
5, $1,020; Two-ten 2-dr., L 
52 SL Deluxe 2-dr., 
FL Deluxe 2-dr., 


(Activity was very brisk the past two Air Sport coupe, 
sales. Clean cars are much in demand 
and brought well over book. We had 


buyers from all over Northern California 





Blue Grass Auto Auction. Sale every 


Thursday (July 7). A good sale but due to 
holiday we were short on cars. Clean autos 
are bringing high dollars. 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


PARIS, France.—The four-cylin- 
der Citroen front wheel drive car 
—type 11—has been equipped with 
a new motor. The engine has a 
new cylinder head, uses chrome- 
nickel valves, has valve rotators, 
a new camshaft, thinwall con-rod 


Kokomo New-Car Dealers 
Join ‘Acquainted’ Week 

KOKOMO, Ind. — Six new-car 
dealers have joined in a com- 
munity-wide “Let’s Get Ac- 
quainted Week.” All the dealer’s 
ads in a six-section issue of the 
Kokomo Tribune carried pictures 
of each firm’s employes and their 
names. 

The dealers taking part were 
Dean Motors, Inc. (Studebaker) ; 
Rayl Motor Co. (Pontiac); Ma- 
son Motor (Ford); Washington 
Motor Sales (Chrysler - Plym- 








outh); Hendricks Lincoln - Mer- 
cury, Inc., and Select Motors, 
Inc. (Nash). 





the boom 
in auto seat belts 


has arrived! 


inserts, a new oil pump, 


cooling liquid distribution to the|in preparation which, however, 


valve seats and many other detail 
improvements including a new 
drive for the pulley which drives 
the water pump and the generator. 

This new drive incorporates a 
torsion bar instead of the old 
type of coupling which gave 
trouble—as I know from experi- 
ence—after a length of time. 

Since the motor has been lo- 
cated in reversed position due to 
the front wheel drive, a pulley of 
the usual kind cannot be used. 

* * * 


Bonn, Germany 


While everybody hopes that all 
taxation of vehicles based on en- 
gine displacement would be elim- 
inated, the law makers did not go 
that far. However, a 20 percent re- 
duction of the taxes now has been 
put into effect. 


* * 


Wolfsburg, Germany 


A new law pertaining to the own- 











Cash 


... the safety belts with 





in on parton 
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these exclusive, big selling features .. . 


- e EXTRA: CONVENIENCE 





overcome. With Karbelts, you slip 


Only Karbelts Keep Car Doors 
Closed on Impact 


With one end of each belt set anch- 
ored to the door, and capable of 
withstanding a pull of over 3,000 
lbs., Karbelts prevent the doors from 
flying open in a crash — help main- 
tain the car's maximum structural 
strength for extra safety. 


Only Karbelts Always Stay 
Clean and Neat 


Here's a major driver objection 
the outside half into the handy door 


clip as you get out. Belt doesn't get dirty and is never damaged by a 


slamming door. 


Made of finest nylon webbing — six beautiful colors — packed 
in eye-catching, 4-color, merchandising cartons. 


arlon --. 


AUTOMOTIVE 








Othe | in Dr of the Volkswagen works is 


leaves the plant without much con- 
cern as new production records are 
steadily being achieved. 


* * * 


Frankfurt, Germany 


Germany’s 37th international au- 
tomobile show will take place here 
from Sept. 22 until Oct. 2. LK. 
Schmidt of Nuernberg designed 
the poster which will be used at 
this time. Both German automotive 
press organizations will hold meet- 
ings during the show, which prom- 
isegs to be the largest held so far 
in Europe. 

This year’s 1,000-mile race in 
Italy has been called the “German 
Mille Miglia.” Never before has 
Germany contributed so many win- 
ners. Only in the small class did a 
non-German car win—the Renault. 
In the next group a German DKW 
and Porsche won and then came 
the Mercedes victories: in the die- 
sel, the big sports car and the 
sports racer classes. 

These victories have a decided 
economical meaning to the Euro- 
pean automotive firms. It was 
one of those rare occasions where 
the British and the Germans cele- 
brated together. The first prize 
went to Sterling Moss, the Brit- 
isher, who drove the German 
Mercedes eight cylinder car in 
record breaking time. 

Fangio, who drove all alone, was 
second. In the gasoline injected 
six cylinder Mercedes sports car, 
the American driver, John Fitch, 
won first prize. 


No wonder that in Untertuerk- 
heim everybody ran some fever, 
since Mercedes has its home in 
that little vine-growing community 
outside Stuttgart. 


* * * 


France 


The new French road code re-| 


quires trucks to be equipped with 
so-called passing lights. A green 
light in the rear operated by the 
driver indicates to vehicles follow- 
ing that passing may be possible 
without danger. Of course, the re- 


sponsibility still lies with the pass- | 


ing drivers. I wouldn’t take the 
green light without making sure 
myself that passing could be safely 
done, since I nearly ran into trou- 
ble the other day when the green 
light was flashed me by a truck 
ahead yet a fast car came from 
the other direction and the road 
wasn’t wide enough for all three 


vehicles. 


* * * 


Germany 


Since Germany is now free of 
occupation, the Germans are the | 
sole agents of laws pertaining to | 
traffic, etc. This means that the | 
special speed restrictions imposed | 
upon American military and pri- 
vately owned vehicles cannot be 
enforced by the military police. 

There are no speed restrictions 
on the autobahns—the German su- 
per highways—and as far as is| 
known Americans also can now 
drive their own cars as fast as| 
they desire. 

* * ” 
Ford Unitized Bodies 

The German Ford firm has in- 
stalled new twisting test machines 
in order to study the effects of 
stress and strain on lightweight 
designs with body and chassis in 
one unit. 


* * + 


Mercedes ‘Supports’ Vauxhall 


This very unusual thing hap- 
pened recently when a German 
firm showed their line of fork lifts 
which are powered by Mercedes 
engines and for the demonstration 
a new Vauxhall, the British Gen- 
eral Motors Corp. product, was 
chosen as the demonstration model. 

ok * * 


Touring Made Easy 


The German automobile maga- | 
zine “Das Auto” in Stuttgart prints | 
the travel guides by Ulrich Sem- | 
pert and I believe they are excel- | 
lent. The space does not permit | 
me to translate a full page as a| 
sample but the following will give 
an idea of what they are like: 


“You want to go to Italy?” it 





A New Twist— 


chassis in one unit. 
re 


asks, then gives the important 
facts about the country. He lists 
the main roads into Italy, the 
best season for travel, the docu- 
ments necessary, the traffic regu- 
lations, the roads, the traffic 
signs, the Alpine crossings, the 
distances, gasoline and oil prices, 


the cities, little visited places, 
how to park, etc. 
Anybody interested can obtain 


copies by writing to Das Auto, 
Stuttgart, Paulinen Str. 44, Ger- 
many. 

* * * 


| Munich, Bavaria 


| Dr. Hans Ledwinka is still work- 
jing despite his 77 years. In the 
| good old days of the Austrian em- 
pire, a firm with the name of Nes- 
selsdorfer existed in the region of 
the Tatra mountain range. Later, 
this territory became a part of 
Czechoslovakia. Dr. Ledwinka, 
working as a designer, pioneered 
in the 1920s cars and trucks which 
have been setting the trend of 
many of today’s designs. 

In 1923, the little Tatra car 
had a two cylinder, air-cooled 
| boxer motor in front with forced 

air cooled cylinder heads of alum- 
inum, the first tubular central 
backbone frame and one of the 
earliest independently suspended 
rear wheel designs. 

It had four forward speeds and 
was one of the longest-lived small 
cars ever to roam the poor roads 
of its home country. 

The German Volkswagen, de- 
signed by another Austrian, Prof. 
Porsche, who belonged to the same 
type of engineers who combined in 
Austria all those progressive ideas 





designing famous, shows features 
which may have originated in Dr. 
Ledwinka’s brain. 


When the Czechs put Dr. Led- 
winka in jail for six years in 1945 


Kring’s Widow to Keep 
Dealership Running 


WARSAW, Ind.— The widow of 
H. O. Kring has announced that 


|H. O. Kring Motors (DeSoto-Plym- 


outh) will be continued. Mr. Kring 
died recently after a heart attack. 








Goodrich's Love Retires— 


H. M. Love, B. F. Goodrich tire and 
equipment division San Francisco district 
field manager, left, receives a gift at a 
dinner honoring him on his retirement. 
Making the presentation is Fred C. Schulz, 
the division's Pacific Coast zone manager. 
Love started with the firm in 1908. 


which made the Austrian way of | 


Unitized German Ford body rests on twist-test machine in Cologne, Germany. The 
firm is studying the effects of stress and strain on lightweight designs with body and 





Upsy Daisy— 

Mercedes holds up a Vauxhall in dem- 
onstration of a new German fork lift. It is 
powered by a Mercedes engine and the 
demonstration car is a Vauxhall, a British 
General Motors Corp. product. 

es - 


—why they did has never been de- 
| termined—they certainly did not 
pay any tribute to the genius of 
| this man. 

| Dr. Ledwinka, who is said to 
| have arrived in Munich with just 

a suitcase, has made another 
start at the drawing board at 77. 
He is now a consultant to a large 
company in Munich. 

Another one of his hits was the 
1934 Tatra with an air cooled eight 
cylinder engine in the rear which 
|could attain speeds of more than 
100 miles per hour. 

x * * 





Berlin, Germany 


| Rometsch, the special carossier, 
again offers super de luxe coupes 
|and convertibles on the 1955 Volks- 
|wagen chassis. Please direct in- 
|quiries to Rometsch, Berlin-Halen- 


| see, Nestor Str. 14, Germany. 
* x of 


Two-Cylinder Ferrari 


It is true that Ferrari, the mas- 
| ter sports car manufacturer of Italy 
—to whom engine design with any 
|given number of cylinders doesn’t 
|mean a thing—now has a two cyl- 
inder race engine which will be 
used for races in which the high 
torque in the medium revolution 
range may be decisive. He also 
produces four, six and twelve cyl- 
inder engines. 

x * * 


Bugatti, Molsheim, France 


For those who know the colorful 
history of the Bugatti firm, it will 
be interesting to know that they 
have in preparation a radically dif- 
ferent sports car, designed by a 
well-known engineer from Milan 
Italy. 

It is reported that the straight 
eight cylinder engine will be lo- 
cated across the vehicle behind the 


driver. 


* * * 


| Soviet Zone of Germany 


Before the last war the area 
which is now under Russian con- 
trol used to manufacture 30 per- 
cent of all the German vehicles 
|In 1954, this figure was 4.40 percent 
While Western Germany was 
| producing 518,000 cars and trucks 
| the factories in the Soviet Zone 
|have turned out only 24,000 autos 
and 16,000 trucks. The tractor pro- 
|duction in the West was 106,00( 
| and in the East only 13,000. 
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On the Financial Front... 


—_—_ 





Nonferrous Metals 
Earnings Increase 


IRMS in nonferrous metal 

groups have shown appreciably 
higher earnings this year than in 
1954, according to a survey by 
Standard & Poor’s Corp. 

Copper prices have risen twice, 
three cents on Feb. 1 and three | 
cents two months later to a total | 
of 36 cents per pound. 

Lead prices, at 15 cents since the 
start of the year, are practically 
one cent above the 1954 average. | 
Zinc prices, at 11.50 cents until | 
Apr. 6, when the price was raised 
to 12 cents, averaged 11.70 cents 
for the first five months, a cent 
above the 1954 average. 

Aluminum ingot prices were 
raised .70 of a cent in August, | 
1954, and a cent more in January, 
to 23.20 cents. Expectations are | 
that copper and lead prices will | 
hold through the next three months | 
and the zine price, which was 


raised again on June 16 to 12.50; Robert L. Oare, board chairman, | ceeds C. J. Murray. 


cents, could rise somewhat further. | 
* * 


* 
oo in heavy industry and 
consumer durable goods indus- | 
tries has been robust, paced by | 
new peaks in automobiles, housing | 
and construction, according to 
Standard & Poor's. 
Also cited-as affecting the non- 





Nash Promotes 
Three to New 


Sales Positions 


DETROIT.—Three executive) 
changes in Nash Motors’ sales or- | 
ganization have been announced by | 





L, E. Stewart W. A. Fullerton | 


Roy Abernethy, sales vice - presi- 
dent. 

L. E. Stewart has been promoted 
from Detroit zone manager to as- 
sistant manager of the central di- 
vision, which controls nine Nash 
zones. 

W. A. Fullerton, former Buffalo 
zone manager, has been named to 
succeed Stewart, and Mark Page 
has been promoted from city man- 
ager of Washing- 
ton to Buffalo} 
zone manager. 

Stewart had| 
been sales pro-| 
motion manager | 
of Nash, prior to} 
becoming Detroit) 
zone Manager. 
He joined the 
company in 1946 
as a district man- | 
ager in the Chi-| 
cago zone and) 
later served as assistant zone man- | 
ager in Milwaukee and Chicago. 

Fullerton joined Nash in 1945 as 
a service representative in the Buf- 
falo zone, later becoming district | 
Manager and assistant zone man- 
ager. He was elevated to zone man- | 
ager in April, 1954. Page Joined | 
Nash two months ago after 12 years 
with Packard where he had been 
a zone manager. 


Capital Chooses 
Auto Show Dates 


WASHINGTON.—Jan. 7-15, 1956, | 
are the dates selected for Wash- 
ington’s 27th annual automobile | 
show, to be held in the National | 
Armory under the auspices of the} 
Automotive Trade Assn. of the Na- | 
tional Capital Area. 








Mark Page 





President Edward Stohlman 
(Chevrolet) announced the follow- | 
ing show committee: Jack J. Blank | 
(Pontiac), chairman; Joseph E.| 
Bowman (Studebaker), Henry J.| 
Gertler (Lincoln-Mercury), Martin | 
P. Joyce (Chrysler-Plymouth), and 
Merle L. Creel (accessories). 


ferrous metals group were heavy 
capital outlays by the electrical, 
telephone and other industries. 
While the pace, said Standard & 
Poor’s, may not be maintained in 
the third quarter and especially 
during the July vacation period, the 
year-to-year comparison between 


|1954 and 1955 will doubtless con- 
| tinue. 


k * * 


Associates Investment 
Sells $10 Million Bonds 


Associates Investment Co., South 
Bend, has sold $10 million of 4 per- 
cent capital debentures maturing 
Jan. 1, 1969. The issue was placed 
privately and provides for a sink- 


|ing fund of 10 percent from Dec. 


31, 1957, to Dec. 31, 1964, with a 5 
percent sinking fund thereafter to 
maturity. 


predicted that these funds would 
| further strengthen the capital base 
|of the company in anticipation of 
a good volume of business in the 
| months ahead. 

| * * * 


Douglas Oil 


Douglas Oil Co. Los Angeles, 
| first-quarter report, 1955 vs. 1954: 
Net, $202,547 and $367,541; sales 
$20,999,655 and $21,387,474. 


* * * 


Allis-Chalmers President 
Cites ‘Cautious Optimism’ 

MILWAUKEE.—Robert S. Stev- 
enson, president of Allis Chalmers 
Mfg. Co. here, has expressed “cau- 
; tious optimism” about business 
| prospects for 1955 in reporting 1955 
first-quarter profits below all four 
1954 quarters. 

He said costs were up somewhat 
and prices have been a “little soft” 
—thus the slightly lower profit 
margins. 


Pasak Elected 
SIOUX CITY, Ia.—George Pasak, 
owner of Pasak Motor Co., has been 
| elected president of the Sioux City 
Automobile Dealers Assn. He suc- 








Dealership Kickoff— 

Vince Robustelli, former Los Angeles 
Rams football star, right, is congratulated 
by Bill Spaulding, Dodge city manager, 
at the grand opening of Robustelli, Inc. 
(Dodge-Plymouth), Temple City, Calif. 
Robustelli presented Ram home game sea- 
son passes to Dodge buyers during open- 
ing week. 





81% of °55 Sales 


DETROIT.—The ratio of tradeins 
on new-car sales by Packard deal- 
ers this year is averaging 81 per- 
cent, highest in history for the 
company, according to Dan O’Mad- 
igan jr., Packard sales manager. 

Nearly 60 percent of these trade- 
ins have been competitive-make 
cars, O’Madigan said. Nearly three- 
quarters of this group had not been 
Packard owners since prior to 
World War II, he added. 

Eugene B. Rebhan, Packard na- 
tional used-car manager, said 
Packard dealers have been doing 
a record volume of used-car busi- 
ness, and that the average profit 
per used car is up 70 percent over 
1954 levels. 

Stocks of used cars at Packard 
dealerships at the end of June aver- 
aged only a 29-day supply, as com- 
pared with a 45-day stock at the 
same point in 1954. 

Rebhan said more than 20 per- 
cent of the tradeins so far this 
year were made up of cars that 
sold new in the low and medium- 
price fields. 








ONE OF A SERIES: HOW DU PONT BUILDS SALES FOR YOU 
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THE GASOLINE RETAILER 


Fair Trade Violations in 
Anti-Freeze Sales Fought 


With DU PONT anti-freeze you get 
protection against price cutting 


against price cutters within a few days following receipt 


Prompt legal action has been taken by Du Pont in states 
having Fair Trade laws to prevent price cutters from 
destroying your legitimate profits. Du Pont has taken 
a firm lead in nipping price cutting right in the bud. 
This past season, for example, various price cutters in 
the New York area were stopped by restraining orders 
issued by the New York Supreme Court. New York 
dealers took their hats off to Du Pont for what they 
termed “‘quick and aggressive action in its drive to pro- 
tect legitimate profits.” 

New streamlined procedures have made this protec- 
tion available in all Fair Trade areas. Attorneys with 
specialized experience in such cases have been retained. 
Thus, it is possible to obtain temporary injunctions 
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REG us Pat OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


ntf- freeze feam 
you selt/ 


ORDER NOW 
and be listed with 
WESTERN UNION 

“Operator 25"’ 


of a complaint. 


Assurance of legitimate profits through Fair Trade 
enforcement is another important benefit you get when 
you sell ‘‘Zerone’’ and ‘“‘Zerex”’ anti-freeze. Other big 


selling advantages include: 


vv vvyv 








Nation-wide Du Pont “‘Anti-Freeze Week"’ Promotion 
Newspaper, magazine ads, billboards, in your own town 
Weekly “Frank Leahy and His Football Forecasts,” the big- 
gest anti-freeze TV show on the air 

Testimonials by famous motor experts 

Product advantage (chemical inhibitor) you can see for 
yourself 
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Here’s Stock Picture 
In Various Cities 


(Continued from Page 1) 


already are falling by the way- 
side. Said one: “This has become 
a wholesale market. Any dealer 
who tried to get the traditional 
24 percent retail margin would be 
out of business in 48 hours. Yet 
the small dealer can’t live on big- 
volume discounts.” 


Richard Floher, general manager 
of Girard Chevrolet, says Sunday 
openings have had a bad effect on 
the market. He says that on Sun- 
day new-car prospects have time 
to wander from showroom to 
showroom, driving prices down as 
they shop. Flohr proposes a law for 
Sunday closings. 

Most dealers consider high in- 
ventories a necessary evil of the 
high-style, multi-gimmick car. 
They say that only with a 45-day 
stock can they offer a selection 
of models, colors and extras the 
buyer expects. 

Dealers say that this year de- 
mand has not followed the tradi- 
tional pattern. Normally, car buy- 
ers thaw with warmer weather. 
This year the “spring” business 
arrived early in January, and now 
volume still is holding up—but at 
a sharp drop in profit potential— 
(Norman Shigon.) 

+ *~ ao 
Buffalo 
EW-CAR inventories in the 
Buffalo area vary considerably 
from dealer to dealer, with the 
majority reporting that stocks are 
in line with the amount of business 
being done. 


A couple of large dealers ad- 


mitted that their new-car inven- 
tories were on the heavy side and 
complained that factories were 
producing too heavily and forc- 
ing deliveries on dealers. 


But half a dozen other dealers 
described their inventories as well- 
balanced in relation to foreseeable 
demand, and one dealer reported 
that he was low on new cars. 


Used-car stocks at most dealer- 
ships continue on the high side 
although substantial progress has 
been made in recent weeks in 
working these down. 


Most dealers said their profits 
had been reduced in the headlong 
rush for volume this year. But 
here again the picture wag not 
uniform. One dealer said his prof- 
its had shown improvement over 
last year. 


Some dealers said that new-car 
sales dropped noticeably in the 
latter half of June and were now 
in the traditional summer slump. 
One said he was lucky to be break- 
ing even on deals. 


All dealers agreed that plenty 
of promotional and selling effort 
would be needed during the 1955 
model cleanup period. 

One dealer expressed fear that 
the market had been “oversold” 
in the first half of the year and 
that customers would be hard to 
find from now on. But this view 
was not shared by most dealers. 

Several voiced concern, however, 
at continued high output. Unless 
sales volume keeps pace, the trade 
looks for trouble at the end of 
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Sold on Hudson— 


Mr. and Mrs. J. A. Gallagher, Corvallis, 
Ore., take delivery on their 32nd Hudson 
from P. W. Stefani, of the customer de- 
livery department, American Motors plant, 
Kenosha, Wis. The couple drove the Hor- 
net back to their home town, where 
Gallagher is a councilman. 


the model year that might rival 
the situation encountered in 1953 
—(George E. Toles.) 

* * a 


Lowell, Mass. 


EALERS in Lowell, Lawrence, 

Haverhill and other northeast 
Massachusetts cities are of the 
opinion that car stocks, which in 
many cases are much heavier than 
last year, are not out of line with 
sales prospects for the rest of the 
year. 

Some dealers say that, at first, 
growing inventories had them 
scared but that the upbeat in sales 
has convinced them they will do 
alright unless something unfore- 
seen happens. 


Dealers predict a good ’55- 


Car Dealers Boom Service Sales with 
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Here’s how AMALIE Pennsylvania Oil puts you dollars ahead as a 
Bonded Mileage Car Dealer. You can guarantee the lubricated engine 
and chassis parts of your new cars for 30,000 miles. The Bond is in 
your name, but AMALIE pays for the repairs it covers. Bonded 
Mileage brings your customers back for lubrication and service, 
increases your lubricant sales, builds your Service Profits, keeps you 
in touch for future new-car sales. 


complete Line—top-quality 


Pennsylvania Oils, Greases and Lubes, the new 
AMALIE 1-2-3 Premium Oil, and the outstanding 
NMP (No Melting Point) Lubricant for heavy duty 


Boost YOUR profits with Amalie’s Bonded Mileage 
Program. Write for details— TODAY! 


AMALIE DIVISION 


L. SONNEBORN SONS, INC., Franklin, Pa. 
SONNEBORN 


BROS., INC., Dallas, Texas 


Franklin and Petrolia, Pa. 
Member Pennsylvania Grade Crude Oil Ass’n, Permit No. 12 





model cleanup, and one reason 
for this is the sustained indus- 
trial pace in the area. Business 
and industry are doing much 
better than expected, and people 
are buying cars—both new and 
used—faster than ever before. 


Many of the communities here- 
abouts have been so-called distress 
areas, but the increasing diversifi- 
cation of industry has given them 
improved stability. 


Competition has slimmed down 
profits this year, with dealers 
hoping to recoup through volume 
sales. 


Above all, there is an optimism 
about the second half which was 
not the cause in other years. 
Dealers in the area are sure rec- 
ords of all types will be smashed 
this year.—(Charles G. Sampas.) 


* * * 


Dallas 

TOCKS in the Dallas area are 
described as ranging from sat- 
isfactory to low. There appears to 
be no current problem of surplus 
and—with some exceptions, depend- 
ing on make—dealers are not ex- 
pecting difficulties in model-year 

cleanup. 


On the whole, the situation 
seems even better than at close- 
out time last year, with inven- 
tories of both new and used cars 
reported lower. 


In the top-selling car brackets, 
dealer stocks have been cut sharply 
in the past month and are far 
under what they were a year ago. 
Buick and Chevrolet stocks, it is 
said, are down to two to six days’ 
supply. 

Ford dealer inventories are sub- 
stantial but are not regarded as 
excessive. Because of the varied 
options available, dealers with 100 
cars on hand often have trouble 
meeting exact customer require- 
ments immediately. 


Pontiacs are in fairly good sup- 
ply. Chrysler Corp. makes are more 
plentiful but appear to be causing 
no difficulty. Cadillac and Olds- 
mobile stocks are short. 


For other lines the stock situ- 
ation is spotty. 

Used-car stocks are down 10 per- 
cent from the early-spring peak. 
Sales were up in May, and the 
demand for good merchandise has 
made it difficult for dealers to 
maintain stocks at normal operat- 
ing levels. 

New-car. sales have been very 
heavy, pushed by highly competitive 
promotions. Profitwise, margins 
are slim in relation to sales volume, 
but most dealers are holding up 
well.—(C. K. Cates.) 

* a cd 


Chicago 
WWew-can stocks in Chicago are 
up in relation to last year, and 
used-car inventories are down. 

Some dealers who loaded up on 
new cars in anticipation of a strike 
are sorry now. Talk of higher 
prices on 1956 models has failed 
to stampede buyers, and there are 
dealers who feel they must relax 
credit terms still further in order 
to stimulate sales. 

Most dealers have been con- 
servative about stocking ’55s be- 
cause of the earlier changeover 
this year. Still some are com- 
plaining that high production in 
the last three months has forced 
them to accept more cars than 
they would like to have around 
as new-model time approaches. 
There is wide disparity in dealer 
profit performances. While some 
dealers say their earnings are 20 
percent ahead of last year’s, others 
report they are losing money.— 
(W. M. McCarty.) 


* * * 


Seatile 

NVENTORIES of new and used 

cars tend to vary among 
Seattle dealers, though stocks are 
up in comparison with those of a 
year ago, considerably so in many 
instances. 

Nevertheless, most of the deal- 
ers interviewed consider their 
inventories in line with sales, 
and not too much concern is ex- 
pressed over the model cleanup 
ahead. 


New-car sales in the Seattle area 
(King County) in the first five 
months of 1955 totaled 14,055 units, 
as compared with 8,665 in 1954. 
There is much complaint over 
dealer profits, but overall income 


(Continued on Page 61, Col. 1) 


COMING to DETROIT? 
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Use your 


AUTO DEALER’S 
COURTESY CARD 


For extra service at the 


WOLVERI A 


HOTEL 


For years the Wolverine—home of 
the Tropics Night Club and famous 
Rainfall Bar—has been the “stop- 
ping place” for auto dealers in 
Detroit. See why on your next visit! 


500 ROOMS WITH BATH 


from $ 375 


CHILDREN FREE 
WITHERELL & ELIZABETH 


One block from Grand Circus Park 
PHONE WO. 3-9000 
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tells you when 


Fo. fewer repair bills and 
longer engine life, you need 
a Hobbs Hour Meter. 
Regular care is the way to 
full return on investment. 


RECORDS ENGINE TIME ACCURATELY 


An electric timing instrument that shows 
Hours and Minutes of engine operation—Not 
A Revolution Counter. Tells When to 
change oil and filters, lubricate, overhaul, etc. 
Approved and recommended by ——_ engine 
manufacturers. Ruggedly built . 
stall. . . Low Price. 


WRITE FOR LITERATURE 
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engineering researci 
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Nationwide Dealer Survey... 
Here’s Stock Picture 


In Various 


(Continued from Page 60) 


js substantially higher this year 
because of the greater volume of 
sales. (Martin Trepp.) 


Atlanta 


pe most makes, dealer inven- 

tories of new and used cars in 

Atlanta are running lower than 

at the corresponding point of last 
ear. 

. Only Dodge-Plymouth dealers 
report higher stocks of new cars 
as compared with last year. It is 
pointed out that last year was 

a slow one for Dodge and dealers 
were ordering a limited number 
of cars at that time. 

This year the story is different, 
both volumewise and profitwise. 
Dodge dealers are ordering more 
cars and are optimistic about the 
future. 

Ford dealers say they haven’t 
been able to keep adequate stocks 
on hand at any time this year, and 
although deliveries have been step- 
ped up, the demand is still there. 
Fairlane models are still in short 
supply. 

Leading-make dealers all tell of 
excellent June sales, with one 
Chevrolet dealer declaring he made 
more money in June than in any 
month in his firm’s history. The 
end of June found his used-car lot 
completely sold out, his truck sales 
the biggest ever and his profits 
higher than previously, he says. 

A number of dealers say their 
profits are not any better per 
unit than at this time last year, 
but with increased volume, they 
are earning more money. 

No dealer surveyed believes that 
model cleanups, beginning next 
month, will be a problem. If any 
trouble does develop, it will not be 
for lack of new-car customers, but 
will result from a slowdown in the 
used-car market, dealers feel.—(E. 
C. Bash.) 


San Antonio 


EW -CAR stocks at franchised 

dealerships in San Antonio are 
just about at last July’s level or, in 
some instances, a bit lower. The 
supply of used cars, however, is 
larger than some dealers care to 
have it at this time. 

Dealers have managed to scale 
down their new-car inventories 
from the peak reached earlier in 
the year, and a few even report 
difficulty in obtaining the new 
cars they need. 

Seemingly, this situation should 
tend to strengthen prices, but such 
has not been the case. A retail buy- 
er can always find a cut-price deal, 

along with easy terms, if he shops. 

Although dealers have kept their 
new-car stocks in check, it has 
been through volume sales at the 
expense of profits, and some criti- 
cism of “overproduction” is being 
heard. 

Latest available figures of the 
San Antonio Licensing Service, to 
which most of the authorized deal- 
ers belong, show new-car stocks at 
1,480 units for May 30, as against 
1,335 for May 30, 1954. 

This increase of only 145 cars 
in the span of a year looks small 
when compared with this year’s 
Sales volume and even smaller 
when it is realized that five new 
dealerships have been created in 
the last year. 

In any event, sales are continu- 
ing high and dealers say they are 
not yet ready for a large-scale 
cleanup of 55 models.—(J. H. 
Reed.) 


* * ” 
Denver 


LTHOUGH new-car stocks in 

Denver are larger than a year 
ago, dealers are keeping up with 
the higher deliv-ries by conducting 
intensive sales campaigns. 

Some dealers report more new 
cars in stock than they would have 
carried had it not been for the 
threatened factory strikes of a few 
weeks ago. 

High tradein allowances are 
being granted on new cars, and 
many dealers are forced to keep 
2% close watch on the profit and 
loss columns in order to get 


Cities 


through the year in the black. 

Brisk new-car sales have brought 
in more used cars in trade than 
was the case last year, but turnover 
on the lots has been fast because 
of lower prices. As a result, used- 
car inventories are on a par with 
last year’s, 

Dealers right now are reexamin- 
ing their stocks of both new and| 
used cars with the arrival of 1956 
models in mind. Sales campaigns 
are being planned along that line, 
with the objective of getting stocks 
in shape in plenty of time. 

It is pointed out that as the time 
approaches for 1956 announce- 
ments, the drive to reduce 1955 
stocks will bring a large number 
of used cars onto the lots and that 
used-car prices doubtless will take 
another drop.—(Ira R. Alexander.) 

+ * * 


Cleveland 


OST Cleveland dealers indicate 
that inventories are about 
what they were a year ago or 
slightly heavier. The popular mod- 
els are moving well, but a few 
body styles are causing trouble. 

High-volume sales have kept in- 
ventories from running out of con- 
trol. At the same time, a burning 
resentment against factory policies | 
has sprung up. 

Dealers charge that record out- 
put has forced retailers into us- 
ing “would-you-takes” and other 
sales gimmicks, thus cheapening | 
the market and the entire auto | 
business. 

Smaller dealers in particular state | 
that they are realizing a profit only | 
because of used-car sales. 

One source of irritation is the 
feeling that a factory’s new-car 
profit remains constant while a}! 
dealer must give away more and) 
more of his own margin. 

“Sales are at a most ridiculous 
price,” said a Big Three dealer 
handling a medium-priced line. | 
“The factory insists on its profit 
and the salesman is entitled to his, | 
which leaves the dealer way on) 
the outside. 

“The morale and ethics of deal- 
ers today are being strained as 
never before.” 

Said another: “If it were not 
for volume, things would be very 
bad.” 

In one best-selling make, stocks 
are reported low but dealers say 
they’ve “got to sell like hell.” 

One dealer whose factory is en- 
joying an exceptionally good year 
said that “it is too bad the used- 
car buyer must pay for the new- 
car buyer.” Although his inventory 
of new units is down, he said, it is 
because of necessarily rapid turn- 
over at prices far beneath previous 
standards. 

Some dealers who have been ac- 
customed to wholesaling tradeins 
report that the wholesale market | 
has become “tough” and that they 
now are retailing some used cars 
for the additional profit. 

In turning out cars at top speed 
just to stay even, dealers have 
had little time to devote to map- 
ping cleanup activities. 

The consensus of Cleveland deal- 
ers is that forced selling of new 
units will mean a terrific mortality 
rate when the day of reckoning 
comes.—(Sanford Markey.) 

* * ” 








San Francisco 


UPPLIES of both new and used 

cars in the San Francisco area 
are heavy. New-car sales are run- 
ning ahead of last year, but profits 
are small because of high tradein 
allowances. 

Virtually any type of car is on 
hand for immediate delivery, and a 
buyer who shops can assure him- 
self of a favorable deal. 

With prospects turning to new 
cars because of the price induce- 
ments offered and the easier | 
credit terms available, used-car | 
demand has been dragging. 
There was some spurt in used- | 
car sales over the July 4 holiday 
period—an unusual situation in 
former years—but the market has | 
since slipped into the doldrums, | 

(Continued on Page 63, Col. 1) ' 





What happens to a copy of 
Automotive News... 


and how it can boost your sales 





EVERY MONDAY MORNING 41,716 copies of 
Automotive News hit the desks of the decision men in 
the car dealerships and factories. This happens every 
Monday morning because of the very nature of the 
industry the publication serves. Nowhere is there an 
industry where far-reaching changes happen so fast and 
so often. It’s as simple as this: he needs it—he reads it. 





COPIES ARE MARKED UP AND PASSED 
ALONG. Both advertising and editorial items are 
“marked for someone else’s attention.” The average 
number of readers per copy is 21/2. 


When a publication gets $8.00 per year for a 
year’s subscription and its readers renew at 
the rate of 85.76% — that’s pretty good evi- 
dence that the publication is needed and read. 
Confirmation is given through an exhaustive 
new survey by Crossley, Inc. The highlights 
are pictured above. The details are available 







New York—Edword Kruspak 


Chicago—J 


REPRESENTATIVES 


Detroit- 





PENOBSCOT BUILDING * 


Goldstein, 
Los Angeles——R 
Dick Webber 





THOROUGH READERSHIP is assured since the 
14 editors and 106 correspondents give the readers 
exactly what they need to have: fast news and authori- 
tative comment. That’s why 11/4, hours is the average 
amount of time spent with each issue, as proven by a 
new study of Automotive News car dealer readership 
by Crossley, Inc. 


KEY READERS are the Service Managers and Parts 


Managers of the dealers. They really need it ... to get. 
the latest news from both the editorial and advertising 
columns. They need it to make their buying decisions. 


in a mew report entitled “Confirmation of 

Automotive News Readership.” One of the 

representatives listed below has a copy for you. 
* # 


FACTORY EXECUTIVES, TOO— 


in administrative, sales, and engineering posi- 
tions need it and read it. 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 


Advertising Manager, 51 £. 42n 
Western Manager, 360 N 


2506 West Eighth Street 


Michigan Av 
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2666 Penobscot Bidg a 
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‘No Man’s Land’ Denied in Michigan .. . 





State Ruling May Aid 


Dealer Unionizing 


(Continued from Page 1) 


hinted that it wanted an appeal 
to be made to a higher authority. 

This will likely be done, although 
Walker Motors attorneys were un- 
decided last week whether to ap- 
peal the case to the County Circuit 
Court, where a temporary injunc- 
tion could be obtained, or to the 
Michigan State Supreme Court. The 
latter course would require union 


consent. 
e.@ 


GINALLY the state board 
ordered that the strike vote be 
held tomorrow (July 19), but it 
was later postponed until Friday 
(July 22). Forty backshop workers 
and 21 salesmen are involved. 

In recent weeks, Local 376 has 
pre optimistically for this 
state ruling by filing election 
petitions with the NLRB for sev- 
eral dealership elections, expect- 
ing that the NLRB would refuse 
to assert jurisdiction and these 
firms would immediately fall un- 
der state jurisdiction. 

A year ago the NLRB established 
new jurisdictional standards, based 

on the amount of a firm’s inter- 
state commerce, which had the ef- 
fect of putting most dealers be- 
yond NLRB jurisdiction. 
* 


LSEWHERE on the dealer la- 
bor front, the seven-week strike 
of auto mechanics in Missoula, 
Mont., has ended with members of 
AFL Local 1434 receiving a 10-cent 
hourly increase this year, a 3%- 
cent increase next year and a 40- 
hour week in place of a 44-hour 
week. 
Immediately after the settlement, 
pickets were withdrawn from the 


AMC Rejects Union Bid 
To Settle for Ford Pack 


DETROIT. — American Motors 
Corp. last week flatly rejected 
an initial 48-cent per-man-hour 
package demand by the UAW- 
CIO and also a second union of- 
fer to settle for the Ford-GM 
20-cent package. 

Edward L. Cushman, industrial 
upon the UAW to end its “pat- 
tern plus” approach to collective 

which penalizes the 
AMC in its competition with the 


Three. 
Cushman said that AMC prob- 
ably would be willing to accept 
the GM and Ford packages this 





e 


agreements now in effect, so as 
AMC labor costs in line 
and Ford. 
breaking the news blackout 
first time “a = AMC 
began Apr. } ihman 
given Leonard Wood- 
W vice-president, a 24- 
ice of his intent. 
@ page from the UAW’s 
Cushman said he had asked 
to accept a principle 
then to work the de- 
later. The principle in 
being that “AMC can- 
more for labor than GM 
ys.” The AMC con- 


SSRETEE EBERT Ee 
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13 dealerships and four independ- 
ent garages. 

In St. Louis, a 10-cent hourly 

increase was won by 1,500 me- 
chanics employed by members of 
the Greater St. Louis Automotive 
according to District 9 of 
the AFL Machinists Union. 

Other increases granted were 
seven cents an hour to service 
salesmen and 5% cents to flat-rate 
employes. Guaranteed minimums 
were set at $92 for hourly-rated 
mechanics and body men, $79.60 for 
flat-rate mechanics, $83.60 for flat- 
rate body men and $88.80 for serv- 
ice salesmen. 

Cleveland police are investigating 
the possibility that union trouble 
was behind the vandalism at Broad- 
vue Motors (Lincoln - Mercury) 
whefe-a drive opened a month ago 
to orgafiize the salesmen. 

After the: owner, Dave Kassouf, 
refused to recognize a local union 
as the representative of his nine 


i 


salesmen, pickets were stationed 
outside the dealership, and a few 
days later a brick was thrown 
through a large window. 
= + * 
| Fy t2 week, workers at the Stu- 
debaker plant in South Bend 
voted overwhelmingly in favor of 
a strike, just a few days after the 
company announced the layoff of 
1,700 men through the introduction 
of a better methods program. 
Neil Moorlag, financial secretary 
of UAW-CIO Local 5, said 82 per- 
cent of the 7,010 voting employes 


No Change in Mich. Law 7 
Needed for GAW Plan 


LANSING.—No change in the 
Michigan law is needed to imple- 
ment the General Motors and 
Ford programs to provide sup- 
plemental benefits to jobless 
workers, according to Attorney- 
General Thomas M. Kavanagh. 

He declared, “We don’t feel that 
any corrective legislation is nec- 
essary. If the Legislature wants 
to spell out the points, however, 
that would be fine.” 








favored strike authorization. Stu- 
debaker currently employs 9,000. 


William Ogden, local president, 
said the union is charging the 
company with a speedup and 
with laying off workers in viola- 
tion of the contract. 


Said Ogden, “If the company can 
work out some new production 
methods so as to get the same pro- 
duction with fewer workers, we 
won’t kick. In fact, we’ll cooperate. 
But we're not going to stand for a 
speedup.” 

Ogden and other members of the 
union bargaining committee have 
been meeting with Charles D. 
Scribner, vice-president of indus- 
trial relations, and Ray Powers, 
manufacturing vice-president. 

* * * 


MBANWHILE Chrysler Corp. 
and American Motors Corp. 

continued their contract negotia- 

tions last week with the UAW. 

One Chrysler negotiator said, 
“About all you can say is that 
we’re one day closer to a settle- 
ment.” 

Top -level contract negotiations 
between the UAW and AMC re- 
sumed in Detroit after three weeks 
of bargaining on local working 
agreements. 

In Flint, the first serious threat 
to the solidarity of the UAW in 15 

years erupted with the formation 
of a group to be known as the So- 
ciety of Industrial Skilled Trades 
of North America. 
aa * ad 
MEMBERSHIP consists largely 
of skilled workers employed by 
General Motors and Ford Motor 
Co. who were dissatisfied with the 
recent contract settlement. 

Walter Reuther and his UAW 
aides refused to discuss the mat- 
ter, leading some observers to 
predict a crackdown by the in- 
ternational. The new union plan- 
ned a conference in Flint yes- 
terday (July 17) to ratify its con- 
stitution. 

Last week Joe McCusker, a UAW 
regional co-director, announced that 
an agreement had been reached 
between the UAW and Kelsey- 
Hayes Wheel Co., providing im- 
proved benefits to the firm’s 3,200 
workers much like those won by 
Ford and GM employes. Kelsey- 
Hayes is a major automotive sup- 
plier. 

—JosepH M. CALLAHAN 


Parts Rebuilders 
To Meet Sept. 23 


CHICAGO. — The Automotive 
Parts Rebuilders Assn. will hold its 
annual convention at the Fort 
Shelby Hotel in Detroit Sept. 22-24. 

Among feature topics to be dis- 
cussed at clinic meetings will be 
the chronic troubles found in auto- 
matic transmissions and the stand- 
ardization of parts numbers. 


Beauty and the Beasts— 





At the Lexington (Ky.) Junior League Horse Show a Chrysler Imperial was the only 
car permitted on exhibit. J. T. Denton, show manager, left, congratulates Sid Kinkead, 
Kinkead-Wilson Motors, on his display. At left is one of the show's top contenders, 
Elegant King, ridden by his trainer, Ellis Waggoner. Chrysler brought Col. Harold 
Johnson's Indiana Color Guard to the affair as its contribution. 


Obituaries 


Robert H. Crooker, 61; 


Dealer, Former Adman 


LONG BEACH, Calif. — Robert 
H. Crooker, 61, Chevrolet dealer 
here and former auto advertising 
executive, died July 8. 

As advertising manager of 
Chalmers Motor Car Co. in the ’20s, 
Mr. Crooker administered the first 
million - dollar advertising account 
in the auto industry. 

He joined Chevrolet in 1930 as 
advertising manager. In 1934, he 
went to Campbell Ewald Co., De- 
troit advertising agency, as execu- 
tive vice-president and director. 
For reasons of health, he moved to 
California in 1944, where he had 
been an auto dealer for the past 
eight years at Beach City Chevro- 
let Co. 


Robert A. Waters Sr.; 


San Francisco Dealer 


SAN FRANCISCO. — Robert A. 
Waters sr., 60, president of the 
James F. Waters DeSoto-Plymouth 
dealership here, died July 10. He 
also headed a New York taxicab 
sales and service company and a 
Detroit taxi body manufacturing 
firm. 

He was a past president of the 
San Francisco Motor Car Dealers 
Assn. of the DeSoto Dealers Assn. 
of Northern California. 

* * 


Plante Killed in Blast 
On Cabin Cruiser 


SOUTHAMPTON, N. Y.—A Nor- | 


wich (Conn.) Oldsmobile dealer 
was killed July 10 when an explo- 
sion demolished his 35-foot cabin 
cruiser. Henry L. Plante, manager 
of Plante Motors Inc., died as a 
result of the blast, which took 
place while the cruiser drifted off 
Montauk Point. The blast appar- 
ently was caused by gasoline seep- 
ing into the bilge, the Coast Guard 
reported. 


* * 


Lee Anderson, Pioneer 


In Auto Advertising 

NANTUCKET, Mass.—Lee An- 
derson, 72, a pioneer in the auto- 
motive advertising field, died here 
July 9. 

Mr. Anderson joined Chalmers 
Motor Co. in 1910 as advertising 
manager and later worked for the 
MacManus Advertising Agency in 
Detroit, where he devised the “Body 
by Fisher” emblem. He founded his 
own agency in 1928, which handled 
all Chrysler advertising until Mr. 
Anderson’s retirement in 1942. 

+ = * 


Alfred R. Matlock 
SEATTLE.—Alfred R. Matlock, 57, for 
several years general manager of Davis 
Chevrolet Co., is dead. 
2 * « 


Charles L. Amos 
SYRACUSE.—Charles L. Amos, 75, a 
former automobile dealer, died July 2 at 
his home following a lengthy iliness. He 
distributed such cars as Stevens-Duryea, 
Oldsmobile, Chalmers Detroit and Packard. 
He founded the present Owen-Dyneto divi- 

sion of Auto-Lite Battery Corp. 

* * * 


Louis Neaderhauser 


BERNE, Ind.—Louis Neaderhauser, 75, 





for many years a Ford Salesman here, died 
unexpectedly July 2 after a heart attack. 
* - * 


Albert B. Coffman 


CHICAGO.—Albert B. Coffman, 80, Oak 
Park, Ill., is dead. From 1919, until his 
retirement due to illness three years ago, 
he had managed the Automotive Service 
Industries Show and its predecessors. 

* . * 


Max A. Phieme 


WINNFIELD, La.—Max A. Phieme, 82, 
president of Max Phieme Chevrolet Co., 
Inc., died July 2 in a hospital here of a 
heart ailment. 

* * * 


Wilfred Singley 


ELKHART, Ind.—Wilfred Singley, 57, 
auto sales manager for W. W. Lusher, 
Inc., died July 5 of a heart attack while 
demonstrating an auto. 

* * - 


Bert D. Hassett 


YAKIMA, Wash.—Bert D. Hassett, 74, 
owner of Hassett Motor Co., Yakima, died 
here this week. Mr. Hassett had been in 
the automobile business here for 36 years. 

- * * 


Wallace H. Smila 


DETROIT.—Wallace H. Smila, 63, char- 
ter vice-president and until his death the 
oldest living past-president of the American 
Society of Tool Engineers, died here July 
3. Burial was at Clyde, O. 


Mr. Smila retired as master mechanic of 
Plymouth in 1954. He was employed by 
Chrysler Corp. for 27 years and had been 
an engineer for over 40 years. He attended 
Ohio Northern University. 

* * * 


John David Mitcham 


ATLANTA. — John David Mitcham, re- 
tired president of Downtown Chevrolet Co., 
died July 9 at St. Petersburg. Mr. Mitcham 
had been credit manager of other Atlanta 
dealerships and sales manager of Down- 
town before becoming president. 

* + * 


John Barnwell 


BURLINGTON, N. C. — John Barnwell, 
56, formerly an executive of the Ford 
dealership in Mebane, N. C., and later as- 
sociated with B & H Motor Co. here, died 
at his home July 9. Mr. Barnwell was one 
of the founders of Barnwell Bros. Truck- 
ing Co., which merged with Associated 
Transport in 1942. 





Special by Cadillac— 

One of six custom-designed Cadillac 
limousines takes tourists on a sight- 
seeing trip in Colorado. The six were de- 
livered to Pikes Peak Automobile Co. and 
the Broadmoor Hotel, Colorado Springs. 
Built on ‘55 Cadillac chassis, the ‘“Sky- 
views,” as they are called, will hold 11 
passengers, are 240 inches long and have 
a 158-inch wheelbase. The vehicles have 
plexiglass roof panels. 





Car Sales Reach q 
55 Canada Peak 


52,279 Passenger Units 
Retailed in Month 


OTTAWA. — Domestic new- ar 
sales in May continued the sherp 
upswing of April to reach a new 
monthly high of 52,279 for 1955. 

European -made new-car sales 
rose to 3,034 from 2,621 for May, 
1954, according to the Government. 

The Canadian-made car sales 
shot up from 36,098 units so!d 
during May, 1954, and topped 
April’s figure of 46,002 registra- 
tions. 

The five-month total of new-car 
sales was 169,117 compared to 154,- 
093 in 1954. However, it failed to 
equal the 177,330 units registered 
in the same period of 1953. 

Total vehicle sales for May was 
61,409, up 4,788 over the previous 
record of 56,621 sold in April, 1953. 

New truck sales, which in pre- 
vious months had lagged behind 
1954 sales, rose 9.50 percent in 
May to 8,770—760 units above the 
8,010 sold in May, 1954. 

Dealers in all provinces except 
Saskatchewan showed gains in 
May. Gains or loss by provinces 
were: 

Saskatchewan, down 15.30 per- 
cent; Quebec, up 55.60; New Bruns- 
wick, up 55.60; British Columbia, 
up 48.90; Prince Edward Island, up 
47 percent; Ontario, up 43.80; New- 
foundland, up 34.70; Alberta, up 
27.30; Manitoba, up 13.30, and Nova 
Scotia, up 1.50 percent. 

Comparing the sales of domes- 
tic and European passenger cars, 
it was significant to note that 
the former increased 44.80 per- 
cent over May, 1954, while the 
latter rose only 15.70 percent. 

However, European truck sales 
were up 92.13 percent over May of 
1954 for a total of 342 this year as 
compared to 178 a year ago. 

The Government has_ reported 
that the financing of new motor 
vehicle sales showed a smaller gain 
in May than sales and said this 
trend is a continuation of the past 
several months. 


Goodrich Sees 
11 Percent Rise 
In Tire Sales 


AKRON, O.—Tire shipments this 
year in the U. 3. will exceed 105,- 
000,000 units, an increase of 11 per- 
cent over 1954 total tire sales, ac- 
cording to estimates made by B. F. 
Goodrich Co. 

Tires for new automobiles and 
for replacement are expected to 
total 87 million this year, about nine 
million more than were sold in 
1954, Goodrich says. 

Sale of truck and bus tires will 
also pass 1954 totals by about a 
million units, totaling about 13,400,- 
000 tires this year. 

Tractor-implement tire sales will 
top 3,500,000 units this year, and 
industrial pneumatic tire sales will 
be more than 1,200,000, both totals 
representing increases over 1954. 

Airplane tires, adding up to an 
estimated 485,000 units, brings the 
estimate for the year to more than 
105 million units. 


Chain-Tax Repeal 
Vetoed in Mich. 


LANSING. — Gov. G. Mennen 
Williams has vetoed a bill which 
would have repealed Michigan’s 22- 
year-old chain store license tax, 
which affects auto dealers with two 
or more locations. 

He left standing a law which im- 
poses a license fee of $10 a year per 
store on operators of two stores 
and up to $250 a year per store for 
chains of more than 25 outlets. 


Buffalo Transit Strike 


Boosts Used-Car Sales 

BUFFALO.—The 10-day Niag- 
ara Frontier Transit System bus 
strike boosted used-car sales for 
many area dealers. 

Sales of some dealers showed 
a noticeable increase during the 
strike and in one case sales were 
tripled. Other dealers, however, 
reported no particular effect. 
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Studebaker 


New Program 


SAN FRANCISCO. — Studebaker 
dealers in the Los Angeles, San 
Francisco and Portland (Ore.) 
zones have endorsed the formation 
of dealer advertising councils, it 
was announced last week by Wil- 
liam A. Keller, Studebaker general 
sales Manager. 

Keller said the company soon 
would propose the formation of 
similar ad councils to dealers in 
all 17 sales zones. 

The plan first was presented to 
the 11-man national dealer council 
at its first meeting in South Bend 
on June 28 and was supported un- 
animously, Keller said. 

At a Los Angeles dealer meeting, 
Walt Cash, of Walt Cash Motor 
Co., Inc., Culver City, a member of 
the national dealer council, out- 
lined the zone advertising plan and 


Cornell Lab Eyes Crushproof Car 


BUFFALO. — The Cornell Aero- | 
nautical Laboratory announced it | 


will attempt to design a “car of 
the future” so safe its passengers 
can escape injury even in a headon 
crash. 

Liberty Mutual Insurance Co. of 
Boston, sponsor of the project, 
signed a contract with Cornell that 
calls for laboratory engineers to 
come up with a design for a crash- 
proof car. 

Edward R. Dye, head of the 
laboratory’s industrial division, 
will be in charge of the project. 

“This will be strictly a ‘paper’ 
study,” said Dye. “For the moment, 
we have no plans to actually con- 
struct a crash-proof car. 

“Neither is this car of tomorrow 
the type of thing that will be 
rushed into production. What we 
hope to do is interest the public 
and auto manufacturers in many 
of the safety innovations that are 
possible.” 

The contract is the laboratory’s 
third with Liberty. The others in- 
volved car-safety research that has 
given the laboratory ideas on what 
features safe cars should incorpo- 


rate. 
Among the more radical of 


Survey Pictures 
Car Stocks in 


Various Cities 


(Continued from Page 61) 


with much of the franchised deal- 
ers’ business drifting into whole- 


sale channels.—(Leon Pinkson.) 
7 * * 


Detroit 


ppeaLans in Detroit repert that 
new-car inventories are high 
and then add hurriedly that they 
are not worried about it. 

One General Motors volume deal- 
er, who has two adjacent lots jam- 
packed with ’55s of all styles and 
colors, declared, “My inventory is) 
normal to low.” 

He said sales were holding up 
and that he had no used-car stock 
inasmuch as he wholesaled all 
tradeins. 

“Our new-car inventory was very 
low until last week,” said a Ford 
Motor Co. dealer. “Right now, I'd 
say it was normal. I wish I could 
say the same thing about our used- 
= stocks —they’ve really been 
ow.” 

A Chrysler Corp. dealer provided 
a good example of the current para- 
dox, saying: “My stocks are high 
and getting higher. As a matter of 
fact, I don’t know where I'd put 
them if I had any more.” 

Sales remain good, he said, and 
his greatest worry is that he 
won’t have enough cars to last 
during the changeover shutdown. 
An American Motors dealership 
reported large new-car stocks, as 
did a Studebaker-Packard Corp. 
dealer. 

The S-P dealer said he had to 
buy used cars at wholesale to keep 
his stock up, and that appeared to 


be the situation all over Detroit. | 
One DeSoto dealer said it this way: | 


“I'm seraping bottom on good used 
cars. Say, do you know where I 
can get some?”—(W. C. Lockwood.) 


Ad Councils 


Dealers in West Coast Zones First to Start 


for Promotion 


reported the national council’s ac- 
tion on it. 

In San Francisco, Ansel Schloss, 
| of Ansel J. Schloss, Inc., San Fran- 
cisco, said it would greatly 
strengthen dealers’ advertising ef- 
fectiveness in their local and re- 
gional areas. 

Frank Noble, Studebaker ad 
manager, said that each zone 
council would elect a board of 
trustees comprised of nine mem- 
bers, which in turn would elect 
an executive committee of three 
to administer the program. 

Benton & Bowles, Inc., the new 
Studebaker ad agency, will provide 
a representative in each zone to 
work with the dealers in develop-| 
ing and handling local advertising 
materials and activities in news- 
papers, radio, television and such 








other media as may be desired. 


Dye’s recommendations is the 
elimination of the steering wheel, | 
| substituting steering levers on 
either side of the driver. 
| “In an automobile crash, a steer- | 
|ing wheel can become a deadly) 
| harpoon in the driver’s chest,” Dye 
| said. 

Dye also favors a dashboard | 
panel that pulls out and wraps 
around the driver, acting as a 
halter that prevents his being 
hurled into the windshield in a 





| $T. LOUIS.—“If a salesman — 
either auto or brake equipment— 
can devote 20 percent of his time 
and energy to productive endeav- 
ors, he’ll be a huge success.” 

This is the belief of A. M. Hend- 
erson, who directs a 40-man sales 
staff for Barrett Equipment Co., 
'maker of brake service equipment. 
| “People are forever making 
| jokes about the oldest profession 

in the world,” he said. “But these 

people are wrong. Selling is the 
| world’s oldest profession because 
| Eve sold Adam on taking a bite 
| of that apple.” 

He said most salesmen fail be- 
|cause (1) they fail to effectively 
|plan their campaign and scout 
their prospect, or (2) they don’t 
know their product, or (3) they 


won’t work. 


| portant. A good salesman earefully 
analyzes the buyer’s needs to make 
sure he’s in the market. The sales- 
man then convinces himself that 


Dealer Cited 


|structural stiffness” and to “pre- 


Henderson continued, “Of these, | 
| planning the campaign is most im- | 





Latest International— 


This new International cab-over-engine 
diesel truck is one of 16 purchased by 
Johnson Motor Lines, Inc., Charlotte, N. C. 
It features a new turbocharged, six-cylin- 
der, four-cycle diesel engine, mounted at 
a 20-degree angle. 


crash. In his crash-proof car, 
there would be padding in any area 
of the car where the heads of pas- 
sengers might likely hit in a crash. | 

He also thinks a car should have 
side bumpers and additional steel 
in its mid-section “to increase) 





vent collapse when it rolls over.” 
Dye warned that final develop- 
ment of a crash-proof car is years 
away and for today’s driver, he 
recommended the use of seat belts. 





Just Like Eve Sold Adam... 


Secrets of Salesmanship 


the customer needs his product. 
Now, the salesman merely has to 
channel the buyer’s thinking into 
his. 

“The buyer’s lips will always 
say ‘no’ but it’s his eyes that 
have to be watched. A good sales- 
man instinctively can tell by a 
man’s eyes whether he has lost 
him or not.” 

Henderson asserted that selling 
really doesn’t begin until the pros- 
pect says “no” because up until 
that time the salesman has just 
been discussing his product. Here 
is where persistance pays off, he 
said. 

“Anyone can sell,” he continued, 
“but like every other profession, an 
apprenticeship period must be 
served.” 


S.C. Court Upheld 
In Shop Death 


SPARTANBURG, S, C—The| 





South Carolina Supreme Court has 
upheld a lower court reversal of a 


| workmen’s compensation award to 


| the mother of an employe of Ernest 
| Burwell, Inc. (Chevrolet). 
The employe, H. Alton Bagwell, 


C of C Terms Rohrer 


CAMDEN, N. J. — William G. 
Rohrer jr. (Chevrolet) has been 
named “the community’s outstand- 
ing citizen” by the Camden County 
Chamber of Commerce. 

Principal speaker at the dinner 
|was Charles S. Thomas, secretary 
|of the Navy. More than 300 guests 
| attended. 

Rohrer served in World War II, 

was cited by the American Legion 
for outstanding accomplishments in 
child welfare and the same year, 
|1951, was given the Camden Bar 
| Assn.’s first William T. Boyle Me- 
morial Award for distinguished 
| community service. 
Among his other activities are: 
| Red Cross chairman; YMCA direc- 
| tor, Sheltering Arms Home, Cam- 
den County TB Assn.; SPCA, Drop- 
A-Buck Club, Automobile Club of 
Southern N. J.; immediate past 
| president of the Camden County 
Mayors Assn.; mayor of Haddon 
| Township; trustee of the Goodwill, 
| Camden County Heart Assn., Cam- 
den County Assn. for the Blind; 
committee member of Camden 
County Council of Girl Scouts, 
YWCA, College of South Jersey 
(now Rutgers) and the N. J. Tax- 
payers Assn. 








‘Outstanding’ 


41, was working Oct. 10, 1952, in the 
Burwell service department when 
he fell backward on a concrete 
floor. He died two days later from 
what attending physicians de- 
scribed as a hemorrhage. 

The high tribunal, in a 4-1 de- 
cision, said there was no evidence 
that the fall was caused by an acci- 
dent within the contemplation of 
the workmen’s compensation act. 


Dealer Sentenced 


In Tax Fraud 


CHARLESTON, S. C. — Federal 
Judge Ashton H. Williams, presid- 
ing in U.S. District Court here, has 
imposed an 18-month sentence and 
a $20,000 fine on J. J. Boyd, Green- 
ville County automobile dealer. 

Court records revealed that Boyd, 
who previously pleaded no-contest 
to charges of income-tax evasion, 
had paid the Government over 
$222,000 in back taxes, interest and 
| fraud penalties. 

Under provisions of the sentence, 
if Boyd pays the fine within 60 
days, his sentence will be sus- 
pended and he will be placed on 
probation for two years. 
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of the people, 15 years and older, in households owning 
new automobiles, in New York City and suburbs... 


are News readers- 


as you'll learn from the most comprehensive study 
ever made of the metropolitan market, and the part 
which each New York newspaper reaches. See the 


Profile of the millions 


. .. based on findings in 10,349 personal interviews 
made by W. R. Simmons & Associates Research, Inc., 
in New York City and suburbs. Visual presentation, 
by appointment only. Ask any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 
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Air conditioning units-32% 
of the adults living in New York City & suburbs 
who own a home or office air conditioning unit 


are News readers- 


... There are 4,780,000 Daily News readers. They 
have more jobs, incomes, homes, cars, appliances, buy 
most of the groceries, drugs, toiletries, clothing 

... and buy the best—as you’ll see in the most 
informative study ever made of New York newspaper 
readers of all ages, both sexes, every income group— 


es * - 
Profile of the millions 
Now being shown to advertising executives, in visual 
presentation. See it! Call any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 





Cigar smokers -46% 


of the men (15 years and older) who live in 
New York City & suburbs, and smoke cigars 


are News readers- 
The 2,490,000 Daily News men readers have most 

of the jobs, families, homes, cars, stocks and bonds... 
buy most of the men’s wear, Bourbon, Scotch, and 
blended whiskey sold in New York. You’ll find 

brand new data on New York newspaper readership 
and buying habits in this authoritative study 


as oe a 
Profile of the millions 
now being shown in visual presentation to agencies 
and advertisers. Inquire any New York News office. 


(Copyright 1955 by News Syndicate Co., Ine.) 
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Deep Draw Castings 


Used in Shell Fusing 


PALO ALTO, Calif—‘“Deep draw 
shell mold castings in ever increas- 
ing sizes have brought mechanized 
shell fusing into full bloom,” it was 
asserted by Frank K. Shallenberg- 
er, president of Shalco Engineering 
Corp., at the unveiling here of a 
new line of pin-type foundry shell 
fusers. 

Molds up to 48x48 inches can be 
accommodated by the largest of the 
new line, but, Shallenberger said, 
most of the advance orders for the 
new machine had specified the 
16x 20-inch and 20x30-inch mold 
sizes. The smaller machines are de- 
signed for molds up to nine inches 
deep; the larger machines are made 
to order for whatever maximum 
depth is required. 


Pins with spring-loaded ends are 
placed in various positions to suit 
any particular shells to be joined 
in the fuser. Paste or shell mold 
resin is placed on one of the two 
hot shells, and the shells are placed 
together in the fuser. The fuser is 
then closed on the mold by means 
of an air valve until bonded. 











WHEN WILL 
BLAKE’S CAR 
BE READY? 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 





Auto dealers report 


207+. 50” MORE SERVICE JOBS 
with Executone 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


TTO BAUER, research and de- 

velopment engineer for Bowers 
Battery & Spark Plug Co., very 
kindly supplied me with an enlight- 
ening report on current develop- 
ments in the battery industry. This 
material was a great help in pre- 
paring the article on replacement 
battery trends which appeared in 
our June 27 issue. 


Bauer pointed out that a num- 
ber of rechargeable battery systems 
other than the widely used lead- 
sulphuric acid type have gained 
prominence in recent years. These 
systems contain alkaline potassium 
hydroxide solution as electrolyte, in 








With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 
your profits! 





SERVICE on Your Premises 


Executone factory-trained technicians in your 
area provide prompt dependable service— 
whenever required! 


right on your premises— 


Liecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., 





415 Lexington Ave., 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
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place of sulphuric acid. They in- 
clude nickel-iron, nickel-cadmium 
and silver-zinc. 

According to Bauer, the first 
two of these alkaline systems 
have been known and used for 
50 years, but efficiency has only 
recently been improved to a de- 
gree where it equals (and in 
some respects surpasses) the 
lead-acid system. 

The nickel-cadmium battery has 
proved to be more efficient than 
the nickel-iron system, especially at 
temperatures below zero. It also 
has a long life of approximately 
10 years. However, Bauer says that 





C. P. Bowers 


for comparable electrical sizes, they 
cost about five times as much as 
the lead-acid type. 

Considerable progress also has 
been made in the U.S. in alkaline 
sintered-plate batteries. In 1953, 
Sonotone Corp. is reported to have 
manufactured about $7 million 
worth of nickel-cadmium batteries 
for special military applications. 

* * * 


O. H. Bauer 


HE silver-zinc system is the 

most efficient of all on a weight 
basis, according to Bauer. How- 
ever, he states that it does not 
have the life cycle characteristic of 
other systems. In other words, it 
can not be discharged and recharg- 
ed as frequently. It is being pro- 
duced to meet rigid Government 
specifications where efficiency and 
weight are prime considerations. 


As a result of European trips, 
Clarence Bowers, president of Bow- 
ers Battery, has made many con- 
tacts intended to keep his organiza- 
tion abreast of foreign develop- 
ments. 

Samples of some novel types of 
batteries have been delivered to 
the Bowers laboratories for eval- 
uation. Some unusual items were 
the metallizing of glass fibers to 
be used as a base for plates, and 
the inclusion of plastics in active 
masses to increase battery effi- 
ciency. 

Bauer also summarized the sta- 
tus of two entirely new principles 
for generating electrical power, 
the atomic and the solar batteries. 
For its source of power, the atomic 
battery depends on radioactivity of 


rent is produced when high-speed 
energy units liberate thousands of 
slow-moving electrons. 

Present efficiency of about 6 
percent is expected to be raised 
to 20 percent. Since this system 
functions only in sunlight, some 
provision (such as a storage bat- 
tery) must be available for stor- 
ing electricity. 

Despite the many new develop- 
ments, Bauer predicts that the 
“lead-acid battery will be with us 
for a long time.” It is a cheap and 
highly efficient unit constructed 
from a metal that is abundant in 
the earth’s crust. And it operates 
satisfactorily at all temperatures 
from 65 degrees below zero to 165 
above. 

Tremendous strides have been 
made since the discovery of the 
lead-acid battery principle by 
Plante about 100 years ago. And it 
is apparent that improvement will 
continue at a rapid rate. 

As a matter of fact, we are 
planning another “Turnings” col- 
umn item to give you a glimpse 
of some experimental battery work, 
plus a roundup of latest trends in 
battery separator design and ma- 
terials. “se 


Extruded Rivet Now Used 
For Tubeless Truck Wheels 


7= compelling need for an air- 
tight method of attaching rim 
to disc is considered by many to 
be one of the most difficult prob- 
lems confronting the truck indus- 
try as it prepares for wholesale 
changeover of original-equipment 
production to tubeless tires. 


In view of Budd Co.’s success 
in using a so-called “extruded 
rivet” for assembly of passenger- 
car wheels, it seemed like a good 
idea to find out if the same join- 
ing technique is being considered 
for truck wheels. A visit to the 
Budd plant soon showed that it 
already is in production on some 
sizes of tubeless truck tire wheels 
with extruded rivets. 


This assembly method has been 
used to produce %-ton truck wheels 
for the past four months. And the 
first production run of truck wheels 
using the extruded rivet for larger 
wheel sizes started late in May. 

One executive told me the com- 
pany is working toward the day 
when the extruded-rivet idea will 
be applied to all Budd car wheels, 
plus all over-the-highway truck 
wheels — regardless of whether 
tubes are used in the truck tires. 

I saw copies of test reports sum- 
marizing work done outside the 
Budd company. There appears to 
be little doubt that Budd has suc- 
ceeded in producing leakproof 
rims for tubeless truck tires. One 
severe test conducted by a large 
rubber company went for the 
equivalent of 800,000 highway miles 





wee 


2 STAGE 


Rivet Extrusion— 


This sketch shows the sequence of cper- 
ations for producing the Budd extruded 
rivet. In the first stage: A shows rim and 
disc in place between the die halves; B 
illustrates condition at completion of work 
stroke, and C shows die open. For stage 
two: Sketches D and F show die position 
before and after the operation, while 
view E depicts die closure to flatten the 
extruded rivet and permanently lock the 
two pieces together. 
before it was terminated by failure 
of the hub and wheel center. 

. + © 


N THE same series of tests, 7 


standard rivets, spot welds and 


submerged arc welds failed by air — 


leakage at equivalent highway 
mileages ranging from 50,000 to 
162,500 miles. 

The results were typical in that 
the extruded-rivet air seal held to 
the time of mechanical failure in 
this rugged test. This is regarded 
as a point of superiority, since 
Budd has found that conventional 
riveted or welded connections 
sometimes develop air leaks while 
still functioning satisfactorily as a 
strong mechanical joint. 

In production, the Budd ex- 
truded-rivet method for attach- 
ing rim to disc is a two-stage 
operation. In the first stage, a 40 
to 50-ton force is applied to a 
die that presses the upper layer 
of metal down into the space 
left by simultaneous punching of 
a small round “slug” from the 
lower piece. Next, a 50 to 60-ton 
load flattens the upper piece and 
finishes the operation by press- 
fit locking of the two pieces. 

The patented technique origi- 
nally was developed by Budd when 
it was seeking a fabrication method 
that would combine the attributes 

of mechanical joining and _ spot 
welding. Tests reportedly show it 
to be inherently stronger than a 
standard riveted joint. 

Now, with the advent of tubeless 
truck tires, the air-tight extruded 
rivet is found to have a further 
advantage, since standard rivets 
often leak — and weld porosity 
caused by cyclic tension loads also 
has been found to be a source of 
leakage troubles. 


Used-Car Notes 





MIAMI.—Stacy Rowell, new pres- | by presenting a panel discussion of 
ident of the Miami Used Automo-| problems facing the used-car deal- 
bile Dealers Assn., began his term/ers. He proposes to make this a 


an isotope (Strontium 90) derived | #m 


from the production of uranium 
for the atomic bomb. 

Beta particles (high-speed elec- 
trons) from the Strontium 90 im- 
pinge on a semiconductor element, 
which is a germanium transistor. 
Each high-speed electron knocks 
out tens of thousands of slow- 
moving electrons which are en- 
countered in the trace impurities 
of the transistor. These slow- 
moving electrons constitute a cur- 
rent, 

x * * 


pAvERr says that a battery of 


this type should require prac- 
tically no attention, but present 


efficiency is less than 1 percent). 


and the cost is extremely high. 
Efficiency is expected to increase 
to 10 percent, and the atomic bat- 
tery is thought to have increasing 
possibilities for commercial appli- 
cations as radioactive elements 
become more abundant and less 
expensive. 

The solar battery converts the 
sun’s energy directly into electrical 
power. High-powered energy units 
contained in sunlight fall upon a 
wafer of silicon (transistor). Cur- 








Ready for Continental— 


Frank J. Sanders, Fresno (Calif.), 
Lincoln-Mercury dealer, signs one of the 
first Continental sales agreements in the 
Oakland sales district. Watching are Jack 
Sanders, partner, left, and Fred lL. 
Macarty, district sales manager. The Sand- 
ers brothers have been selling cars in 
the Fresno area for 20 years. 


_ | treasurer of MUADA. 
* ” 


monthly feature. 

The first panelists were Thomas 
Testa, newly appointed counsel for 
the association; Lt. C. O. Knight 
of the Miami police automobile 
theft division; Douglas Cunning- 
ham, GFC Finance Corp.; Harris 
Johnson, insurance agent; James 
Harris of the Central Bank & Trust 
Co., which specializes in automo- 
bile loans; and William Lehman, 
used-car dealer and new secretary- 


* 


Fort Wayne Medical Group 


Names Corell Executive 


FORT WAYNE, Ind.—Margaret 
Corell has been named executive 
secretary of the Fort Wayne Med- 
ical Society, it is announced by the 


_| board of trustees. 


Miss Corell resigned recently as 
executive secretary of the National 


‘a Used Car Dealers Assn. in Detroit. 
- * * 


Tampa U. C. Dealers Vote 


To Change Group’s Name 

TAMPA, Fla.—The Tampa Used 
Car Dealers Assn. has changed its 
name to Tampa Independent Auto- 
mobile Dealers Assn. 


The AUTOMOTIVE NEWS ALMANAC is 
a@ year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 
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Auto News from Mexico. . 
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Officials Seek to Boost 
Output Below Border 


By Douglas Grahame 


Foreign Correspondent 


> a CITY, Mexico.—A group 
of Mexican Government offic- 
jals, headed by Francisco Velaco 
Curiel, of the ministry of finance, 
has concluded a 13-day visit to 
Detroit to try to arrange greater 
local assembly of American motor 
vehicles. 

“While we are not in a posi- 
tion at present to make any 
statement,” commented Curiel, 
“we do have hopes that our visit 
to the U.S. will have a favorable 
result in limiting imports of mo- 
tor vehicles as well as gaining 
authorization for assembly of 
those vehicles in Mexico.” 

Other members of the delegation 
were Sebastian Aguinago and Luis 
Etcharren, production manager and 
assistant sales manager, respec- 
tively for Ford Motor Co. de Mexi- 
co; Enrique Perez, General Motors 
de Mexico; D. J. Swain, Interna- 
tional Harvester Co., and Jorge 
Solis Ogarrio, of the ministry of 
national economy. 

Word in Government circles is 
that the indication of increased 
production of automobiles and 
trucks in Mexico will probably be 
realized soon in view of the admin- 
istration’s zeal to cut imports and 
boost exports. 

* * x 
Thunderbirds on Sale 
ves first of an allotment of 48 

Thunderbirds to be assembled 
this year by Ford Motor Co. de 
Mexico was put on sale at the local 
Ford plant. 

The event was observed by a 
ceremony followed by a banquet 
attended by prominent Mexico City 
personages. Fraine B. Rhuberry, 
plant general manager, presided. 

Fritz Schaussman, German 
businessman, bought the first 
Thunderbird for $6,000 (75,000 


Ford Cites Kernersville 


WINSTON-SALEM, N. C.—Kern- 
ersville Motor Co., managed by E. 
E. Grubbs, has received the Ford 
“Four Letter” award. 


IT’S MADE TO 
Sell Used Cars 


The “Two Day Free Driving Trial” 
is a copyrighted used car selling plan 
sold exclusively to one dealer per city: 
It's designed to sell cars fast, bring 
repeat customers and build goodwill. 


FOR ONLY A FEW DOLLARS PER 
MONTH you will receive quarterly 
Packages containing: 


%& Newspaper ads 

%& Radio & Classified Copy 
%& Banners 

%& Windshield Cards 

%& 100's of other ideas 


Other “selling” 
plans may come 
across your desk 
- . . but ONLY the 
“Two Day Plan” is 
a basic institution- 
al, merchandising 
idea that will fit in 
with any sales 
method you now 
use, 

WRITE TODAY... 
for full information 
and a SPECIAL IN- 
TRODUCTORY PRICE 
this month. 


JOE FISHER-SEARCY CORP. 


415 Central Bidg. 
Portiand 5,Ore. Phone: AT 6492 


ORIVE IT AT LEAST 
200 MILES. 





pesos), its regular price in Mex- 

ico. 

Auto Row hears that two Thun- 
derbirds will participate in the Pan 
American road race in November, 
both driven by Mexican drivers. 

* Ed * 


Auto Factory Planned 


EPORTS in local automotive 

circles are that a syndicate of 
Arabs, headed by Dr. Hamid Mou- 
lay who has considerable business 
interests in Mexico and Los An- 
geles, plans a factory here for the 
manufacture of cars with plastic 
bodies. 

Coyoacan, the historic local sub- 
urb, is mentioned as the favored 
site for the projected factory. 

The Mexican government will 
probably buy 51 percent of stock 
in the enterprise, the story goes, 
and the initial investment will 
be $500,000. The factory will 
begin with the production of pop- 
ular-priced sport and tourist 
models, it is said with the aim 
of “small profits and quick turn- 

over.” 

The reports point out that if this 
plan materializes, Mexico will be 
on a manufacturing par with Ar- 
gentina in the matter of produc- 
tion of popular-priced automobiles. 

* * * 


Auto Quota Raised 


RICES of cars and trucks as- 

sembled in Mexico will not be 
reduced because of the increased 
output quota allowed for the rest 
of 1955, according to the Ministry 
of National Economy. 

Neither plant managements 
nor dealers have asked to be 
allowed to charge buyers less for 
the vehicles, the ministry re- 
vealed. 

“They don’t seem to want to 
share their profits with customers,” 
remarked a ministry spokesman. 


Massey-Harris 
Announces Top 
Executive Shifts 


RACINE, Wis. — Shifts in top 
executive positions have been an- 
nounced by James S. Duncan, board 
chairman of Massey-Harris-Fergu- 
son, Inc. 

H. H. Bloom, president of the 
firm’s U. S. division and first vice- 
president of its Canadian opera- 
tion, Massey-Harris-Ferguson, Ltd., 
Toronto, has been named to super- 
vise all North American opera- 
tions. 

C. P. Milne will succeed Bloom 
as head of the U. S. company. He 
had been executive vice-president 
since 1951. 

G. H. Thomas, administration 
vice-president, was chosen general 
manager of the Canadian division. 

Lee J. Wolf, assistant treasurer, 
succeeds Milne as administration 
vice-president of the U. S. firm, 
and M. E. Fellwock has_ been 
moved up as assistant treasurer. 


Iowa Increases 


Taxes $16 Million 


DES MOINES. — Iowa Gov. Leo 
A. Hoegh has signed a law increas- 
ing state taxes $16,100,000 a year 
by boosting the sales and use taxes 
from 2 to 2% percent, the individ- 
ual state income tax by 7 percent 
and the corporation income tax by 
50 percent. 


Previously the Iowa legislators 
enacted measures raising the state 
gas tax from five to six cents a 
gallon and extending the sales tax 
to beer and cigarets. 


Fulton Opens Warehouse 


LYNWOOD, Calif—A mew ware- 
house has been opened here by 
Fulton Sylphon division of Robert- 
shaw-Fulton Controls Co. It will 
carry a line of automobile thermo- 
stats and temperature controls for 
industrial applications, William J. 
Hajek heads the warehouse. 





Plymouth Building to House Offices— 


Workmen complete construction on the new Plymouth office building near the 
main plant in Detroit. The one story structure contains an electronic system for 
handling dealer car orders and provides space for administrative departments. The 
building has 16,200 feet of floor space and is part of Plymouth's $100 million expan- 
sion program. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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‘Men from Mars’ 


Offer Car Deals 
Out of this World 


MIAMI. “Men From Mars” 
salesmen were among the “off- 
beat” attractions of the grand 
opening of Russell E. Lowell’s Lin- 
coln-Mercury dealership here. 

Dressed as spacemen, the sales- 
men stopped people in the streets 
to offer an “out - of - this - world 
tradein for your present car.” The 
visitors to earth checked each deal 
with the showroom via walkie- 
talkie radios. 

Two weeks prior to the opening, 
full-page newspaper ads and radio 
and television “teaser” announce- 
ments stressed the spaceman theme 
and the “out-of-this-world” tradeins 
offered. 

“Hold on to your money. Lucky 
Lowell is coming to town” was the 
theme of the radio and television 
copy. On opening day, a motorcade 
of new Lincolns and Mercury’s 
paraded through town with models 
and spacemen. 

The entire promotion was 
handled by Gamut, Inc., New York 
advertising agency. 
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and water service. 








In Canada: Toronto ® -Montreal 


Convenient—Always Correct—ideal to 
meet new tubeless tires need for 
uniform all-around inflation. 


REMOTE TIREFLATOR 
SAVES YOU TIME IN 







You can tuck a Bennett ECO remote tireflator in anywhere 

around your shop — above or below floor or ceiling, 

on wall or post. Wherever you install your ECO, you know you'll 
have convenient automatic, accurate air supply at your 

finger-tips. ECO delivers exactly the pressure it’s set for — 

from 5 to 110 lbs. — highly important when you consider the 
need for equal all-around inflation stressed by tire makers 

for their new tubeless tires. ECO gives you long, trouble-free 
service — more than pays its way because first cost is last 

cost in most cases, and its convenience saves your workers valuable 
time. Ask your John Wood Representative for details. 


ECO dependability is also available in 
Islander models handling air alone or air 


JOHN WooD COMPANY 


BENNETT PUMP DIVISION e Muskegon, Mich. 


© Winnipeg * Vancouver 
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Battle On for One Sale in Every Eigh Biss 


Fleet Sales Competition Rages 


(Continued from Page 1) 


fleet buyer is one who buys 10 or 
more units in a year. 

When it comes to competition 
for fleet sales, dealers say that if 
anything is wrong, it is that there’s 
too much competition—particularly 
from some of the factories. 

* * * 


OR INSTANCE, W. G. Horton, 

general manager of Simpson 
Auto Co. (Ford), Oklahoma City, 
recently publicly complained about 
his city’s program for buying 39 
new cars direct from the Chevrolet 
factory for $42,939.99, about $6,000 
below the next bid. 

Horton complained that it was 
a “very serious practice” for manu- 
facturers to compete with dealers 
for fleet sales. 

The NADA board of directors re- 
cently passed a resolution calling 
for a halt to direct factory bidding, 
either directly or through subsidiz- 
ing of dealers, on the business of 
state governments, political sub- 
divisions, fleet purchasers and in- 
dividuals. 

Auto fleet sales, the bulk of 
which are made by Chevrolet, 
Ford and Plymouth, are usually 
divided into three categories: 
Sales to the U. S. Government; 
sales to states, counties and cities 
and sales to commercial firms. 
And, which of these accounts are 

bid on by the factories (which ob- 
viously can outbid any dealer) is 
a very sore spot among dealers 
and dealer groups. 

Generally, all factories bid di- 
rectly on U. S. Government ac- 
counts, because of the complexity 
and rigidness of specifications of 
Government sales. 

As a rule, all fleet bids to com- 
mercial accounts are made by 
dealers. ee din 


Field Left to Dealers 


JT IS in the matter of local gov- 
4 ernment fleet accounts that the 
varied policies of the factories ap- 
pear. Ford, Lincoln-Mercury, 
American Motors Corp., Oldsmobile 
and Cadillac do not bid on these 
accounts, leaving the field open en- 
tirely to dealers. 

Chrysler Corp., represented by 
the Fargo division, bids on the ac- 
counts of some states and on the 
accounts of some municipalities 
“depending on the circumstances.” 

Although a Chevrolet spokes- 
man declined to comment on fac- 
tory bids, it is well known that 

Chevrolet does bid on certain 
local government accounts. Pon- 
tiac also follows this policy. 

Without exception the auto com- 
panies are predicting a steady rise 
in the volume of fleet sales, al- 
though admitting that fleet auto 
and truck sales are steadier than 
other retail sales and therefore 
prone to advance at a slower pace. 


BJERE is what some of the manu- 

facturers are doing or plann- 

ing to achieve a larger part of this 
expanding market: 

Chrysler Corp. has established 
fleet sales departments in the Plym- 
outh, Dodge, DeSoto and Chrysler 
divisions as part of its divisional- 
ization program. 

Robert L. Biggers, president of 
Fargo division of Chrysler Corp., 
declared last week: “Until recently, 
promotion of all fleet sales efforts 
by factory personnel at Chrysler 
Corp. was carried out by Fargo 
fleet sales division, including both 
solicitation of major accounts and 
stimulation of dealer efforts. 

“In recent months supplimental 
organizational efforts have been 
made to stimulate and broaden 
the activities of the dealer organ- 
ization and the responsibilities 
and activities of the Plymouth, 

Dodge, DeSoto, Chrysler and 
Dodge Truck divisions in an ef- 
fort to cover more widely the 
total market. 

“Fargo division and its field per- 
sonnel will continue development 
of major fleets and in every way 
cooperate with division fleet per- 
sonnel and dealers to broaden the 
combined fleet efforts of the entire 


groups. ae 








































ers usually can be handled like 
other retail customers, but that the 
larger users frequently have com- 
plex equipment or operational prob- 
lems and frequently operate over 
wide areas geographically, making 
factory coordination of the efforts 
of many individual dealerg helpful 
to both fleet customers and dealers. 


The new Chrysler Corp. division- 
al fleet sales directors are G. E. 
Brugman at Plymouth; Harlan C. 
Graves, Dodge; Fred R. Cushing, 
Dodge truck; Waldo Abbot, DeSoto 
and C. A. Robitaille, Chrysler di- 
vision. 

American Motors Corp. has sig- 
nalled its increased emphasis on 
fleet sales by (1) the establishment 
of a fleet sales department under 
the direction of Harlan Walters; 
(2) the introduction of three new 
models exclusively for fleet buyers, 
and (3) the announcement of a line 
of special equipment for fleet cars. 

William Ramsey, assistant di- 
rector of the new fleet depart- 
ment, reported last week that 
“dealer sales of Nash, Hudson 
and Rambler cars to fleet users 
have shown a spectacular rise as 
a result of assistance given to 
dealers by the recently-establish- 
ed fleet sales division of American 
Motors.” 

Claiming low initial investment, 
low depreciation and substantially 
lower operating costs, AMC has 
made its biggest pitch to fleet buy- 
ers in behalf of the Rambler. 

Ramsey said that 50 percent of 
AMC fleet sales have been in the 
Rambler models and that sales 
during the last three months by 
Nash and Hudson dealers to city, 
county and state governments have 
exceeded the total of such sales 
during 1954.” 

? + ® 

HE THREE Rambler models 

built specifically for fleet users 

are the Rambler Deliveryman, a 
two-door station wagon; the Ram- 
bler Super Cross-Country, a four- 
door station wagon, and the Ram- 
bler DeLuxe Business Sedan, a two- 
door car with no rear seat. 

These cars are stripped of many 
luxury items, economically priced 
and available with any of the fil- 
lowing recently-announced special 
equipment: Heavy-duty electrical 
equipment, heavy-duty clutch, 
heavy-duty seat cushions, heavy- 
duty rear springs and shock ab- 
sorbers, special upholstery and 
special colors. 

While Studebaker - Packard 
Corp. has no fleet sales program 
at present, the corporation is 
reportedly setting up a combined 
fleet sales department for both 
Studebaker and Packard dealers. 

Because “fleet accounts are be- 
coming a tremendously big mar- 
ket,” one observer said that S-P 
officials have already begun de- 
veloping fleet policies and have 
been talking to fleet users to “find 
out what they want.” 

Since the auto companies stoutly 
maintain that the bulk of their 





Latest in Hood Ornaments— 
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fleet sales are made by dealerships, 
the question arises, “What then is 
the function of the factory fleet 


sales department? 
* * + 


How Ford Does It 


LOOK at the Fleet Sales De- 

partment of the Ford division, 
under the direction of Howard 
Cook, will partly answer the ques- 
tion. 

Ford division has seven sales 
regions, each encompassing roughly 
one seventh of the U. S. 

John Chenault is manager of 
fleet sales in the Great Lakes re- 
gion, which includes most of 
Michigan and Indiana, all of Ken- 
tucky and part of Tennessee, Ohio, 
Pennsylvania, West Virginia, Vir- 
ginia and Illinois. 

Each Ford division sales region 
has several districts, each of 
which has a full-time fleet sales 
manager. In the next lower eche- 
lon—the zone—fleet sales are one 
of the subsidiary responsibilities 
of the sales staffs. 

The Great Lakes region has four 
district fleet managers, each of 
whom calls on about 200 major 
fleet accounts which, in this case, 

means a fleet account buying at 
least 20 units a year. - 

Chenault declared: “We sell the 
product but we don’t make the 
deal. We call on the big accounts. 
We get information on their needs. 
We tell them what our product can 
do. We find out when they’re ready 
to buy and then we contact the 
dealer. 

“We never take an order. We 
never quote a price or favor one 
dealer over another. After the deal 
is completed, we keep in touch 
with the dealer and the account to 
coordinate the servicing of the ac- 
count.” 


i 


* * * 


service facilities) and parts and 
service business from the smaller 
accounts. A recent study showed 
it was uneconomical to maintain 
a garage with fewer than 20 units. 


3. The tradein ratio is much 
lower—about .4 per new unit— 
because many accounts don’t 
trade in their old stuff. They 
amortize it off over a period of 
years and then junk it. 

4. A fleet sale to a commercial 
or governmental account can be a 
good source of other retail sales 
because employes are strongly in- 
fluenced by the vehicles their em- 
ployers buy. The workers feel their 
employers have carefully analyzed 
the situation. 

5. There igs great advertising 
value in getting a large number of 
cars on the streets in the hands of 
fleet buyers. 

x x = 

Fok instance, Plymouth has en- 

joyed considerable good pub- 
licity in Detroit because of the sale 
of their cars to the city’s largest 
cab company. Chevrolet and Ford 
have made inroads in this account 
recently, however. 

As to the manpower dealers 
should expend on fleet sales, Ford 
recommends that large dealerships 
have a fleet sales manager and a 
truck sales manager; that medium- 
sized dealerships have one man 
who is both fleet and truck man- 
ager, and that small dealerships 
have one man whose subsidiary job 
is fleet sales. 

Most fleet sales managers feel 
the dealers are unable or unwill- 
ing to spend sufficient time on 
the fleet’ accounts. One fleet offi- 
cial told of one 300-unit fleet ac- 
count who was finally sold on a 
Big Three truck. He continued: 

“This outfit wanted 20 units, and 

the purchasing agent asked me 
what dealer he should contact. As 
is our rule, I suggested that he 
contact the dealer that had been 
calling on him most. And this De- 
troit representative of a large na- 
tional firm said not one of our 
dealers ever called on him. 

“I gave him our list of dealers 
and he selected three dealers and 
said he would request bids from 
them. Shortly after I got back to 
my office, each of the three dealers 
called and asked me for a price on 
20 special trucks, implying that 
they had finally made a big sale 
after an arduous campaign.” 

+ 


Service Role Vital 


peteer Managers repeatedly 
stressed the role of service in 
keeping fleet accounts and in mak- 
ing them worth keeping. 

Said one manager: “Sometimes 
a firm will pay $50 more per unit 
when they find a dealer whose 
service is good.” 

Another fleet official said one 
dealer made what looked like a 
poor fleet sale when he sold a taxi- 
cab firm 300 units for only about 
$25 profit per unit after the wash- 
out. 

“But now this dealer is doing 
@ parts business of $7,500 a year 
with the cab company,” he said. 

Fleet officials feel very strongly 
about the importance of selling the 
drivers on a particular make of 
car or truck. 

“T’d rather have the drivers sold 
on my product than the purchasing 
agent,” said one factory man. “If I 
get the drivers, I'll eventually get 


* * - 


HENAULT estimated that his 

men spend 99 percent of their 
time calling on the purchasing 
agents of accounts or potential ac- 
counts. 

He added: “We worked on one 
large outfit for 14 years before we 
ever sold them a car. This outfit 
operates in excess of 450 units.” 

He continued: “We visit most 
fleet buyers at least once a 
month. And the dealers should 
visit these major accounts once 
a month. 

“The smart, fleet-minded dealers 
see the profit in fleet sales. There 
are darn few sales where the 
dealer doesn’t make at least $50 a 
unit.” 

= 


Advantages in Fleets 


pzsivEs the selling profit on 
each fleet sale, these are cited 
as some of the benefits of fleet 
selling: 

1. Selling expenses are much 
lower, sales commissions being the 
main item. 

2. There are subsidiary profits— 
parts business from the large fleet 
accounts (who have their own 


Fleet-Minded Dealer Sells 186 Cars— 


Mechanic Don Hutchinson feigns exhaustion while checking some of the 186) 
specially built Fords sold to the Illinois State Police by Litsinger Motor Co., Chicago. 
Many dealers and factories are becoming increasingly aware of the profit in fleet 7 
sales such as this one. After the final check, these cars will go to Springfield to 7 
be equipped with sirens, dome-lights and two-way radios. * 
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* * * 


dices about certain makes of cars 
and trucks and “they can tear a 





truck apart on one trip if they 


| don’t like it.” 


For this reason, some of the fac- 
tories carefully court some taxi 
and truck drivers, 
them with gifts at Christmas. 


remembering | 


One factory man said: “In han- © 
dling fleet buyers, you have to re- © 


member that you're dealing with a 


smarter buyer. That canned sales © 
talk is out. We spend a large part © 


of our time just getting acquainted 
with the purchasing agents and 
getting their confidence.” 

Implying that price isn’t al- 
ways the deciding factor in a 
fleet sale, he said that some deal- 
ers are preferred to others be- 
cause of personal friendship, be- 
cause one dealer cultivates an 
account, because of superior 
service or because of a better 
.deal on parts. 

Around 1940, several of the auto 
companies began to compete for 
the larger fleet accounts by offer- 
ing the accounts, which purchased 
more than 20 units a year, a 3 per- 
cent retroactive rebate on their 
purchases and a 25 percent dis- 
count on parts. 

In the late 1940s the Robinson- 
Patman Act was passed, prohibit- 
ing a manufacturer from offering 
his product to one buyer at a 
lower-than normal price—and this 
practice was halted. 


Urge Parts Discounts 


ppOwsavas, many factories sug- 
gest that dealers offer 25 per- 
cent off on parts to large fleet 
users as an inducement to keep 
the accounts active. 

Some factories give dealers spe- 
cially reduced prices for cars and 
trucks being sold to municipalities. 

Said one Ford dealer: “The 

factory may place a bid through 
one of the dealers for a large 
fleet sale. If the bid is accepted, 
the order will be split among 
several dealers, each doing the 
make-ready on a portion of the 
order and each making a small 
per-unit profit. 

“Although most fleet sales are 
very worthwhile, we don’t care for 
these deals at all. These people ex- 
pect free service way out of pro- 
portion to your profit and the parts 
business is subject to such a dis- 
count that it’s worthless, also.” 

A Chevrolet dealership sales 
manager had this to say about the 
fleet business: 

“We do some fleet business, and 
it’s very profitable and stable. But 
it’s hard to get new business. The 
good accounts are all sewed up 
and they’re hard fe break into.” 


EALERS also cite these weak- 

nesses in fleet selling: 

1. There is considerable trouble 
in separating the legitimate fleet 
buyer from the phony fleet buyer, 
who channels his cars into the 
bootleg market, possibly causing 
the dealer embarrassment later. 

2. Buying the used cars of & 
fleet account can be troublesome 
because it’s pretty difficult to check 
the condition of each unit. The 
purchasing agent wants a price 
and this requires an estimate of 
the condition of his used units, 
many of which are not what he 
says they are. 


Hollingshead Expands 
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Larger ,Users a Problem 


F*PLAINING factory partici- 
pation in“ fleet sales, Biggers 
said that the smaller fleet custom- 


CAMDEN, N. J. — R. M. Holl- 
ingshead Corp. has established a 
new regional sales office at 22 7%. 
Fortieth St., New York, N. Y, 


Artist George Petty, creator of the famed “Petty Girl" and designer of Nash hood 
ornaments, tries a new design with the aid of Valerie Ball. Miss Ball was chosen by 
Petty as one of 12 models to appear in “Nash Metropolitan Fashions” at the Cana- 
dian National Exhibition, which will be held Aug. 26-Sept. 10 in Toronto. 


the purchasing agent.” 
* * * 


ve factory men explained that 
drivers develop strong preju- 
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Wild-Claim Ads 
Help Boost Sales? 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO.—Does “bargain- 
basement” advertising pay? What 
is the percentage in advertising 
that “every car on the floor must 
go;” that the purchaser “can make 
his own terms,” and that “unheard- 
of bargains” await the prospective 
buyer? 

The “bargain - basement” adver- 
tiser takes half-page and full-page 
linage in his local newspaper to 
announce his sensational “buys” 
and uses the boldest type available. 

Up until a few years ago, no one 
dreamed that such advertising 
could prove effective in selling au- 
tomobiles. Well—is it? 

Here is a comparison of auto- 
mobile sales by two San Antonio 
Chevrolet dealerships for the first 
six months of 1955. 

Dealer A does price, or “bargain- 
basement” advertising. Not an issue 
of the local paper is printed that 





Concord Auction 
Draws 700 as 
New Site Opens 


ACTON, Mass.— More than 700 
auto dealers attended the opening 
of the new Concord Auto Auction 
plant here, and 400 cars were auc- 
tioned off on the block in the 5,000- 
square-foot main building. 

E. LeRoy Cox, proprietor, greeted 
the big turnout of dealers and 
showed visitors around the new 
plant, which occupies 5% acres of 
a 13-acre tract. 

Auctions are to be held here on 
Mondays and Fridays. A 790-foot 
driveway, surrounded by woods, 
leads into the auction plant. A3%- 
acre parking lot, with 2% acres for 
dealer parking, was built and hard- 
topped. 

Twenty employes are on deck on 
sales days here and, in addition, 18 
drivers are used to bring the cars 
up to the auction block. Special po- 
lice are also maintained. 


The auction formerly was located 
in Concord and just outgrew its 
quarters there, Cox said. He opened 
the first Concord auction eight 
years ago. 


Chevrolet Blisters 


NASCAR Short Tracks 


DAYTONA BEACH, Fla.—Chev- 
rolet is top car in the short-track 
division of the National Association 
for Stock Car Auto Racing. 


According to NASCAR figures, 
Chevrolet has finished first five 
times in 13 races and has a total 
of 196 points. Other top ten point 
positions are: Dodge, 97; Oldsmo- 
bile, 93; Hudson, 92; Plymouth, 66; 
Mercury, 49; Ford, 42; Chrysler, 33; 
Nash, 10, and Jaguar, 9. 





‘Davy’ Rides Again— 


Mayor H. Roe Bartle of Kansas City 
Presents a replica of a Chevrolet to Jim- 
mie Jenkins, chosen the “best-dressed 
king of the wild frontier” at the annual 
KC Advertising & Sales Executive Club 
Picnic. The “convertible” was donated 
by Land Sharp Chevrolet Co., Ed Mitchell, 
Chevrolet regional sales promotion man- 
Gger, and R. L. Smith, Chevrolet city 
mcnager. 


does not carry at least half a page 
of display advertising by this firm, 
offering to sell automobiles in any 
way the purchaser wishes. 

Dealer B is a firm of about the 
same size, which has carried on 
with its usual newspaper, radio 
and television advertising. 

How do the two stack up in car 
sales for the first half of 1955? 
Here’s the story: 


Month DealerA Dealer B 
January ........... 57 58 
February ............ 112 128 
March oie ae 116 
April . 121 52 
May jcscweats 89 
eT 75 

703 510 


If we turn to total vehicle sales 
for these two dealers the story 
runs about the same way. 


Month DealerA Dealer B 
January ...... 70 15 
February ............ 129 162 
aaa 128 133 
April ......... 148 73 
BT stehsssdaisae 199 110 
UD: « bastccsvettdnicsvteed 186 103 

868 656 


For the first six months of 1955, 
“bargain - basement” advertising, 
then, sold approximately 26 percent 
more passenger cars for Chevrolet 
Dealer A than ordinary advertising 


Dealer Replies to Blast 








did for Chevrolet Dealer B—who, 
incidentally, was a much older and 
better-established dealer. 

In the sale of all motor vehicles, 
Dealer A sold better than 31 per- 
- more vehicles than did Dealer 


Let us compare two similar Ford 
dealerships. 

Dealer C is a comparative new- 
comer in the San Antonio Ford 
field, but his “bargain-basement” 
advertising is typical of this type 
of promotion. 

Dealer D is an old and well-es- 
tablished Ford dealer of about the 
same size. 


Here are the figures for new 
automobiles: 

Month DealerC Dealer D 
January .............. 52 97 
February ............ 64 87 
_ _. Seer 120 112 
REE Seasvescevetinacinde 84 95 
EES 93 127 
ID «55 ,cesseiacewscioks 121 104 

514 620 


In this particular case, “bargain- 
basement” advertising apparently 
was not able to take the lead away 
from an established dealership us- 
ing more conventional copy. 

Let us turn to total vehicle sales. 


Month DealerC Dealer D 
January . 63 128 
February ............ 78 116 
ee 136 144 
MENTE esopivctecvcineoncs 96 116 
RIC 112 167 
June 135 128 

620 794 


Here again, the same pattern is 
repeated, with the established dealer 
continuing to hold his lead against 
all of the “flashy” advertising of 
his competitor. 


At Trade by Educator 


BOSTON. — J. Gordon MacKin- 
non, executive vice-president of the 
Chevrolet Dealers’ Assn. here, has 
taken issue with Charles Phillips, 
Bates College president, over an 
article the educator wrote for the 
June issue of Reader’s Digest. 

MacKinnon said Phillips’ story 
“We All Like Competition, But 

-. 2” — “raises a doubt in my 
mind as to whether or not you 

favor the elimination of the retail 
business as we know it today.” 

Other points MacKinnon raised 
included: 

1. Price cutting. “I gather . 
that you criticize dealers for at- 
tempting to prevent price cutting. 
Let’s take the automobile business 
for an example .. . I have found 
no dealer who would be opposed to 

a cut in price of a new automobile 
if that price cut were supplied by 
the manufacturer.” 

2. Small business. “Small business 
needs protection, because .. . it is 
a@ small businessman who carries 
the flag against standardization 
and price cutting which, if carried 
out to the extreme, would .. . flat- 
ten our economy into a dull, gray 
pancake.” 

3. Auto service. “I imagine, Mr. 
Phillips, you are like the ordinary 
automobile buyer ... when you 
purchase a new car, you expect 
service ... Are you in favor of 
allowing a retailer to move into 


’ town and operate from a tent, as 


Napco Purchases 
Safety Appliances 


MINNEAPOLIS. — Napco Indus- 
tries, Inc., has announced the pur- 
chase of Highway Safety Appli- 
ances, Inc., St. Paul. This is the 
third such acquisition since Napco 
Federal Motor Truck Co., Detroit, 
was bought last August. 

The other transaction was the 
addition of its loader division from 
Westinghouse Air Brake Co. It will 
be moved here from Coldwater, 
Mich., Napco officials said. 

Highway Safety manufactures 
sanders for passenger cars, trucks 
and buses. It will continue opera- 
tions at its present St. Paul plant 
under the new management, but 
production will be stepped up, Nap- 
co said. 

Other divisions of the company 
are Powr-Pak, which manufactures 
a four-wheel-drive unit for Chevro- 
let and GMC, and Northwestern 
Auto Parts Co., maker of special- 
ized truck parts. 


-|ers and retailers ... 


one large automobile dealer has 
done in Boston to escape paying 
taxes for a year?” 

4. Fair competition. “Fair com- 
petition is a healthy tonic for any 
economy. Fair-trade laws help keep 
competition fair. Price cutting is a 
super highway toward monopoly— 
the greatest destroyer of small 
business ... The academic view of 
fair competition and the actual 
working viewpoint of what fair 
competition should be are far 
apart.” 

5. Retail operations. “Good deal- 
are good for 
the public, because they stabilize 
our economy, provide jobs, create 
wealth and supply the dollars 
which make it possible for every 
parent to hope to send his son or 
daughter to an educational institu- 
tion such as yours. Without it 
there would be no Bates College, 
there would be no small universi- 
ties, there would be nothing but 
regimentation.” 


Marquis, Burman 


Upped By L-O-F 


TOLEDO.—S. Austin Marquis has 
been named automotive sales man- 
ager, for the L-O-F Glass Fibers 
Co. and John Burman assistant 


manager, according to J. M. Johns, 


sales director. 
The pair will make their head- 
quarters in Detroit where Marquis 





A. Marquis John Burman 
was formerly regional manager and 
automotive consultant for Glass 
Fibers, Inc., which merged with 
L-O-F Glass Fibers earlier this 
year. 

Marquis had been with Glass Fi- 
bers since 1950 as district manager 
in Washington, D. C., and district 
representative in Boston before 
transferring to Detroit. 

Burman was assigned to Libbey- 
Owens-Ford Glass Co.’s office in 
New York and later as a glass fiber 
consultamt in Detroit for that com- 
pany. 





Still Champion— 


For the llth consecutive year, George 
R. Littell, Cleveland, left, receives a 
plaque designating him one of the five 
Lincoln-Mercury salesmen who has led the 
U. S. in sales for five consecutive years. 
Making the presentation is Duncan Ross, 
assistant district sales manager. Littell is 


Canadian Autos 


Set Records for 


Jobs and Output 


TORONTO.—The Canadian auto- 
mobile industry employed more 
workers, turned out more vehicles 
and netted more Federal tax rev- 
enue in May than in any month in 
its 52-year history, the Canadian 
Automobile Chamber of Commerce 
reported. 

The eight manufacturers had 42,- 
907 persons on their payrolls during 
May, an increase of 355 over April. 
Total wages and salaries were $15,- 
500,212. 

The record number of passenger 
cars and trucks produced was 58,- 
131, an increase of 4,044 over April. 

Government taxes totaled $21,- 
679,930, an increase of $2,626,880 


top salesman at Ohio Motors, Cleveland. | over the previous high in May, 1953. 


Here’s Ex-FTC Commissioner’s Definition “ss 


When Is a 


Eprror’s Note: When does a 
new car stop being new? 


This can be a vital question in 
settlement of the bootlegging is- 
sue and other problems that arise 
from time to time in the auto 
industry. An acceptable answer 
may serve to draw a sharper line 
of distinction between new-car 
dealer and used-car dealer, fran- 
chised dealer and independent 
dealer. 


Some time ago, AUTOMOTIVE 
News asked Albert A. Carretta, 
then a member of the Federal 
Trade Commission, for an FTC 
definition of a new car. 


Mr. Carretta kept the question 
in mind, and now, although his 
FTC term has expired, he offers 
a draft of a proposed rule for 
determining when a car is en- 
titled to be described as new. The 
rule has no official standing; Mr. 
Carretta submits it as an inter- 
ested party. He has now returned 
to the practice of law in Wash- 
ington. 

Mr. Carretta does not believe 
that titling deprives a car of its 
newness. He believes it may be 
titled several times—even to a 
used-car dealer—and remain new 
as long as other qualifications 
are met. However, he carefully 
spells out the use to which a car 
may be put, either in tryouts or 
as a demonstrator, before it no 
longer can be called new. 

Automotive News would wel- 
come the comments and ideas of 
readers on use of the word “new” 
in regard to cars. What do you 
think of Mr. Carretta’s defini- 
tion? 

Automobiles 


Deception as to Being “New” 

Subject to the provisos stated 
below in this rule, it is an unfair 
trade practice, directly or indi- 
rectly, to cause any automobile 
to be represented or sold in in- 
terstate commerce as “new” un- 
less such automobile meets all of 
the following requirements: 

(a) Is made throughout of 
new material and parts; 

(b) Is of a model of current 
manufacture (or of the last 
model made by a manufac- 
turer who has discontinued 
manufacturing automobiles) ; 

(c) Is unimpaired in appear- 
ance and operating condition, 
and 

(d) Has not been subjected to 
any use since completion of or- 
iginal manufacture. 

Proviso (I) to this Rule 

(I) Brief Incidental Tryout of 
New Automobile. Nothing in this 
rule, however, shall be construed 
as inhibiting use of the designa- 
tion “new” as descriptive of an 
automobile which meets the re- 
quirements set forth in (a), (b) 
and (c) above and has been sub- 
jected to no other use since com- 
pletion of its original manufac- 
ture than— 

(1) that necessary for the 
seller to inspect and determine 
that it is in proper operating 
condition; and 

(2) that incident to brief try- 
outs by prospective purchasers, 
which are restricted to a sam- 
pling of the automobile’s per- 
formance and its suitability, and 


Car ‘New’? 





are so limited in duration and 
number as not to result in any 
appreciable wear to, or impair- 
ment of the new appearance of, 
the automobile or any part or 
parts thereof (see note below); 
and provided also, that no de- 
ception is practiced in connec- 
tion with the sale or offering for 
sale of such automobile, and no 
accompanying or accentuating 
claim or representation is made 
importing or implying that the 
automobile has not been sub- 
jected to tryout by prospective 
purchasers, or by others, when 
such ig not the fact. 

(Note: Such tryouts by pros- 
pective purchasers mentioned 
above in paragraph (2) of this 
rule are not only to be of the 
character specified and of brief 
duration, but are also to be lim- 
ited in number as opposed to ex- 
tended or repeated use, whether 
as tryout or otherwise. 

(Tryout operations of the au- 
tomobile aggregating more than 
a@ day may necessitate classi- 
fication of such automobile 
either as a demonstrator or 
used automobile, or as one com- 
ing within the provisions of 
Proviso (III) to this rule under 
which disclosure of the amount 
of service to which the auto- 
mobile has been subjected is 
necessary when describing it as 
a “new” automobile, in order 
to assure against misleading or 
deceiving purchasers or pros- 
pective purchasers.) 

Proviso (II) to this Rule 

(II) Application of Word “New” 
to Noncurrent Model. When the 
automobile is not of a model of 
current manufacture, or not of 
last model made by a manufac- 
turer who has discontinued man- 
ufacturing automobiles, but meets 
the other requirements specified 
in (a), (c) and (d) above, noth- 
ing in this rule shall be con- 
strued as prohibiting the de- 
scription of such automobile as’ 
“new” provided that, in immedi- 
ate conjunction and with at least 
equal conspicuousness or prom- 
inence, clear and nondeceptive 
disclosure of such fact is made. 

Proviso (III) to this Rule 

(III) Use of “New” With Quali- 
fication When Tryouts Do not 
Exceed 10 days in Aggregate: 
When the automobile meets all 
requirements of (a), (b) and (c) 
set forth above in this rule, but 
has been subjected to use in in- 
spections or in tryouts by pros- 
pective purchaser or purchasers 
for a total period of not exceed- 
ing 10 days and has been sub- 
jected to no other use or service, 
nothing in this rule shall be con- 
strued as prohibiting the de- 
scription of such automobile as 
“new” provided such word “new,” 
and representations of similar 
import, are accompanied, in im- 
mediate conjunction and at least 
with equal conspicuousness and 
prominence, by a statement non- 
deceptively disclosing the fact 
that the automobile has been 
subjected to such tryout use for 
a@ period not exceeding 10 days, 
as for example: 

“This is a new automobile 
which hag been in trial use for a 
total of not more than 10 days.” 


























































MUTUAL 
BROADCASTING SYSTEM 


announces the opening of a new 


DETROIT SALES OFFICE 


and the appointment of 


John “Shoes’’ Donohue 


as manager 


Guardian Building - Detroit 26, Mich. - WO 11-7200 


4 


€ «++ ask him about the Mutual Dealer Pian... 





a completely new concept in Automotive Advertising 

















900 ROOMS WITH BATH 342 


Television and 
Radio Available 


No charge 
for 
Children! 


LAFAYETTE BLVD 
AT FIRST ST 


Phone 
WOodward 3-7100 


JERRY MOORE 
General Manager 


AIR-CONDITIONED 
ROOMS 


for seat covers that keep new-looking longer, 


SPECIFY 


high tenacity 


Wyewe 


beautywear seat cover fabric 


Road-tested for over 2 years by over 1,000,000 American motorists. 


© Resists Burns © Stops Shock © Won't Fade 
© Prevents Scufts © Air Conditioned Comfort © Repels Stains 





Genuine Nycar is made only by 


ELLENBORO MILLS, INC. 


a division of Neisler Mills, Inc., Ellenboro, N. Carolina 


THE WORLD'S 
LARGEST 
MANUFACTURER 
OF AUTOMATIC 
VEHICLE WASHERS 


ER 5000 DEALERS # 


SPECIFY STEMAC PERSONALIZED 
NAME PLATES 


{ J 
100 Feet of 48-12” x 18” Pennants 


, ASK FOR DETAILS All-Weather oa Bk 


. , Money refunded if 
1281 SO. CHEROKEE MYRLO COMPANY | 
DENVER, COLORADO | 2168 W. 25th, Cleveland 13, Ohio, dept. N 
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dence county of any defendant, 
or if the state is a party, in 
Travis County (Austin). 


Connecticut lawmakers enacted 
a bill to “promote industrial peace” 
by stipulating that an employer 
cannot advertise for help if a strike 


is on at his place of business 
less he states in his advertisem 
that the place is strikebound. 

Also given Connecticut legislat ve 
passage was a bill to prohibit racial 
or religious discrimination in .d- 
vertisments of jobs. 


n- 
nt 


Legislative 
Roundup 





















(Continued from Page 23) 


OWNERS OF NEW CARS IN POPULAR 
PASTEL COLORS CAN'T RESIST 


HULL AUTO COMPASSES 


IN NEW CAR 


Ohio, Texas. and Wisconsin. This | 
trend, to the extent that state laws | 
do not conflict with GAW, will sig- 
nificantly figure in the new plans 
of the Ford and GM type. 


* * * 


Boosts in California 


NEW California law increases 

the maximum weekly benefit | 
from $30 to $33; boosts the high 
quarterly earnings required for 
such maximum from $780 to $840; 
increases the minimum total re- 
quired to establish a valid claim 
from $300 to $600, and increases 
the penalty for making a false 
claim to ineligibility for 10 rather 
than five wecks. 


Connecticut lawmakers in- 
creased maximum benefits from 
$30 to $35 a week, while a bill 
enacted in Michigan boosted 
maximum weekly benefits for 
those with dependents from $42 
to $54 a week. 


The Michigan measure, however, 
made no change in the $30 maxi- 
mum for single workers. It abol- 
ished the so-called “death penalty” 
clause, eliminating the work cred- 
its of workers who quit a job, take 
another and then are laid off by 
the second employer. The bill also 
broadened the law to apply to em- 
ployers of four or more persons, 
instead of eight or more. 


Bills enacted in New Jersey in- 
creased maximum weekly unem- 
ployment and temporary disability 
benefits from $30 to $35. Ohio 
boosted maximum weekly benefits 
from $30 to $33 and the maximum 
— for dependents from $5 
to $6. 


A bill enacted in Texas increased 
maximum weekly benefits from $20 , 


to $28. It prohibits paying benefits ‘ 
to any person unemployed because a Ll | a "a if I if q | 
PRODUCTION 


of refusal to cross a picket line. 
i 


The measure also prohibits benefit 
GREY IRON GASTINGS 


payments to persons unemployed 


because of a strike called by a 
union of which they are a mem- 
ONE OF THE NATION’S 
LARGEST-AND MOST MODERN 


ber—either within Texas or with- 
out, 
Approved by both branches of 
the Wisconsin Legislature was a 
measure increasing maximum 
weekly unemployment benefits from 
$33 to $36 a week. 

* x * 
Law Curbs Pickets 
Amore other developments af- 

fecting labor relations, a bill 
enacted in Texas is intended to pre- 
vent organizational picketing where 

y man | ‘ ‘ed 
to be represented by a labor union. PRODUCT ION mele) N DRI ES 
It is designed to stop picketing in 
cases such as Port Arthur’s long Jt 34 
battle over efforts to unionize re- 3 
tail stores. 

Another new Texas law ex- 
tends venue in trying alleged vio- 
lation of other state labor laws, 
such as the anti-mass picketing 
and anti-secondary strike act. 
Under the new measure, suits can 
be filed either in the county of 
the alleged offense, in the resi- 
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IT'S BRAND NEW in Hull Auto Compasses! These fa- 
mous, precision instruments are now available in a six- 
color range of NEW CAR TONES to match or blend 


with the brighter finishes of miost new cars. Color con- 
scious owners cannot help but purchase these sparkling 
new Hulls that so obviously ‘belong’ in their late 
model autos. Actually, it's a brand new market for Hull 
Compasses. The new colors do not, in any sense, re- 
place standard Hull finishes, which are universal in 
appeal, and which will continue to be supplied. But 
countless motorists who have, thus far, failed to buy 
Hulls for their important driving advantages will now 
hurry to your counters for HULL AUTO COMPASSES IN 
NEW CAR TONES! 


HERE ARE THE NEW COLORS 
@ LIGHT GREEN @ BLUE © OFF-WHITE 
@ YELLOW @ CORAL @ BLUE-GREEN 


Order No. 650 Beaconlite Assorted New Car Colors or 
No. 550 Streamline Assorted New Car Colors for one 
of each color in half-dozen cartons; or specify individual 
colors desired in either model number. 


AVAILABLE FREE F 
(With Orders for 2 dozen or more) F 


Attractive New Counter or Window Display to Stop 
Customer Traffic. Holds Complete Assortment of Six 
of Either Model. 


WRITE FOR COMPLETE DETAILS, FULL-COLOR ILLUSTRATION 
HULL MANUFACTURING CO. 


P.O. BOX 246. MA WARREN, OHIO 











a majority of employes do not wish 


ESTABLISHED 184 


aoe COMPANY 


Aas DIVISION 


: MAS (die: AND NTS 


"CHATTANOOGA 2, TENNESSEE 


MANUFACTURING PLA 


Belgian Exports 
Of Automobiles 
Rise During ’54 

BRUSEELS, Belgium.—The Bel-| ee eee 
gian Foreign Trade Office has re- 
ported that exports of both new 


and used cars in 1954 increased 
over 1953. 


Figures given were 8,792 new 
cars and 2,169 used cars for 1953 
against 12,631 and 4,363, respective- 
ly, for last year. 


This growth was credited to the 
rise in assembly facilities in Bel- 
gium. However, all cars exported 
are of foreign origin, Belgium hav- 
ing no native autos of its own. 

Among the companies assem- 
bling here are Ford, General Mo- 
tors, Studebaker, Renault, Volks- 
wagen and Mercedes-Benz. It is 
expected that Bruetsch will start 
assembly here soon. 
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n ee Car, Truck Output Estimates Chevrolet, Oldsmobile Climb Sharply . . . 
a By Automotive News , 
2 yas Ca Output Rises to Near Record 


(U. S. PRODUCTION ONLY) 





Week 


Week dan. 1 dan. 1 








Total Cars, Trucks, 





(Continued from Page 1) 


the week ended April 30, but also 
helped produce the division’s mil- 


The same milestone was not reach- 


ued to erect cars on about equal 
levels; AM at 3,305 and S-P at 





cliques or groups, and we must 
show that we like them by our at- 


Same . To To rtages ed until late August in both 1950 
suly. 16, Week, July 9, 1965, duly 17, July 16, Se at ao and 1954. 3,346. Kaisers Motors’ lines were 
1955 1954* 1955 To Date 1954* 1955 * * * closed last week. 
AMERICAN MOTORS 3,305 2,037 2,082 «6,996 = «54,757 -111,043|_ Producing on an average of 25,-| ()LDSMOBILE’S production of . &. 
875 818 500 «1,501 +=«:16,363 35,526 602 cars a day, the industry as- 15,104 cars last week erased its 
a Sa sembled 332,824 units during the| former high of 14,451 during the Atlanta Auto Plants Set 
EINER cvvcecceessenssevescecsvencess 2,430 1,219 1,532 5,495 38,394 15,517 first 13 working days of July. Con- week ended May 21. 6-Month Output Marks 

CHRYSLER CORP. ...... 24,000 13,816 17,729 45,555 409,443 838,581 |tinuing at this pace, the makers| Other GM divisions were running T tine haa 

CUNT ees eeeceecseoeen 3,800 1,620 2,752 7,016 59,783 118,769| Should end the month with an/st normal production rates last), ATLUANTA.—Like the auto in- 
‘ estimated 640,000 erections. week—Buick at 17911. Cadillac at|%UStry as a whole, Atlanta area 
ED. ssectesevececevseveesstevs 2,100 1,318 1,678 4,149 40,465 84,044 6. 8 3200 and Pontiac > t 12.200 auto plants established new output 
SID Sastinsssecsevsnsnesnvvoree 3,600 2,525 3,391 7,036 72,466 186,224 AbDING the estimated July out-| "ford division, running more than |™&rks during the first half of this 
Plymouth «0000.0... . 14,500 8,353 = 9,908 += 27,354 236,729 449,544 put to the 4,256,856 (revised)|, week behind Chevrolet in total |¥@®- 
FORD MOTOR ............ 45,585 31,355 35,664 89,632 993,688 1,240,154 | cars built during the first half, the| car production, assembled an esti-| _ Included are the Chevrolet and 
37,785 26,484 29,825 73,894 808,083 968,841 manufacturers should complete the | mated 37,785 cars last week to climb | Buick-Oldsmobile-Pontiac plants 
OT onnsnsseeeeeessressersseereee r first seven months with an estimat-|to within 31,000 units of its mil-| of General Motors, and the Ford 
NOE “scctetvicsigecrssossvcters  étasaevel> DO tatcarners | cseettans 23,380 21,676 ed 4,896,900 completions behind lionth car of 1955. division plant. 
PCT OUEY  orcccecessccscosssceees 7,800 4,506 5,839 15,738 162,275 249,637 — ai « » ont [c Se ‘ Chevrolet’s production for the 
OTO .. 92, y y 1,653 2,271,581 at would leave the makers only INUING a present pace, | first six months totaled 73,801 cars 

GENERAL ™ _ pe as aaa aan ‘an aa: ‘aan 103,000 units away from the five- C it should reach that milestone |and trucks, as compared with 56,- 
BUICK «...--oeesssseeeesseeereeee - . : millionth car mark—a milestone|on Friday, July 22. Its counterpart | 287 units in the like period of 1954. 
Cadac oo... eee 3,200 62,521 82,585 9 6,430 = 67,657 += 88,631 | that should be reached on about |of 1954 wasn’t built until the first} The B-O-P plant produced 105,- 
OUND ccisesccssscnescevses 43,700 28,973 35,424 86,368 824,020 1,025,310 | Thursday, Aug. - A ey = ae —= of September last year. 684 cars this year, as compared with 

pinstesienes , y F 44, 42 | 637 cars was built during the entire ercury, with only its Metuchen | 48 396 during the first six months 
— - i: a mae aa a eve pager 52 weeks of 1954. (N. J.) plant scheduled to work | of '54. 
PONTIAC .......--.--e reer - Ene ’ , : Although they quickened their | Saturday, built an estimated 7,800 The Ford plant produced 60,635 
f KAISER MOTORS ...... ......... BE casencsene ——_sessnnnns 14,452 6,661| pace slightly last week, truck | cars last week. Lincoln, down for| cars and trucks during the first 
EE isivduésctpnnsitoveresecs este Mieadehe |) aieeiaee) . Terenas 5,783 1,002 | manufacturers were running | changeover to its 56 model, has not| six months, a sharp increase from 
a i as haa OD eee hal 8,669 5,659 about 9 percent behind June’s | returned to production. the 38,441 units turned out during 
CORP 3,346 1.045 2,377 5,983 65,840 121,660| P2ce- The truck makers built an Despite work stoppages brought | the same period of ’54. 

S-P CORD. «.00..-0--eeesoee- y - 4 estimated 54,248 cars during the on by a strike at Budd Co., Chrys- It also was learned last week that 
ONIN, aiccinssevcornainssssens 1,550 805 «1,174 2,760 20,364 + 46,080 first 13 working days of July, as | ler Corp. produced 24,000 cars | the B-O-P plant at Doraville, Ga. 
Studebaker ................. 1,796 240 1,203 3,223 45,476 75,580) compared with about 59,000 dur- last week, a 6,000-unit increase | will undergo an expansion pro- 

———S=———————— —- ——_| ing the same period of June. Con- | from the previous week. Plym- | gram that will add 147,000 square 
Total Cars, U. S. ........ 168,351 106,724 134,101 332,824 3,191,513 4,589,680 | tinuing at the present pace, the outh scheduled 14,500 cars; |feet of space to the plant. The 
* makers will erect in the neigh- | Dodge, 3,600; DeSoto, 2,100, and | Fisher Body plant here also is to 
| ‘Revised pmo a ae Re eel a — _— ‘ a ‘ be increased by 91,000 square feet, 
month. month produ = merican otors rp. andj|a spokesman for that GM division 
COMMERCIAL CARS ; 943 units. Studebaker-Packard Corp. contin- said last week. 
(U. S. PRODUCTION ONLY) If the July estimate is equaled or 
Week Week Jan.1  Jan.1 | bettered, it will give the truck man- 
Ended Same Beene guly, ‘ =. ‘ aaa reap ogee a total of Rinages — 
July 16, Week, uly 9, , uly 17, Jui »|in the first seven months and leave D i T i] M 
1955 1954* 1955 To Date 1954* 1955 them only 250,000 units shy of the e a e r S Ee e 
CHEVROLET ................ 10,000 6,205 8,054 20,245 195,461 217,214) million trucks predicted for 1955. 
DIAMOND T .................. 175 57 101 236 1,931 2,909 . F ® 
= RENNIE odeesnnsstsipoxcdtncnssbcsens e seain 80 170 2,049 2,004 pepe yt = - a — (Continued from Page 3) 
of 4, rucks a day, that mar 

DODGE ne... eee 2,500 1,681 1,341 2,905 51,955 58,008 could be reached by about Oct. 11.| them out. We must carry them out|this is to emphasize the human 

I sic eds siaacncsrsvtaétess 7,400 5,912 5,893 14,900 176,035 208,945| The truck industry produced 641,-| if we are to take the fullest advan-|side of your company. Carrying 

Nl acetals st cae 2,050 1,026 1,696 4,001 48,526  54,325/188 units in the first half, or 14.7| tage of the glorious future for|out such a program, of course, is 

INTERNATIONAL ...... 2,805 1,703 2,238 5,759 58,206  76,555| percent more commercial vehicles | Which this trade is destined. an unqualified application of the 

MACK 315 122 255 685 3,800 7,482 |than were assembled during the se Ss free enterprise system. I am sure, 

oe 2 first six months of 1954. The Responsibilities after forty-six years of experience, 
ities Sucuaiiaies 110 59 92 229 5,577 2,894 GM’s output of 92,115 cars last "1 - that while recognizing the chang- 

STUDEBAKER ........... 398 111 219 1,065 7,391 11,432) week erased its old high of 91,- _ are these responsibilities? | ing conditions these truths are al- 

I oo csecesesihseini oo. 267 «682 5,621 ~—-7,698| 940 cars produced by its five divi- As businessmen selling and|ways basic and unchanging. To act 

sions during the week ended servicing automobiles we must COn-|on these truths is the sure and 

IUD askisassbntcrcnssncssseors 1,710 1,409 1,236 3,176 34,718 43,165 April 30. stantly assume social responsibili-| certain way to success. 

MISCELLANEOUS ..... 105 67 80 195 4,235 2,805/ Chevrolet’s new high of 43,700 ra in our communities. a 

Se ee ee ee eee ea ae a rr en i rr ee e and our staff must e . 
Total Trucks, U. S. .. 28,053 18,352 21,552 54,248 596,005 695,436 | its former high of 41,423 during | people, all people, not particular O’Connor Retires 


From Oldsmobile 


BE deltaic ieliteoni 196,404 125,076 155,653 389,072 3,787,518 5,285,116 | jionth car on Wednesday, July 13.|titudes and actions. 
Total Cars, Trucks, ° aaa a ‘dis ae eine aan sade chendaes tae -' Olds. 
7. r - ” 
Canada. ................. 11,970 5,217. 11,575 25,440 258,042 305,555 "Tire Shipments Nise and services in a way. that | Mobile's general sales manager, has 
Grand Total, meets public approval. In this retired after 32 


Cars and Trucks, 


U. S. and Canada .208,374 130,293 167,228 412,512 4,045,560 5,590,671 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 


Ford Becomes Second 


To Offer Seat Belts 


(Continued from Page 2) 


that there is less chance of injury 
when the motorist is held in his 
seat and kept within the “pro- 
tective enclosure” of the vehicle. 


“We have also learned,” Haynes 
added, “that the driver who is 
restrained snugly behind the steer- 
ing wheel by his seat belt is less 
likely to lose control of his car 
during a minor accident and—as 
a result—be injured in a secondary 
collision.” 


Gas Retailers 


To Hear Bird 


DETROIT.—William J. Bird, 
Plymouth sales vice-president, and 
Frank Porter, president of the 
American Petroleum Institute, will 
address the ninth annual session 
of the National Congress of Petro- 
leum Retailers here Aug. 21-26. 


Other speakers will include Otis 
B. Ellis, general counsel of the Na- 
tional Oil Jobbers Council, and H. 
A. Inness Brown, publisher of The 
Gasoline Retailer. The convention 
will be held at the Sheraton-Cadil- 
lac Hotel. 





He said that the Ford seat 
belts will be adaptable to all 
Ford Motor Co. cars from ’55 
to current models. The belt web- 
bing is made of nylon-cotton 
about four inches wide. Buckles, 
said Haynes, will clamp easily 
and can be adjusted or unfasten- 
ed with one hand, leaving the 
other free for steering. 

The belts were tested in actual 
crashes with manikins that record- 
ed the force of blows received by 
means of sensitive electronic in- 
struments, Haynes said. 


Byron Jackson Approves 


Borg-Warner Merger 


LOS ANGELES. — The board of 
Byron Jackson Co. has approved 
the proposed merger with Borg- 
Warner Corp., according to E. S. 
Dulin, president. 

Aug. 23 has been set for a special 
stockholders’ meeting to act on the 
proposal, Dulin said. Borg-Warn- 
er’s board previously approved the 
merger. All stockholders of record 
as of July 11 will be entitled to vote 
on the matter, Dulin said. 








Remain at High 
Level in Month 


NEW YORK. — Manufacturers 
shipments of passenger-car tires 
continued at a high level during 
May when 8,663,860 were sent from 
factories, according to the Rubber 
Manufacturers’ Assn., Inc. 

The association said that this 
figure was slightly under the 8,732,- 
860 shipped in April, but was 1,300,- 
000 above the tally for May, 1954. 

Production of car tires was 8,- 
741,580 units in May, an increase 
of 9.27 percent above April. In- 
ventories at the end of May were 
12,234,650 tires, compared with 
12,197,337 at April’s close. 

Truck and bus-tire shipments for 
May totaled 1,201,795 tires, down 
from April’s 1,204,179. Production 
was 1,207,822 units, up 4.74 percent 
from April. Inventories of truck 
and bus tires were 2,700,878 on 
May 31 compared with 2,692,487 
units on hand Apr. 30. 

Shipments of automotive inner 
tubes in May were 3,232,696 units, 
just under April’s figures of 3,249,- 
716 inner tubes. Production was 


3,004,978 tubes, 5.95 percent over|} 


April. Inventories listed 7,735,241 


tubes, 2.69 percent lower than a]: 


month ago. 


Omaha Auto Show 


Set for February 


OMAHA. — The Omaha New Car 
Dealers Assn. will hold its annual 
auto show Feb. 3-12. 

According to Edward V. Hulac, 
association president, the show will 


|be staged in the new municipal 


auditorium. 


growing market we just can’t be 
sharp shooters. 

Our operating policies must be 
formed and carried out in re- 
lation to their effect on all ele- 
ments of our dealership — our 
workers, our customers, our 
bankers, our factories, our neigh- 
bors, our competitors and our 
government. 

We must make sure that all con- 
ditions within a dealership are 


so they will contribute to the wel- 
fare of all of those groups of 
people I have mentioned. 

And last, we must see to it that 
our public is made aware of the 
importance, to them, of the serv- 
ices we render. One good way to do 





40 Acres Under One Roof— 





| M. J. O'Connor jr. 
the best. that we can make them | 


years with Gen- 
eral Motors, 22 of 
which were with 
Oldsmobile. 

After five years 
with E. I. duPont 
de Nemours & 
Co., O’Connor in 
1923 joined GM 
in the New York 
office’s statistical 
section. He came 
to Detroit in 1927 
to organize and direct the automo- 
bile registration statistical depart-: 
ment. 

In Nov., 1933, he joined Oldsmo- 
bile’s sales department. In 1950 he 
was named to the position he held 
until retirement. 





Aerial view shows Ford’s new assembly plant at Mahwah, N. J. It is the third in 
the division's network of 16 assembly plants to be engineered with modern materials- 
handling methods developed since World War II. Occupying 40 acres under one roof, 
the plant is producing 540 units in one eight-hour shift. It is designed, however, to 
produce 1,080 cars and trucks in a 16-hour day. 














CHICAGO.—R. M. Buzard, truck 
sales manager for International! , to 6 p.m. and 8 am. to £:30 
Harvester Co., has announced that | pm. Saturdays. The new Richmond 
a motor truck branch hag been| branch will be located on a three- 
opened in Winston-Salem, N. C.,| acre site near the baseball pari. 


CLASSIFIED ADS 


Reaching an estimated 150,000 readers engaged in all branches of the nation’s 
a aha) RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH 
INSERTION. POSITION WANTED ADS, 11c PER WORD. PAYMENT IN ADVANCE OF 
INSERTION REQUIRED. Ads may be signed with full name and address at regular 
Add One Doller ($1) ey ee 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per 
column inch. CLOSING: TEN DAYS IN ADVANCE OF PUBLICATION DATE 


rates supplied upon request. 


Monday through Friday fro 8 
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House May Call Makers Later .. . | Harvester Opens and _that contracts have | een 
Pe ae ce ee ee Richmond, Va. 
; Truck Branch Buzard said the Winston-S: lem 
L S e aye branch will offer truck se: vice 


Until ’56 Session | 


(Continued from Page 1) 


tice, Federal Trade Commission 

and the manufacturers, which 

have not appeared before the 
subcommittee in regard to the 
three industry measures. 

Klein said hearings might be 
scheduled during the Congressional 
adjournment this summer or early 
next year. 








would come up early enough in the} 
next session to allow Congress to 
explore the issues thoroughly. 

A bare quorum of the nine- | 
member subcommittee was pres- | 
ent at the executive session dur- 
ing which it was decided to defer 
action. Klein said the vote of 
members present was unanimous. 

Klein appeared especially anx- 
ious to get the opinions of manu- 
facturers on the proposed legisla- 
tion. He said he would be willing | 
to take the hearings to Detroit for 
their convenience. 

+ + + 

EP. CARL HINSHAW, Cali- 

fornia Republican who spon- 

sored the phantom freight bill, 
commented that he agreed with the 
subcommittee’s decision to hear ad- 
ditional testimony. 

He is not a member of the 
Klein group, but sat in on the 
open hearing on the three bills 
July 6 and did a considerable 


industry. 





Me el ee 


* * * rates. 


E TERMED it unfortunate that 
auto legislation, which he rec- 
ognizes as important, came up so 
late in this session. However, he 
expressed belief that the matter 


: Dodge Dealers’ Truck Bids 


Only Six Cents Apart 


BUFFALO.—Only six cents sep- 
arated two Dodge dealers’ bids on 
two new police tow trucks. 


“T’ve never seen bids so close,” 
said Joseph R. Stiglmeier, purchase 
director, “especially when we had 
10 dealers bidding.” 


Rewards of Learning— 


A four-year scholarship to the Newark 
College of Engineering is presented Ed- 
ward F, Moran jr. by James D. Abeles, 
Purolator Products president, left. Con- 
gratulating his son is Edward Moran, a 
timekeeper at the Purolator plant in Rah- 
way, N. J. The scholarship is awarded 
annually by the firm to the child of an 
employe who ranks highest in a competi- 
tive examination conducted by Princeton 
University. 


Contract 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 


DETROIT 26, MICH 





POSITION WANTED 


SALES MANAGER AVAILABLE any time 
between now and January Ist, 1956. 
Presently managing a 500 car deal— 
would consider 300 to 750 car deal. Prot- 
estant, Mason, under 40, 18 years’ ex- 
perience. Must be Chevrolet or Ford deal 
with very healthy five figure income. 
Complete knowledge in phases of opera- 
tion. Box 5134, c/o Automotive News, 
Detroit 26. 


WANT POSITION WITH any ‘Big Three’ 


HELP WANTED 


SERVICE MANAGER FOR large volume 
Ford dealer in St. Louis. Aggressive 
dealer needs ambitious service manager 
thoroughly experienced and capable of 
managing, supervising and developing 
complete large volume service depart- 
ment. Salary and bonus. Write Box 5106, 
c/o Automotive News, Detroit 26. 


TRUCK SALESMEN—We are paying up 
to 50% of gross profit to truck salesmen, 
with drawing account and protected ter- 
ritory to those who can qualify. Houston 








Humphrey Brothers 


Add 5th Dealership 
MILWAUKEE. — Interest in a 


Brost Motors bid $2,598.97 each, 
or $5,197.94, and Conshafter & La- 
Spisa bid $2,599, or $5,198, for the 
two vehicles. Each submitted iden- 
tical $1,175 tradein allowances for 
four old trucks. Brost also was ap- 
parent low bidder—$11,222.79—for a 
four - wheel - drive fire department 
tow truck. 


amount of questioning of wit- 
nesses. 

This is the second year in a row 
that time has run out on NADA. 
Last year, the House approved bills 
designed to curb bootlegging and 
outlaw phantom freight, but Con- 
gress adjourned before the Senate 
could act on them. 


fifth automobile dealership has 
been acquired by Glenn L. and 
Murel Humphrey, local dealers. 
The brothers and Herman Bue- 
low have purchased Union Chevro- 
let Co., Burlington, Wis., from 
Bryan Roberts of Burlington. The 
new dealership will be known as 





Humphrey Chevrolet Sales, Inc. 








is really a city of opportunity with over 
5,000 GMCs running the streets. General 
Truck Sales, 4104 Harrisburg Bilvd., 
Houston 3, Texas. 


I NEED A HELPER to run a Buick and 


Olds dealership in the best town of 10,000 
in Michigan. 200 to 300 car setup. Must 
be able to close deals and take charge 
part time. Excellent deal for right man. 
Also need a GM bookkeeper. Call or 
write Willard H. Johnson, Greenville, 
Mich. 


SERVICE MANAGER for northern New 


Jersey dealership—Ford or Mercury ex- 
perience. Man needed must really man- 
age all phases of service operation. Top 
salary plus percentage. Write full par- 
ticulars first letter. Box 5133, c/o Au- 
tomotive News, Detroit 26. 


dealer as general manager with oppor- 
tunity to buy in. Am general manager 
of small dealership. Age 39, married. Can 
close new car deals and appraise used 
cars. Knowledge of parts and service. 
Can get factory approval. Box 5135, c/o 
Automotive News, Detroit 26. 


SALES MANAGER—Age 28, desires posi- 


tion with one of ‘‘Big Three’’. Good au- 
tomotive retailing background. Experi- 
enced in training and directing sales 
staff. Also in appraising new and used 
cars. Employed at present as new and 
used car sales manager by 2 to 300 car 
dealership. Can furnish references as a 
good producer. Available for immediate 
employment. Prefer location in Va., North 
or South Carolina. Write Box 5122, c/o 
Automotive News, Detroit 26. 


LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 


SALES OR GENERAL manager. Partner- 
ship changes make available a top flight 
retail automobile executive of proven 
ability. Seeking position 450 to 1000 car 
dealership. Personal and business back- 
ground will bear most searching scrutiny. 





DISTRICT SALES MANAGERS 


Large automobile manufacturer has openings 


in several locations for experienced district Prefer 150 miles from New York City. 
sales managers or for men with successful Box 5123, c/o Automotive News, Detroit 
automotive sales experience who are capable 26. 


of building a dealer organization and assist- 
ing with marketing problems, Prefer college 
graduates, age 25-40. Company car and ex- 
penses, Excellent opportunity. Reply Box 5138, 
c/o Automotive News, Detroit 26, giving 
details of experience, personal qualifications 
and snapshot. 


WANTED—AN AGGRESSIVE dealer who 
would like to retire from the daily wor- 
ries of his dealership. Let me accept full 
responsibility of your business. Have 25 
years’ experience with thorough knowl- 
edge of all phases of a dealership. Can 
furnish A-1 references. Prefer central or 
southwest location. Box 5124, c/o Auto- 
motive News, Detroit 26. 





MIDDLE ATLANTIC EAST NORTH CENTRAL 


WES COON 


MOUNTAIN STATES 








NEW YORK CITY'S 


PROFITABLE SIDELINE. Sell coveted 


Seai of Auto Integrity with sales aids to} SALES MANAGER—GENERAL manager. 





SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctioneers—David 8B. mon 
John W. Becker 





AUTO AUCTION 


TIM ANSPACH 


“Midway,” Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 


(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 











MANHEIM AUTO 
AUCTION 


AUTO AUCTION 


GRAND RIVER and Telegraph 


U. S. 16 and 24 
On the outskirts of Detroit, Mich. 


THURSDAY 
At 12:30 P.M. — KE. 1-9694 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


very Monday, 12:30 P.M. 
“WE NEVER MiSs” 

All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 

On U. S. Poute 20A Prone 9009 


Sale E 








Attention Dealers 


CLEVELAND 
AUTO AUCTION 


Held Every 


TUESDAY 


Phone Endicott 1-2100 
CLEVELAND, OHIO 


Member of NAAA 
Manny Weiser, Owner 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Deaiers Only 
Auctioneer: Col, W. E. “Bill” Nagy 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All ‘51s and later are 


guaranteed against defective 
blocks, transmissions, differen- 


; AUTO SALES-SERVICE—A handli 
NEW JERSEY'S ORIGINAL tials, motors, taxis and flood POSITION WANTED Willys—Kaiser-Frazer ouunaie, Modern 
AND ONLY AUCTION 4305 EUCLID AVE. cars. Te encourage this classification fer the cement block building. Attractive show- 


Member of NUCDA and 
NAAA, Inc. 


— Owners — 
Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 
Phone Denver, SUnset 1-7821 





high calibre dealers. Steady extra month- 
ly commissions. Write lines carried, ter- 
ritory covered. Meritseal, Inc., 2 Depot 
Plaza, White Plains, N. Y. 


LARGE DEALER WITH leading make car, 


expanding with new 1500 car franchise 
in the east, needs new car manager, used 
car manager, office manager, service 
manager. Wonderful opportunity to grow 
with established and responsible dealer. 
Our men know of this ad. Give full de- 
tails in first letter. Replies held in strict 
confidence. Interviews arranged at our 
expense. Box 5121, c/o Automotive News, 
Detroit 26. 





COMPLETE PROTECTION G@ 
AUTOMOTIVE NEWS’ READ 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 


benefit ef those seeking empleyment, 
Werted Ads ere eccepted at 
ated rae Tg 


a) a 


no regvier retes, 
insertion. $1.00 per in- 
a Thal 


CTT BZ 


werd fer each 


sertion for use ef « ben number 


im odvance Half-rote does not 


to display ads in this section 


ACCOUNTANT-BUSINESS manager with 


volume retail management background. 
Now available to sales minded dealer 
who finds himself grounded by functional 
details and seeks a dependable adminis- 
trative assistant with intelligence, initia- 
tive and prospective to shoulder the func- 


SAN FRANCISCO, CALIF. 


Experienced in all departments of new 
car dealership. Most prominently as gen- 
eral manager for a large Ford dealer. 
Sales manager and minority stock hold- 
er in a large Pontiac dealership. All ex- 
perience with volume dealers. Presently 
employed as sales manager for large 
Pontiac dealer. Would like better oppor- 
tunity for expansion. Can qualify as 
dealer except for capital. Would prefer 
Florida location. Record is excellent; ref- 
erences are the best. Box 5125, c/o Au- 
tomotive News, Detroit 26. 


GENERAL MANAGER —Specialized heavy- 


duty truck sales. Employed, age 43, 
family. 20 years’ experience—dealership 
and factory branch management. Desire 
position western or southern states. Ex- 
cellent references. Box 5126, c/o Auto- 
motive News, Detroit 26. 


I am leaving 
Indiana the middle of August for the 
above city. 39 years old—20 years retail 
auto sales. Prefer position with ‘‘Big 3’’ 
auto manufacturer or large auto agency. 
Full background available at your re- 
quest. Reply Box 111, Richmond, Ind. 


CHEVRO: ASSISTANT parts manager, 


experienced all phases, desires manage- 
rial position with future. Box 5081, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 





room—N.E. Ohio, sales 9-year period 
$928,000, priced with property. Apple Co., 
Brokers, Cleveland, O. 


PARTNER WANTED: Dealership handling 


Chrysler-Plymouth located midwest, large 
metropolitan city. 800 car potential. De- 
sirable location—heart of city. Beautiful, 
modern building with excellent service 
facilities. Established business, going 
good. $50,000 will buy % interest in 
$150,000 established dealership that is 
now doing $2,000,000 sales with much 
greater potential. Must see to appreciate 
Owner’s ad. Box 5136, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING one of the 





a 
i 


MANHEIM, PA. Michigan’ “ tional detail and maintain continuity of “ ” 
n's Best Big 3’’ in Madison, Wis., doing in ex- 
ce productivity and efficiency in depart- . f : 
On Route No. 72—4 Miles Off Phone: ARdmore 6-4720 Wire COLORADO AUTO mental functions and provide dealer with ‘ties <7 a yn ny —— : 
Pa. Turnpike AUCTION FAX factual operating information for finger-| town over 150,000 potential. One of the 


10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 
Sale every Friday 10:00 A.M. sharp 

. Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.A.A.A. 


Phone Manheim 5-2401 


EAST SUUTH CENTHKAL 





JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 





Denver, Colorado 


AUCTIONEERS: 


Colonels Johnny Wood and 
Dean Davis 





For Quick Results 
Use Automotive News 
WANT ADS 


tip management. Available for interview. 
Will relocate—prefer area New York to 
District of Columbia. Box 5110, c/o Au- 
tomotive News, Detroit 26. 


GENERAL MANAGER or sales manager. 


Age 27, six years’ experience in automo- 
tive dealership. Complete knowledge of 
Lincoln-Mercury operation. Know how to 
accept full responsibility. Can furnish 
best of references. Able to build and di- 
rect sales force. Will answer all replies 
and able to go anywhere. Box 5127, c/o 
Automotive News, Detroit 26, 


best dealerships in the north centra! 
states. Owner wants to retire. $150,000 
will handle. Box 5137, c/o Automotive 
News, Detroit 26. 


OLD ESTABLISHED DEALERSHIP han- 


dling Dodge-Plymouth. Gulf coast area 
Parts, equipment and fixed assets only 
Unusual lease 50% under today’s mar- 
ket. Consider partial payment, balance 
monthly. Potential 1,500 units. Doctor 
says retire. Opportunity of a lifetime for 
a real operator. Box 5058, c/o Automo- 
tive News, Detroit 26, 


idea 


























—— 


Pp ALERSHIPS AVAILABLE 

FoR SALE—DEALERSHIP handling Hud- 
gon 71d Rambler. City 50,000—10 miles 
from os Angeles, Parts and equipment 
also tody shop and spray booth, Estab- 
lishec 10 years. Health reasons. Approxi- 
mately $15,000. Box 5101, c/o Automo- 
tive News, Detroit 26. 

GEN’ FOR DEALERSHIP—largest of 
an independent line. 400 car quota. De- 
sirabie location, Detroit. Favorable lease. 
Exceptionally large service income, We in- 
vite your inquiries. Box 5117, c/o Auto- 
motive News, Detroit 26, 


OLD ESTABLISHED DEALERSHIP han- 
dling Chevrolet and Pontiac in south 
Mississippi. 150 car Chevrolet contract. 
New building. Farming, dairying, fac- 
tory payrolls. Box 5086, c/o Automotive 
News, Detroit 26. 

DEALERSHIP HANDLING FORD in small 
town in northern New England. Buy or 
lease real estate. $20.000 to $25,000 will 
handle deal. Box 5120, c/o Automotive 
News, Detroit 26. 


WONDERFUL OPPORTUNITY 


One of "Big Two" and most profitable 
small deal in southern California. Ap- 
proximately $30,000—no blue sky. Owner 
buying large deal. 

Box 5140, c/o Automotive News 
Detroit 26 









DEALERSHIP HANDLING Pontiac and 
GMC trucks. Located in the richest per 
capita wealth county seat town in 
Okla. Over $8,000 net profit first 5 
months this year. $13,000 inventory on 
parts, fixtures and shop equipment, No 
blue sky or used cars to buy. $225 a 
month lease on new building built in 
1948. Here is a deal you can get into 
for less than $20,000 operating capital 
and all. Must meet Pontiac require- 
ments. Box 5112, c/o Automotive News, 
Detroit 26. 


a 
me, | 
era- 
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por- 
— HANDLING PLYMOUTH and Dodge in 
oa Florida, Almost new buildings. $9,500 
— will buy all parts, equipment, signs, 
om furniture and fixtures. This is a won- 
c/o derful location and a steal. Must see to 
appreciate. Will sell or lease property. 
nal Act fast. Box 5115, c/o Automotive 
“ News, Detroit 26. 
au- 
eri- 
iles 
sed 
ad For Sale — Large 
car * 
a Successful Dealership 
ate 
* Only Dodge-Plymouth Dealership in 
expanding southern city of 200,000. 
aoa Profitable operation by single owner 
‘ht for nearly 20 years. Excellent lease, 
> . 
en completely equipped modern set-up, 
_ in full operation by experienced per- 
y. sonnel. Deal direct with owner. An 
ty. unusual opportunity if you can qualify. 
oit 
Box 5141 c/o Automotive News, 
ho Detroit 26, Michigan 
or 
ail 
25 
y1- OHIO DEALERSHIP HANDLING Dodge- 
an Plymouth on busiest highway in state. 
or Buy inventory only. Can sell from 4 to 
o- 6 cars per month and have a fine return 
on investment of $8,000 to buy out deal. 
—_ Small town with both factory and farm- 
r. ing. Box 5131, c/o Automotive News, 
Ww Detroit 26. 
n- | EXCELLENT “BIG THREE” dealership. 
r 6 Well equipped and manned for purchaser 
i- § who can qualify financially and other- 
- & wise with factory. Strictly retail oper- 
y § ation in prosperous city of 150,000 in 


southwest. Excellent lease and no real 
estate to buy. This is a set-up in which 
you secure immediate possession and 
begin without a pause. Many years’ suc- 
cessful background. Because of this being 
a large dealership, your inquiry should 
reveal your ability to handle. This is 
~ owners ad—no agent. Box 5132, c/o Au- 
i tomotive News, Detroit 26. 


, DEALERSHIP AVAILABLE HANDLING 


. 
REE 


p g Buick—Alabama. Located on two main 
\e F highways. Good lease and building com- 
e £ plete. Extra nice display room and used 
: a car lot. Trade area includes thirty towns. 
; J. S. Webb, Box 444, Demopolis, Ala. 
' 





DEALERSHIP FOR SALE 
HANDLING 
CHRYSLER CORP. PRODUCT 


Currently selling 90 new cars per month. 
$22,000 will buy parts, equipment. Very 
reasonable rental. No used cars or ac- 
counts receivable to purchase. Must have 
factory approval. Located in the second 
largest city in Michigan. 


Box 5139, c/o Automotive News, 


Detroit 26 
te 


' WELL ESTABLISHED DEALERSHIP 
handling Chevrolet, Oldsmobile, Cadillac. 
Available to qualified buyer at wholesale 
inventory and depreciated equipment val- 
ue. Dealer retiring. 215 car potential. 
Prosperous and promising area. New 
building on sensible lease. Utzinger Chev- 
rolet Co., Rock Springs, Wyo. 


TRUCKS-TRAILERS HANDLING Interna- 
tional-Gramm, sales $320,000 year, show- 
room, parts department, complete serv- 
ice equipment, 7-room suite, Ohio city, 
health compels sale, make offer. Apple 
Co., Brokers, Cleveland, O. 


FOR SALE— DEALERSHIP handling 
Chrysler-Plymouth in town of 32,000. 
Steady payroll and highest per capita 
income in the United States. Only three 
dealers in town and 9,600 cars. We have 
the finest shop and used car lot in area. 
Also service station which is presently 
selling 30,000 gallons per month. Annual 
volume in excess of $500,000. Business 
has shown a profit every month. Never 
before offered for sale. Box 5076, c/o 
Automotive News, Detroit 26. 
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WILL PURCHASE General 


WANTED — FORD OR GM, 











40 units with 59 
motel, Priced at only four times the ann.) 
income. Will show over 30% net on doy, 
payment after expenses and interest on mort. 
gage. Price $375,000 with $150,000 cash doy, 


649 N. Beach St. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP LOCATED IN THE geo- 


graphic center of Southern California 
handling Studebaker in a metropolitan 
city of 70,000 plus 9 other towns named 
in the contract. This territory is so valu- 
able that only one other agency has 
changed hands here in the last 13 years. 
Net, after substantial owner’s salary is 
over $230,000 since 1940. $12,000 in the 
black this year. Will sacrifice parts bins, 
office and shop equipment at $14,500 for 
quick sale, Am taking new and used 
cars, parts and receivables to another 
larger location, Very attractive leases 
including adjoining, well lighted, paved 
used car lot. Factory approval a must. 
This is a good money making business 
in a prospering fast growing community. 
Box 5084, c/o Automotive News, Detroit 


. 


DEALERSHIP WANTED 

Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue eky for 
desirable dealership. Factory approval 
already assured. Box 4992, c/o Auto- 
motive News, Detroit 26. 


WILL PURCHASE ‘‘BIG THREE”’ dealer- 


ship—250-500 cars in Conn., southern 
Mass. or Rhode Island only. No used 
cars. Prefer lease building. Might con- 
sider equal partnership with buyout bal- 
ance later. Box 5128, c/o Automotive 
News, Detroit 26. 


EXPERIENCED AUTOMOBILE dealer with 


ample finances interested in securing 
Dodge-Plymouth or Chrysler-Plymouth 
franchise. Can qualify with factory. Pre- 
fer market of 400 units upward, West, 
southwest or Rocky Mountain location. 
All replies strictly confidential. You can 
be assured this is not a factory or 
agents ad. Box 5129, c/o Automotive 
News, Detroit 26. 


100-150 car 
deal. Factory approval assured. Will an- 
swer all replies in strict confidence. Box 
5130, c/o Automotive News, Detroit 26. 


BUSINESS WANTED 


AUTO and/or TRUCK 
LEASING FIRM WANTED 


Syndicate will buy for cash an estab- 


lished operating car leasing organization. 


Will buy outright all vehicles, contracts, 
assets. May keep management and em- 
ployees. Write in full confidence. 


Box 5142, c/o Automotive News 
Detroit 26 


BUSINESS OPPORTUNITIES 


Distributorships Open 


FOR THE QUALITY CADILLAC LINE OF 
FUNERAL COACHES AND AMBULANCES 
Territory | 

North Carolina-Virginia 


Territory 2 
Missouri-Kansas-Oklahoma 


Territory 3 
Arkansas-Louisiana 


Territory 4 
Texas 


BY OLD ESTABLISHED MANUFACTURER 


Profitable proposition to reliable dis- 
tributor who is interested in earning over 
$10,000 per year. Our factory representa- 
tive will help organize. 


G.M.A.C. FINANCE AVAILABLE 


Box 5091, c/o Automotive News, 
Detroit 26, Michigan 





AUTO LAUNDRY EQUIPMENT 
FRANCHISES AVAILABLE 


Sensational line of advance 
design equipment, moderately 
priced, ready for marketing, 
backed by national advertising. 
Maintenance - free, 2 - yeat 
guarantee, Wheel Washer and 
mechanical ‘‘Hot’’ Soaper will 
take market by storm. Only 
qualified parties will be consid- 
ered. Prompt action required. 


International Equipment 


Corporation 


2209 Michigan Ave., Santa Monica, Cyjj¢, 
Phone TExas 0-557! 


Write, phone or wire us tod¢y 


OCEAN FRONT MOTEL 


rooms. A really déjuxe 


HARRY G. ELMORE 
Motel Broker 
Daytona Beach, ra, 


© Buy Right 


10040 Freeland, Detroit 


These 
to your 
money order to 











229 $. Hanson St. 


DEALER SERVICES 








INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 
© Sell Right 


Parts—Accessories—Equipment 
sinterested certified physical 


inventory will save you money 

DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
27, Mich., WE 3-6445 


eoead 








$19.95 
USED-CAR — SALES-——AID KIT 
30 - Attractive - Durable - Day - Glow 
Cards - 22” x 30” - 30 - Proven - Phrases 
Made by Silk Screen Method 
smart eye catchers will add life 
used car display. Mail check or 


HOWARD AUTO PRODUCTS CO. 
3610 Van Buren, Bellwood, Illinois 
For $19.95 


Postage prepaid. Satisfaction Guaranteed 
or Your Money Refunded Within 10 Days 
—by Returning Kit. 





SELL MORE "YOU" 


Word-of-mouth praise has little momen- 
tum, The most reputable dealer is sur- 
prised to realize that not over 10% of 
people in an area know anything about 
his reputation. That is why so many 
dealers find that years of high business 
ethics now seem to do them little good 
with most people. What they say about 
themselves to this 90% is taken with a 
grain of salt (ditto for what the factory 
says about you, because that is a biased 
opinion). That's where the unbiased Seal 
of Auto Integrity comes in (an unbiased 
endorsement of you and your company's 
merit and integrity rather than of prod- 
uct). If you deserve it, we award the 
Seal, with certification, plus many sales 
aids, Although it is of inestimable value, 
the cost is too negligible even to be 
considered. For details send your letter- 
head to Meritseal, Inc., 2 Depot Plaza 
White Plains, N. Y. 


PARTS FOR SALE 


NEW 4 SPEED TRANSMISSIONS for 1946 


and 1947 %, % and 1-ton Dodge trucks 
—only $85 F.0O.B. Omaha, Neb. New 
transmissions for 1946 S-11 DeSoto— 
only $75 F.O.B. Omaha, Neb. Townsend 
ao Inc., 2563 Farnam St., Omaha 
, Neb. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 
SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, lil. 
Phone WAbash 2-1030 





CARS FOR SALE 








|ATTENTION DEALERS ! ! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymoaths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Sith & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a large number of 
1953 and 1954 fleet leased cars. Many 
makes and body styles. We can deliver | 
most locations. 
mation. 


Phone or write for infor- 


Robinson Auto Rental Div. 


Philadeiphia, Pa. 
1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








For Quick Results 
Use Automotive News 
WANT ADS 











CARS WANTED 





CHRYSLER, DeSOTO eight 
Passengers wanted. C: or liberal allow- 


ance, Sharp late models. McClintock- 
— Phone IV _ 17-5046, Lansing, 





WE BUY STATE, COUNTY, city and fleet 


owned cars, What do you have to offer? 
Keller’s Automotive Service, R. D. No. 1, 
New Cumberland, Pa., Phone Harrisburg. 
CEdar 3-4565. 








ACCESSORIES FOR SALE 


RADIOS — AUTO — RADIOS 


1953-4 Dodge Auto Radios 
8-Tube Custom—Excellent Valve 


Write or Call 


(We also buy and sell all types of 
Auto Radios) 
MOZEL - AUTO - RADIO - CENTER 
4041 Fenkell — Detroit 38, Mich. 
UN 1-0350 UN 1-6931 


TRUCKS FOR SALE 


FOR SALE — 1951 DODGE tractor with 


FIFTEEN 


Whitehead car carrier. New brakes, new 
paint. Completely reconditioned. Make 
offer. See U. 8. Motors, Inc., 1700 Cal- 
houn St., Trenton, N. J. 


(15) MECHANICAL handling 
model 414 auto hauling trailers for sale. 
$600 each. Phone Atlantic 7-1545, Dallas 


& Mavis Forwarding Co., Inc., South 
Bend, Ind. 
FOR SALE: HOLMES wrecker, heavy 


duty, serial No. HI 6587, Cat. No. W35E, 
mounted on 1953 Ford F7, 144’’ wheel 
base, 6 cylinder, mileagé 11,202. Dealer- 
ship owned, excellent condition, heavy 
duty Braden front end winch, all neces- 
sary wrecker attachments. Registered 
ready for service. This equipment too 
heavy for our business. Will sell or trade 
for $2,500. Cade Motor Co., P. O. Box 
352, Bryan, Texas. 





MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 


Automatic BraKinG 


Is the Cheapest 
- INSURANCE - 
You Can Buy 


COMPLETE with 5 61 45 


Guide Cables and 
BRAKE HOOK-UP......... 

Meets ALL 1.C.C. Requirements 
e ™ . 


WITH BRAKE HOOK-UP 


ONLY...*°51“ 


Meets 1.C.C. Strength Requirements 
—-SPECIAL— 


Protecte Covers (Tailor Made) 


SAFETY CHAINS, set of 2, only......$2.50 


STEEL (Tow Bar) CARRYING $1 3 gs 
e 


CASE with Wheels & Handies 
(Add 5&c¢ for Padiock with 2 Keys) 


519.50 
$42.50 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Iii. 


LESS 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 





71 





TRUCKS FOR SALE 


FOR SALE—Army surplus amphibian jeep 


in almost like new condition throughout. 
Has wench and the complete works. 
Original cost to the government new was 
$22,000. Great for sportsman! Can be 
driven any place. Write LeFevre Motor 
Co., Brookings, S. D. 


TRUCKS WANTED 


WANTED—USED JEEPS, Willys 4x4 sta- 


tion wagons and pickups. Take transport 
load. Call, wire or phone Kurland Mo- 
tors, 1134 Broadway, Denver, Colo. 


WANTED 


Old Sandow Motor Truck and Taxi. 


State condition and furnish photo. 


K. Wm. Beach Mfg. Company 
Springfield, Ohio 





BUSES WANTED 





WILL BUY USED school buses—36 to 66 


passengers. One or twenty, 
ters. Dealer, Box 4993, 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 








BEAR HEAVY DUTY, No. 900-830 (pit- 


type) frame straightener, with heavy 
duty turning radius gauges for front end 
wheel alignment, toe-in tester and wheel 
remover. Complete with all frame and 
front end attachments. Used several 
years—just 
$1,500. Write Stern Auto Body Shop, 
P. O. Box 109, Waupun, Wisc. 





CAR RECOVERY 





HOT CAR—-$50 REWARD for information 


leading to recovery of 1950 Ford fordor, 
8 cylinder. Color light green, motor No. 
PODL 159201, 1955 Texas License No. 
NY 1171. Call collect: John Bogard, Cade 
Motor Co., Bryan, Texas. 


MISCELLANEOUS 








1000 BUSINESS CARDS, raised printing (1 


color) $3.50; (2 colors) $4.50. Cuts in- 
serted: 50c extra per 1000. Samples free. 
Business Specialties, Dept. A-7, 1422 
Rosemont, Chicago, III. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


MOTO-MATIC 
TOW ¢ GUIDE 
and 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 
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TRADE CONNECTION: 

Car Dealer 1) Truck Dealer [) Manufacturer [1] 
Jobber 1) Insurance [] Financial [) Supplier (1) 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [1] 


Soca ineainen> scheint leben anes cic mmm nie een eittn een te ten inn 


They're the most 
popular Oldsmobiles 
in history... 
and six months of 


record sales prove it! 


Oldsmobile dealers now have the best success story 


in history! Right now, these out-ahead, out-of-the-ordinary 
new Oldsmobiles are going over as never before! 

Right now> “Rocket” popularity and “Rocket” demand 

is at an ali-time high! And the reasons are very clear: 
Oldsmobile's dramatic styling—Oldsmobile’s flashing 
performance—Oldsmobile’s all-around value! Add to these 
the aggressive, progressive sales programs of Oldsmobile 
dealers and you’ve got a combination that can’t 

be beat! This is why Oldsmobile is setting sales records . . . 
selling moré “Rocket” Engine cars than ever before! 

And this is Why every Oldsmobile dealer knows: 

It’s SMART to be with Olds!” 


OLDS MOE Il LE 


DIVISION OF GENERAL MOTORS CORPORATION + LANSING, MICHIGAN 








